.. Read: “Business Building Radio” 
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Founded 1855 





$3.00 a Year 








Vol. 114 New York, August 28, 1924 No. 9 


>262,600~ 
worth of EUREKA 


_ . VACUUM CLEANERS {f 
Sold in Grand Rapids, Michigan. f 


That’s the astounding total reached in only four years of aggressive selling 
in this city of 152,000 people. 


It averages $1.72 in Eureka business from every man, woman and child in 
Grand Rapids—and over $13 from every wired home— in only four years. 














It also means a Grand Prize Eureka Vacuum Cleaner in use in 27 out of every 
hundred homes where electricity is available. 


Eureka Business IS BIG Business 


Grand Rapids is not an exceptional Eureka territory— it simply shows that ex- 
ceptional results are obtained when Eureka methods are employed. 


Eureka dealers everywhere, operating with the help of Eureka selling plans 
backed by tremendous national advertising, find that their vacuum cleaner 
business increases rapidly and steadily—and that they make more money 
more quickly. 


There’s Room for You 


Dealers who want to put new life into their vacuum cleaner sales—and who 
have the ability and energy to cash in on Eureka possibilities—are always 
welcome. 


Write or wire the factory for an appointment with the Eureka sales manager 
for your territory. 


EurEKA VACUUM CLEANER Co., Detroit, U. S. A. 


Makers of Electric Vacuum Cleaners since 1909 


Canadian Factory, Kitchener, Ont.; Foreign Branch, 
& Fisher Street, Holborn, London, W. C. 1, England 








Published Weekly by the IRON AGE PUBLISHING CO.. 239 West 39th Street New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 


Advertising Index, Page 108 Editorial Index, Page 39 
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NO. 9 UTILITY TRAY (Patent Pending) 


Seo7u CO/%a oom 


A New Pattern in a New Setting 


This combination of new pattern and new 
tray means largely increased silverware sales 
for you! 


etme co 





| é Tray of highly burnished duo-tone poly- | 
: ‘| chrome, lined with velvet, in three different 
\ color combinations. When velvet lining 1s 
| e removed a most attractive serving tray 1s 


Pl 
> 


ready for instant use. 


é@? 


Ask your jobber about the Ancestral pat- 
tern. and the new Utility Tray, or write 
Sales Promotion Department, 


_— 


INTERNATIONAL SILVER Co., Meriden, Conn. 
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SLTLVER PLA Ee 
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Here it is!’ The new counter display 
for V & B Drop Forged Planes. Fur- 
nished gratis with your order, for a quar- 
ter of a dozen of these new “unbreakable 
planes.”’ 


Drop forged from a solid bar of V& B 
supersteel—finished in light gray—trade 









marked in etched gold—and finished 
with vanadium blade and walnut handles 
—V & B Drop Forged Planes are sales 
makers! 


Ready for shipment—place your order 
now! 


The sales possibilities on these unbreak- 
able planes are obvious. Place your orders 
to assure immediate delivery now! 


VAUGHAN & BUS 
MANUFACTURING COMPANY 











Get This Display 
of Unbreakable 
Steel Planes—Now! 


l 





NELL 








(HWAakers Of Fine Toots 








2114 Carroll Ave. ~ 


oe Chicago, Hl U.S.A, 
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Heat Elements that HEAT 


Le ~ giant heat-elements used in Reliable Golden-Glow 
Gas Heaters are a radical departure from any hereto- 
fore designed. Compared with those found in other 
heaters, the elements used in the Reliable Golden-Glow 
are far superior. 





Reliable Golden-Glow Elements are three inches wide, have parallel 
closed sides and inclined, perforated fronts. The backs are straight 
and recessed, thereby forming dead air-spaces. This construction 
dispenses with the fire-brick backing, thus eliminating breakage and 
reducing weight. 





Within the elements are a large number of radiating points which 
insure even and brilliant heating of the entire surface. 


-- ss - rect ; Reliable Golden-Glow Gas Heaters are made in two styles, Portable 
Shes s? id and Fireplace. The Portable type is finished in ebony-black with a 
, : hearth-plate of polished aluminum. 





Cut-away wiew of Giant 

Element used in Reliable . . . . - . 

Golilen-GlowGas Heaters The Fireplace type is made of channel iron, finished in antique 
brass, with a hearth-plate and reflector-sides made of non-oxidizing 

metal with a brown finish. All frame parts 


of both types are electrically welded. 


Reliable Golden-Glow Gas Heaters are Beau- 
tiful, Efficient, Economical. They sell at a 
price that nets you a most satisfactory profit. 


Order a sample immediately. Test it out 
yourself. Put it on display. We know that 
you'll then agree that there is no heater on 


the market to compare with the Reliable 
Golden-Glow. 


RELIABLE STOVE COMPANY 


Division of American Stove Company 
Factory and Main Office, 1787 E. 40th St., N. E.,. CLEVELAND, OHIO 





152 West 42nd Street NEW ENGLAND STATES 
New York City REPRESENTATIVE 
315-317 S. Wabash Ave. The Eastern Service Co. 


i Reliable Golden-Glow 
Chicago 131 State Street, Boston (Portable Type) 


718 Mission Street 


San Francisco EXPORT OFFICE 
350 East First Street 209 West 43rd Street 
Los Angeles New York City 





-“ 


——_ 


GiolalCine @Lox, 








Showing Burner, Mixing Chamber and Valve 
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{| reeommend 


7 Akins Silver Steel Saws 


To My Fellow Hardware Dealers” 


SEND US A LETTER 


Who can use $10.00? Each week we give this amount to 
someone for sending in a winning letter for this contest. Tell 
us why you would recommend Atkins Saws to another dealer, 
and if we accept your letter for publication, you win $10.00. 

Our only requirements are that the letter be written on the 
stationery of the dealer with whom you are connected, and that 
this dealer handles Atkins Saws. 


















WINNER, H. W. BRANTLEY 


With Brantley Bros. Hdwe. Co. 
TROY, ALA. 






3 THE LETTER! 
E. C. Atkins & Co. | ) 
Indianapolis, Ind. 
Gentlemen: 
I recommend Atkins Silver Steel Saws to fellow hardware dealers for several reasons. 


They are strictly first quality and second to none, well advertised and consequently well 
known, 


A successful dealer must sell merchandise that will stay sold and turn his stock often. 
Atkins Silver Steel Saws stay sold and the dealer who stocks them turns his stock often 
and at a good profit and they help him to sell other good carpenters’ and loggers tools. 


Yours very truly, 
H. W. BRANTLEY 


A FEW POINTERS ON ATKINS 
PERFECT SAW SET 


This is a combined vise and saw set. It is so constructed that a 
uniform blow can be given to each tooth, thus assuring an accurate 
set without any likelihood of breaking the teeth. It can also be used 
as a saw clamp for filing. 





E. C. ATKINS & COMPANY 





Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory: Home Office and Factory: Canadian Factory, 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
% BRANCHES: 
er Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 
ED Chicago Memphis New York Portland Vancouver, B. C. Sydney, N. Ss. W 





ATKINS ALWAYS AMEAD"’ 111 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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i American Screw Co. 
(FE PROVIDENCE , RI. 
(HE WESTERN DEPOT 

(= 225 WEST RANDOLPH ST., CHICAGO, ILL. 
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HE combination of qual- 

ity and price that we are 
able to offer to you in the 
Model 7-E is one that has 
rarely been equalled. It is a 
washer that you can sell to 
the most modest home, at a price they can 
afford to pay, and at the same time make a 
satisfactory margin of profit for yourself. 





That is the secret of volume sales, with quick 
turn-over and profit. The 7-E is not a new 
washer. It is a modification of the popular 





Or ed calnebeedevewene 


al Model 7-E Washers at $_________-_each. 


a Send us complete information concerning the Dexter 
line, and your dealer proposition. 





DEATER 


MODEL 7-E 
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* IMPROVED DEX DEXTER DUCHESS 


Simplified a and Improved ln 
Design ~ Athractively Priced 


Duchess, which Dexter deal- 
ers have sold with so much 
success for many years past. 
We have simplified the de- 
sign and improved the me- 
chanical principle so that we 
can produce it in quantities at a lower cost and 
pass along the benefits of that saving to you 
and to your customer. 





The coupon is for your convenience—use it. 
It will bring you a sample machine, which will 
be gone almost as soon as you put it on your 
floor; or it will bring you complete information con- 
cerning the Dexter line, with prices and discounts. Just 
check it, sign it and put it in the mail now before you 
have a chance to forget it. 


WAREHOUSES AT PEORIA, COLUMBUS, HARRISBURG AND 
UTICA 


The Dexter Company 
Fairfield, lowa 
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Caloric and Monitor Furnaces 


Easy to Sell 


New, exclusive improvements that are revo- 
lutionizing furnace construction give our deal- 
ers unequalled selling advantages. 

A practical Time Payment Plan. Cash for 
the Dealer—Credit for the Customer at reason- 
able rates. 

National advertising. Our dominating cam- 
paigns have made the Caloric and Monitor 
trademarks the best known to the public. 
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SYSTEM OF CIRCULATING HEAT 


When Winter Comes— 


Dealers who sell Caloric and Monitor Furnaces 
have for many years been making big money. If 
you are putting your efforts and investment behind 
lines that are not so popular with the public, a 
change to our proposition will turn your losses 
into profits. 


You want to make a success of your furnace busi- 
ness! You want to be the leader in your territory! 
Then join hands with us in this interesting and 
profitable work. This is the season when a good 
start will give you the lead over competitors. 


Some good agencies still available for progressive dealers. Write or 
wire for complete details. Get started now! 


THE MONITOR FURNACE COMPANY 
650 Woodrow Street 
CINCINNATI, OHIO : 
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O builders through- 
out the world, the 
Certain-teed Label has 
long stood for genuine 
building satisfaction. 
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Asphalt Roofing 
Asphalt Shingles 
Paints and 
Varnishes 
Gypsum Plaster 
Gypsum Blocks 
Linoleum 





Corlain-leed 
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Horton Miracle Washer 


No. 22—Hand Operated. Horton “‘Peerless’’ Washer 


No. 30 — Water Power. Horton Vacuum Washer No. 35 


—Vacuum Type, Hand Power. 





; nore GOMPAwy, |[[ HORTON LINE 
Pr { ; s . 
Se eS re s Horton (3-Cup) Suction Washer 
j Pan NISH S G No. 40 
cn ER Sa SP, S°Ds Retail price, $160.00 with copper tub; 
is ARTs "ste AMELe i" $165.00 with white vitreousenamel tub. 
ts { ENS £ 
sof by Horton Home Ironer 30-Inch Roll 
5 p Retail Price, mt ag (ges, heated) ; 
MT rsa yr $175.00 Lelectrically heated J. 
ou 
; Horton Mfg APril 3, a Pd, Horton Ironer 
f OTt Wa, we » » 1924 Retail prices, 42 in. $145.00 and 46-in. 
Sr » ind, $155.00 [gas heated} 46-in. $200.00 
| % ‘iJ _— {electrically heated). 
SEER eons: emen;. 
Ree] Horton Washer No. 33 
eer | The acme of perfection in dolly type 
ee j ar 5 our ae the ast electric washers. Retail price $89.50. 
es ar © of mont 
Bee beg : 8 true rf to your = & on the ‘ae Ve been The Famous Horton No. 32 
Bas Bore og upete — Numbes ot inueg COoperare” and _~ to pd 75.000 — greater amend 
ad tin ™Plica ed ory Clags Ve bee On ang Clieve today than ever before. Retail price, 
ane lots te eeeteloe Ge fae leita aust age ye _ 
0 | 4 *esulte, 1 combi. tate Price’ pine Bales ont ar .o tae Horton Power Washer No. 31 
| Bre on MRIGH cant, Md ‘Ypees ei ttbe Similso No, 32 without electric mo 
OE | ashing va &leey ° bri f £3 et 
er With us Chine busine” beliey or farm motor. Retail price, $47.50. 
ee ] yo Or 25 ness ang p° they kn : 
Gs he 22n@ an are or oo have ger thi Horton Miracle Washer No. 22 
a © qualit een pare’ Thege reT@l who 7%, 2bout ¢ ; 
ey to their a, Of merchans; 2°14 on tneee boys have bee he The highest grade hand-operated 
Sy Many ren, Tade ang th ise, yo © Proposit; © grown up n washer. Retail price, $18.00. 
aij ate, e fact that Saleg Poli ° - They with 
2 they have ng app] load} PeerlessW aterPowerW asherNo.30 
Miggio t turn e Requires only 25 Ib. pressure. Trouble- 
Nar all, tp 8 
2 stock work He © jobber proof an oes the work. Retail 
follows mA, begs es price, $22.50. 
int lit 
CQOper © line ©Cessgari) g © pre t t 
whi ie grith the “a cast resists tt favors, Svery iten® for Horton Vacuum Washer No. 35 
Thig n nt Stributo, _ Ce. ee oft Carrieg ah A vacuum type hand power machine 
° doubt rly et On to —_— hig Bale me ory able to : for the farm or those who cannot afford 
88eg y, Caler ang CTeateg A higher priced machines. Retail price, 
With sincere oe Our own ides Rally jo the arit 20.00. 
st Wishes for the fu Horton Link” All above models slightly higher in | 
ture, we iia ' extreme east and west. . 
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. A. SMI 
President 
L. H. Smith Wooden 
Ware Company 
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ELECTRIC WASHERS 
Pioneers for 50 Years 
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Horton Home Ironer 30 inch roll. 
Irons EVER YTHING perfectly. 





Horton No. 40—the original 
3-cup Electric Suction Washer. 
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Hotton Electric No. 33 
The dolly type washer. 
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N organization may sell right— 

may make prompt deliveries 
——-and believe they are giving ser- 
vice. But service—real service—is 
more than a consideration of com- 
mercial requirements. 


Real service is friendly. It is born of 
something which cannot be bought 
—and that something is—sincerity. 


Here at Horton lives such a spirit of 
service. It is kindly —it is tolerant 
and sympathetic—it is cheerful — 
and above all, it is sincere in the 
desire to please. Not only is it 
reflected in the Horton sales and 
distributing policies, but in the fac- 
tory as well, where this desire to 
build well and serve well, is respon- 


Grind ly Fujerest 


sible for the goodness of every 


HORTON Washer and Ironer. 
Mr. W. A. Smith, in his letter on 


the opposite page, tells in a very 
pertinent way how Horton serves 
and keeps on serving, and, builds a 
more friendly business relationship 
on the firm and lasting foundation 
of confidence. 


We believe there are others who 
would welcome the sort of cordial, 
sincere service which Horton offers. 
There are some further vital details 
in addition to those so ably visual- 
ized by Mr. Smith which will con- 
clusively help you to realize that a 
Horton relationship in business is 
different. May we present in detail 
to you the whole Horton story? 


HORTON MANUFACTURING CO. 


1316 Fry Street 





ELECTRIC WASHERS 
‘Pioneers for 50 Years 








Fort Wayne, Indiana 





=e IRONERAS 
Gort “Wayne , Ind. 
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Black Diamond Files 


BLACK DIAMOND Files conserve materials 
and workmen’s time because of their scientific 


temper and accurate cutting qualities. Experi- 
enced file users buy BLACK DIAMOND Files 


regularly, because they improve the quality of 
their work. 
Since 1863 the Standard 
of Quality 








G. & H. BARNETT COMPANY 


1078 FRANKFORD AVE., PHILADELPHIA, PA., U.S.A. 





Owned and Operated by 


NICHOLSON FILE COMPANY 
PROVIDENCE, RHODE ISLAND 
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1864 Sixtieth Anniversary 1924 


Sele ste 


PLAIN BEARIN 





Every Year Is a Good Year 


for 


UNION 
ROLLER SKATES 





HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
NEW YORK OFFICE - 151 CHAMBERS STREET 
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This advertisement in four 
colors is part of this year's 









campaign appearing in 


Atlantic Monthly 








Century 
Harper's 
, Jdaptahle Review of Reviews 
Ha rdw are Scribner's 
for your World’s Work 
ya rage and also in 
ctf leche boks Elks Magazine 






. ™ Literary Digest 
hust shut the deor- that’s all National Geographic 
Russiin Garage Hardirare ut orks as 


aulomaticatlly as apiece of 
scientific machinery 








—— ee 






RUSSELL & ERWIN MFG. CO. 


The American Hardware Corporation 






Successor 
_ New Britain, Conn. 
New York Chicago San Francinco London 


/ 
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‘Oumperntireg power directed where it will do the most good 


—that is the Russwin Advertising program that means profits 
for you. 


Practical, workable hardware designed for long service under any conditions appeals 
to those who can afford the best and who demand it. That Russwin Hardware 
meets those requirements is evident from the increased business among Russwin Dealers 
everywhere. 


Russell & Erwin Manufacturing Company 


The American Hardware Corporation, Successor 
New Britain, Connecticut 


New York Chicaco San Francisco London 
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Look at this new 
Hack Saw Frame 
No. 1200 


Solid back, Pistol Grip; 
takes 12" blades— 


Same handle, finish and 
adjustments as our popular 
No. 1027—and same favor- 
able price. Made of 3/16" 
x 13/16" stock, nickel-plated 
and highly polished. 3-1/2" 
depth. Weight, 1-1/2 lb. 








Another new 


Millers Falls Tool | 


A solid back 12" Frame. 


You'll see its selling advantages at a glance. 
Most of them stand out in the picture here 
—a look at the sample will confirm your 
good opinion. 


No. 1200 is built for hard usage, with its 
strong solid back and comfortable ‘Pistol 
Grip” handle. It’s a thoroughly serviceable 
and good looking tool, at a low price for the 
quality. 

We’ve made this addition to our line of hack 
saw frames because so many people wanted it. 
It ought to be an easy seller in your store— 
if you just let customers know you have it! 





at 


MILLERS FALLS COMPANY 
MILLERS FALLS, MASS. 


28 Warren Street 9 So. Clinton St. 
New York Chicago 





MILLERS FALLS 
TOOLS 
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f Durant Special 


Body Liberty Green; Wheels Green Cleveland Six 


with Black Striping 
Body Yellow; Fenders Black; Wheels 
Yellow with Black Striping 





Chrysler Roadster 


Body Light Yellow; Fenders Black; Wheels 
Yellow with Black Striping 









Packard Eight 


Body Packard Gray; Fenders Black; Wheels 
Red with Black Striping 















Jordan Playboy 
Body Light Liberty Green; Fenders 
Black; Wheels Green with 

Black Striping 








Body Liberty Red; Fenders Black; Wheelie 
Red with Black 





et eer 


STEELCRAFT 





Se ees a 
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Jewett Roadster 


Body Red; Fenders Black; Wheels Ra 
with Black Striping 


Overland Red Bird 


Body Red; Wheels Red with Black 
Striping 


Star f 


Body Yellow; Wheels Yellow fi 
with Black Striping if 
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A Big Seller—Now Available 








To Your Order 


Eleven sure-fire sellers—such faithful 
replicas of real automobiles that people 
come just to see them—bring the 
children—and are lost! 


Names to conjure with! Packard 
Fight, Jordan Playboy, Chrysler Road- 
ster, Rickenbacker Flyer, Buick Six, 
Cleveland Six, Jewett Roadster, Durant 
Special, Stutz Racer, Overland Red 
Bird, and Star! 


And so like the big ones! In appear- 
ance and sturdy features of construction 
they duplicate their namesakes with 
such fidelity that they hit the bull’s- 
eye of present day toy merchandising— 
children nowadays want things just like 
the grown-ups. 


Just like the big ones, these automo- 
biles are constructed of regular auto- 
mobile sheet metal and steels. Bodies 
are welded and finished with baked 
enamel with some parts nickel plated. 
They have roller bearings and disc 
wheels. Made to close limits, they 


assemble easily and quickly. And even 
the roughest child cannot break or 
wear them out. | 


A big advertising campaign in the 
Saturday Evening Post will familiarize 
children and their parents with this 
unique line of unequalled juvenile 
automobiles. ; 


Thereafter, a standing in the neigh- 
borhood ‘‘Four Hundred’’ will be im- 
possible to any child without one of 
these remarkable cars. And every 
parent will see that his kid has one. 


This company, with four large plants, 
producing the largest sheet metal busi- 
ness in the automotive industry, is en- 
abled by quantity production to satisfy 
the inevitable demand at a price that 
will make selling easy+-even against 
price competition of inferior models— 
and include a satisfactory margin of 
profit for the retailer. 


Now in production, we can ship im- 
mediately to your order. 


Write today for catalog, prices and discounts 


THE MURRAY PRODUCTS COMPANY 


1115 EAST 152nd STREET 
Cleveland, Ohio 





Juvenile Automobiles 
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LL of our fences are now “Super-Zinced”, that is, armored against rust by an 
extra heavy and well bonded coating of zinc. This “Super-Zinced” process 
marks the successful result of years of effort to produce better and more ‘lurable 
fences. “Super-Zinced” Fences establish a new standard of rust protection and 
give unexcelled service and durability. 


Columbia and Pittsburgh Perfect 
Super-Zinced Fences 


Our line of Super-Zinced Wire Fences includes the Government approved styles of 
farm and poultry fences in both hinge-joint and stiff-stay construction, also our 
attractive lawn and flower fences. Remember that all of our fences have the same 
high standard of rust-resisting armor, yet we are selling them at no increase in 
price over fences of ordinary galvanizing quality. ’ 


Sell “Super-Zinced” Fences 


“Super-Zinced” marks the highest development in protecting wire against rust. 
A large advertising campaign has been launched in farm papers to tell farmers in 
every part of the country—in your territory—about our “Super-Zinced” Fences 
and what they mean in greater fence service and economy. This is your opportun- 
ity to gain a new selling advantage that will mean a big fence business for you. 
Write for full information about our agency proposition. 


Pittsburgh Steel Company ~ Pittsburgh, Pa. 


New York Chicago Memphis Dallas San Francisco 


Columbia and Pittsburgh Perfect F ences 
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The National Steel Coaster 


A Sturdy All Steel Coaster 
Attractive, Durable and Light 





No. 101 Coaster 









With 


Exceptional 





An 
All Purpose 


Coaster Sales Value 














IMPORTANT FEATURES 
That Sell 


‘The National All-Steel Coaster 


THE BOX 


The outside box measurement over all is 3314x141, and is 4 inches 

5 deep. The bottom of box is corrugated around the outer edge—to 

A. | give flexibility without buckling. The entire top edge is reinforced 

<a | a / with a separate hollow rolled strip which prevents the sides from bulg- 

» ing or being bent out of shape. The corners of the box are reinforced 

J with separate formed corners to correspond with the top edge. All 

reinforcements are spot welded to box. The box will stand extreme 

—_—— abuse. There are no sharp edges to tear clothes or injure 
the child. 


WHEELS 


The wheels are double disc, pressed and welded, fitted with 13 roller 
bearings and one inch rubber tires. The double disc design is especially 
desirable for equalizing the strain in quick turning when carrying load. A 
dust cap fits on inside of wheel and hub cap on outside, protecting the bear- 
ings from dust, grit and dirt. Roller bearings are incased so there is no 
pen Pe being lost or dropping out when wheel is taken off or when 
assembled. 


FIFTH WHEEL 


\ A The fifth wheel is a new departure in coaster wagon con- 
\qq \ struction. It is built similar to a large wagon with two discs, 
; | double brackets and a special support for king bolt and handle. 
A This construction gives a rigid, sturdy box support with easy 
steering control in coasting or hauling. The box is suspended 
from three points, equally dividing the weight without undue 

strain on any part. 


It is impossible to overload a NATIONAL ALL-STEEL 
COASTER. Tests have shown that each coaster will carry a 
ton in weight. 


Compare The National 


With other coasters on the market—for Appearance, Durability, Speed and Con- 
venience—the box with its reinforced top and corners without the sharp edges of steel 
to tear clothing or injure the child—the wheels with their double disc construction, 
roller bearings and one inch rubber tires—the fifth wheel with weight equally balanced 
on two steel discs which insures easy control, flexibility and sturdiness. 


The National has the day in and day out usefulness, will stand constant abuse and 
last for years. There is nothing to buckle or bend, each part is reinforced and pro- 
tected. The box is large and roomy, the 91‘, inch diameter wheels make it easy 
riding and speedy. The handle is sturdy and very accessible for hauling or coasting. 


The National All-Steel Coaster is an all-season article and a fast seller. 


Send for a sample coaster—make your comparison and we are satisfied you will 
appreciate the sales possibilities of the National All-Steel Coaster. 


Manufactured by 


NATIONAL JUVENILE VEHICLE COMPANY 
3860 EAST 91st STREET CLEVELAND, OHIO 
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HYATT ROLLER BEARINGS 


























For over half a century, only the finest technical engineering 
skill has been used in the development of Coldwell Lawn Mowers. 
To this fact we attribute two elements of our manufacturing 
success; first, Coldwell Lawn Mowers are ever dependable; and 
second, thousands of satisfied users in every state in the Union. 

Everywhere, Coldwells are seen in operation—on golf courses, 
large estates, city parks, suburban and city lawns. You will find 
them operated under their own power, drawn by horse or tractor, 
or pushed by hand. 

It’s easy to sell an established line—discerning buyers know 
and ask for Coldwell Dependable Lawn Mowers. 

Be sure and get our new revised prices for 1925. 


COLDWEL 


DEPENDABLE LAWN MOWERS 
: Hand, forse, Motor & Gang 


: COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S. A. 


Factory Branches—DES MOINES, lowa: 319 South West Fifth Street. CHICAGO, Ill.: 4139 West Kinzie Street. 
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THE AUTOMATIC INCUBATOR 


Eight Standard Sizes — 100 to 1000 Egg 





The Automatic is the most modern and reliable incubator on the 
market. Its construction and operating features at once appeal to practical 
poultrymen as the most sensible and dependable they have ever seen. 


It is so well designed and constructed that it can be handled by Hard- 
ware Dealers without any of the “grief” that was always associated with 
the incubator business. It sells readily—stays sold, gives reliable service to 
the user. 


An incubator agency (a good one) will bring in a lot of other good 
business to your store. 


We give our dealers exclusive territory, protect them, and assist them in 
their selling campaign. We are looking for some good dealers where we 
are not yet represented. 





There is good money in an Automatic Agency. 
Write us for our new Catalogue and proposition. 


The Geo. Worthington Co. Cleveland, Ohio 


— Hardware Merchants Since 1829 — 
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PADLOCKS 





RIM NIGHT LATCHES 





MILLER 


REG. U.S. PAT.OFF. 














Special Sales Push 
for September 


By a concentrated drive on Miller Locks for 
one month we plan to help you turn hundreds 
of dormant sales into actual sales. 


This “‘Cash in on Miller Month’ will be Sep- 
tember. It will be backed up by Saturday 
Evening Post and Country Gentlemen adver- 
tising. Effective sales helps such as window 
trims, envelope stuffers, moving picture slides, 
newspaper electros, etc., will be furnished to 
help you sell. Write for them. 


Are youwith us. Why not trim your windows, 
replenish your stock and make some real 
money with Miller Locks? 


Your jobber or his salesman can give you 
further information, or write us direct. 


MILLER LOCK COMPANY 
Philadelphia, U.S.A. 


CABINET LOCKS 


AUTO ACCESSORY PADLOCKS 
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YNCHROPHASE 


TRADE MARK 


BROADCAST Receiver that marks 
“He who knows how to another long step forward in 


plant, shall not have his 


plant uprooted.” radio design and establishes a new set 
for of standards in craftsmanship. 


The wise dealer plants for . ° 
permanence in radio with Write for literature 
the Grebe Synchrophase. 


Dodie ux A.H.GREBE & COMPANY, Inc. 


Van Wyck Blvd., Richmond Hill, N.Y. 
Western Branch: 451 East 3rd St., Los Angeles, Cal. 








Our sales policy, based upon sound merchandising principles, 
appeals strongly to jobbers and dealers of the better class. 


-— —E 








— 
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ew MYERS 
cWaterSystem 


Made in Two Sizes 


200 °°300 


Gallons per hour 









































Here are water systems produced by an organiza- 
tion that has been designing, manufacturing and mar- 
keting pumps since 1870. 


Here are water systems which have not only been 
developed to meet water requirements of the modern 
home or farm at a low cost but have been developed 
to maintain the trade identity and trade reputation for 
quality and dependability which Myers Pumps have 
enjoyed for so many years. 





Here are water systems which are endowed with 
numerous excellent features, and being equipped with 
the best of motors, switches and other fittings, regard- 
less of the style or line of water systems you are 
stocking at the present time, warrant the serious con- 
sideration of every dealer, plumber, electric supply 
house or service station. 





Reduced lists without sacrificing 
quality one iota, made possible 
through standardization, greater 
buying power, largely increased 
and improved manufacturing facil- 
ities, and enormous production, 
back of which stands fifty years 
of pump building experience, are 
the factors which have made pos- 
sible this new creation—A MYERS 
ELECTRIC WATER SYSTEM in 
two sizes of 200 and 300 gallons 
per hour capacity that will assure 
plenty of satisfactory business for 
those who distribute it. 


cee 
SEK 
Pos 


Don’t wait until tomorrow to 
write. Drop us a line today. We 
are ready to send literature and 
prices. 











_NOILINS 


VALVE. 
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NEW YORK 
PUMPS FOR EVERY PURPOSE, HAY 
THe FLAE.MYERS & BRRO.S9: Nha nec 
ASHLAND, OHIO NDA THE WORLD OVER) 
ASHLAND PUMP AND HAY TOOL WORKS tes ellen 
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A New Feature That Sells Voss Washers 


When the house of VOSS, the pioneer manu- 
facturers of Washing Machines, with a reputa- 
tion of 50 years standing, comes out with a fea- 
ture which no other washing machine has—an 
improvement which washing machine manufac- 
turers have striven for years to accomplish, every 
dealer is interested. 


And when this company, with their ample facil- 
ities and resources, visualize the future demand, 
increase their production and bring the price 
down to $63.00 for their Model G-15 with Gaso- 
line Power and $86.00 retail for their Model 
E-15 with Electric Power what dealer couldn't 
double and triple his sales? 


This new and exclusive feature on these latest 
Standard Copper Tub Washers combined with 
the 


Model E-15 
Electric Power—Retail Price $86 


Model G-15 


Gasoline Power—Retail Price 63 


Prices are slightly higher west of the 
Rocky Mountains. 

























The Voss Floto-Plane Agitator 





A NON-RUSTING, ALL-METAL, FLOATING 
AGITATOR 


Low Prices That Clinch Many Sales 


enables dealers to meet all competi- 
tion. What the device is: 


This Voss Floto-Plane Agitator 
is a simple device which replaces 
the usual wood dasher. It is made 
of non-rusting all-metal material 
and will last the life of the washer 
itself. 


The float gives great buoyancy to the agi- 
tator which permits the wings to rest very 
lightly on the clothes. The wings are so 
shaped that they fluff and spread the clothes 
out while washing and the hot, soapy water 
reaches and penetrates every fibre of the 
cloth. A demonstration closes a sale. Read 
those prices again. 


Write for the greatest money-making 
washer proposition of the year. 


We'll be pleased to send full particulars 
to any dealer. 


Voss Bros. Mfg. Co. 


Davenport, Iowa 
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“People haven't 
changed much!” 


“Q"TYLES have changed, particularly women’s. 

Traveling methods have changed and so has the 

cost of living, but there is one thing that hasn’t changed 

much and that is people. They are just as careful of 

what they buy now-a-days as they were in the days of 
‘Abe’ Lincoln. 


“T remember the day my dad went to buy a cow 
from one of the neighbors who had several Holsteins 
and a few others. He tried to sell my dad one of the 
others but there was nothing doing. The cow wasn’t 
a Holstein and that was all there was to it. He wanted 
one that he knew was a good milker, not one he had to 
be told about. 


“The other day I was sitting in my boy’s store when 
a customer came in and asked for a Westinghouse 
Mazda Lamp. He knew what he wanted and got it, 
because Jim believes in carrying in stock only that mer- 
chandise that he knows his customers know is good, not 
something he has to tell them about. 


“No, people haven’t changed much.” 


For information regarding the profitable W esting- 
house Mazda Lamp Agency Appointment, write 


WESTINGHOUSE LAMP COMPANY 


150 Broadway, New York, N. Y. 
Sales Offices and Warehouses Throughout the Country 
For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada 


Has Your Town Started a Home Lighting Contest? 


Westinghouse 
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Radiola Regenoflex,with Radiola Loud- 
speaker, and 4 Radiotrons WD-11; with 
space for batteries inside; (complete ex- 
cept batteries and antenna) - $191 





This symbol 
of quality is 
your protection 
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Selling the Farmer 


Radio today does more for the One of the Radiolas best suited 
is Radiola 


farmer than for anyone else. It to the farm field 
. Its four tubes get 
It is 


not only brings the life and music Regenoflex 
. It is selective. 


of the city out to the farm—but distance 
it means many dollars saved and clear and true-toned—a quality 
It is widely advertised 





earned by the weather and crop _ receiver 
reports. Now—with his crops with special emphasis in the farm 
ready for market—every farmer paper advertising for September. 

in your territory is a logical pros- And it bears the RCA mark that 
pect for a Radiola! he knows stands for quality! 


” There's a Radiola , for every purse” 


RADIO CORPORATION OF AMERICA 


Sales Offices: 
10 So. La Salle St., Chicago, Ill. 


233 Broadway, New York 
Suite No. 628, 433 California St., San Francisco, Cal 


Radiola 
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Confidence—Increased Sales 


Built under strictest engineering supervision 
and backed by years of effort to make 
NILCO the best lamp, we send them to the 
trade with supreme confidence in the service 
they will give. 

Increased business year after year from old 
customers warrants this confidence. 


NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 


yj 4 





Let Electricity Sell Electrical Goods 


The best way to display any 
produet is to show it in 
action. That’s why it’s so 
easy to display electrical 
goods. Electricity is ready 
te help you create strong 
selling displays. 


Take lighting fixtures, for in- 
stance. A display which fea- 
tures an unusual lighting ef- 
fect will attract attention and 
sell fixtures. The window 
shown here is a good ex- 
ample of a lighting display 
which proved its worth in 
sales. 





Other electrical goods display just as well. Wash- Profits in electrical appliances are good. But you 


ing machines and vacuum cleaners lend themselves 
readily to demonstrations. The fourth issue every must keep your turnover speeded up by proper 


month of Hardware Age presents eiectrical mer- display. Put electricity to work and watch your 
chandising and display ideas. sales increase. 
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Women Like These Features That Help 
Sell The Haag Oscillator Fast 


(1) Full 12-inch swinging, reversible wringer with SOFT 2-inch rolls 
that leave the buttons ON and all in ONE PIECE. (Women 
like that!) 


(2) An automatic circuit breaker of the best type. It absolutely pre- 
vents burning out of the motor and avoids danger of accidents. 
(Women like that, too!) 


(3) A burnished copper tub of large size (7-sheet) that takes big loads 
and helps speed up washings and get them over quick. (Wanted— 
by all women!) . 


(4) A unique “Oil Brake,” exclusive to HAAG washers, that perma- 
nently prevents oil smears on the floor. (Women hate a mucky, 
smeary floor even in a basement!) 


(5) Large easy-rolling casters that make it easy for any woman to move 
her washer when desired. (Women like that, too!) 


(0) Good appearance is demanded today even in a washing machine— 
and women certainly do approve of the sturdy beauty of the HAAG! 


(Such items as 4 hp. Standard Make motor and 1% x % inch 
frame, extra-well reinforced, do not impress women so much—but 
they help a lot in keeping all HAAG owners pleased! 


Write Us Now for Dealer Proposition. 


HAAG BROS. CO. 


PEORIA ILLINOIS 
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UNITED STATES 
Portable Electric 


DRILLS 


‘*The Good Mechanic Knows!” 





In years to follow Save 
Lamps will still be the over- 
whelming choice of the 
leading distributors be- 


cause dependable quality 


will never be sacrificed for 


Known value 
is easy to sell! 


Good mechanics everywhere know the value of 
U. S. Portable Electric Drills as a result of 
demonstrated unfailing performance in their own 
hands. Wherever good portable electric drilling 
equipment is the topic of conversation, U. S. Port- 
able Electric Drills cannot fail to be mentioned. 
Cash in on U. S. Portable Electric Drill popu- 
If your Wholesaler does larity, there are many portable electric drill pros- 
f ] ] f h . f pects in your vicinity. 

mol sé em, write Us. With our new low prices you can offer those pros- 
pects the greatest portable electric drill value for 
their money. 

Write for catalog 21-L and new prices, also ask 
for a copy of our new HANDBOOK OF PORT- 
ABLE ELECTRIC DRILL PRACTICE. 


THE SAVE SALES COMP ANY A sales stimulator that we believe is the best 


‘ thing that has ever been offered by a portable 
Toledo, Ohio electric drill manufacturer. 


%he UNITED STATES 


aca eS 


District Sales Offices and Service Stations 


Boston Detroit Philadelphia 
Buffalo Hiouston Pittsburgh 
(Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 
New York 
Complete stocks carried in all service stations 


f LS FERS 
Me DRE INDERS BUF AMERS 
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A Rich Field for Profitable Sales 


Both because of its heating efficiency and its attractive 
design, the new Sunbeam Cabinet Heater will displace many 
other forms of heating and quickly establish a profitable 
market for you. 




















In cities and towns as well as in rural communities, it will 
find a ready sale. By widening the scope of warm-air 
heating, not only homes, both large and small, but churches, 
schools and clubs represent profit opportunities for the 
dealer. 


And the commercial field is equally rich in opportunities 
for new business. Hundreds of stores in every locality can 
be economically heated by this new method of warm-air 
heating. Banks and public buildings can utilize a practical 
and attractive heating unit of this type. Factory offices as 
well as shops, garages and many other types of commercial 
buildings can be most efficiently and economically heated 
with the Sunbeam Cabinet Heater. 


Don’t let this profit opportunity go to someone else in 
your territory. Write today for the complete details of this 
money-making Sunbeam Agency Proposition. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 


Largest Makers of Heating Equipment 


Cleveland Denver San Francisco 


Boston Atlanta 
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Tell Your Customers 


that in putting up screens it is not necessary to have them 
disfigured later by streaks of rust coming from the heads of 


the tacks used. 


They can buy Atlas RUSTLESS Tacks and avoid this. 


They will be glad to accept your advice and thank you. 


a ; 
Rustless Tacks —— a i cae = . Rustless Tacks 


Aeroplane Japanned Dies. < MALITY TACK! @ Aeroplane Japanned 
Golden Eagle Electro Golden Eagle Electro 
Brass Plated fetes = ele ale olde] Brass Plated 
Plymouth Rock Copper [f= =f =| Plymouth Rock Copper 
Plated I ze 4 Plated 


Tacks for every purpose 


ATLAS QUALITY 





ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 
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Hardware Dealers— 


SELL 
CHATILLON 
VEGETABLE SCALES 


In many parts of the country it 1s 
compulsory to sell vegetables by 
weight instead of measure. These 
regulations and the fact that it is 
easier and quicker to sell by weight 
make vegetable scales an item of in- 
terest to live hardware dealers. 





No. 402 


Every progressive dealer should be able to find a place in 
his stock for Chatillon Vegetable Scales, which are made 
in accordance with and pass the requirements of the De- 
partments of Weights and Measures in every State in the 


Union. 


There is a good profit for dealers in the sale of Chatillon 
Vegetable Scales. 


Ask your jobber for 
prices and full 
information. 







Scales for every purpose. 





JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street New York, N. Y. 


ase 





No. 343G No. 243 
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Just to assemble the 


cabinets for Remington Cash Registers 


prise to men who did not realize that such 
work could be done in guantity. 

The Remington is the new and better Cash 
Register—no less in looks than in performance 
—as merchants all over the country are dis- 
covering. You ought to see it. 


O fine a mechanism as that of the Reming- 
ton Cash Register deserves the best cabi- 
net that skilled craftsmen can produce. The 
expert metal workers in this Cabinet Assem- 
bly Department provide it. And its accuracy 
and perfection of detail are a constant sur- 


REMINGTON CASH REGISTER CO., Inc. 
Factory and General Sales Office, Ilion, N. Y. 
Subsidiary of REMINGTON ARMS COMPANY, Inc. 
Makers of Remington Firearms, Ammunition and Cutlery 


In Canada: Remington Cash Register Company of Canada, Ltd. 
557 Yonge Street, Toronto, Ont., Canada. 


Sioux City, Ia. 
Spokane, Wash. 
Springfield, Mass. 
Springfield, Ohio 
St. Louis, Mo. 

St. Paul, Minn. 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 
Binghamton, N. Y. 
Birmingham, Ala. 


Boston, Mass. 
Bridgeport, Conn. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Tex. 
Davenport, Ia. 





Fargo, N. D. 
Fort Worth, Tex. 
Fresno, Calif. 


Grand Rapids, Mich. 


Harrisburg, Pa. 
Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 


Louisville, Ky. 
Madison, Wis. 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
Newark, N. J 

New Haven, Conn. 


New Orleans, La. 


Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R. I. 
Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 


Salt Lake City, Utah 


San Antonio, Tex. 


Syracuse, N. Y. 
Tacoma, Wash. 
Tampa, Fla. 
Toledo, Ohio 
Toronto, Ont. 
Trenton, N. J. 
Utica, N. Y. 
Vancouver, B. C. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 





Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. Y. 
Youngstown, Ohio 


San Diego, Calif. 
San Francisco, Calif. 
Scranton, Pa. 


Seattle, Wash. 


Denver, Colo. 
Des Moines, Ia. 
Detroit, Mich. 
E. St. Louis, Il. 


New York City 
Oakland, Calif. 
Oklahoma City, Okla. 
Omaha, Nebr. 


Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 
Los Angeles, Calif. 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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By Saunders Norvell 


In Book Form 


When Saunders Norvell wrote: “Forty Years 
of Hardware” he gave the trade an outstanding 
contribution to hardware literature 


It stands alone — the most intensely human 
chronicle of the hardware business in its forma- 
tive period ever printed. 


Stock boy—travelling salesman—sales man- 
ager—president of a nationally known hardware 
jobbing company—what an experience—what a 
background for the gripping life story of a 
pioneer hardware man. 


Some writers can picture success—Norvell 
achieved it—recognized as one of the greatest 
salesmen, organizers and sales managers of his 
time, naturally the story, like the man, has a 
large following. 


His story is almost an education in hardware 
merchandising—and there isn’t a “Sahara” ina . 
single chapter. 


No wonder so many have requested it pub- 
lished in Book Form. One well known company 
has ordered fifty copies for distribution among 
their sales force. 


Reserve your copies now. Address 


HARDWARE AGE 
239 WEST 39th ST. NEW YORK CITY ) 








Will Be Ready In November 
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The live hardware 
dealer says: 


“Home Canning /s Economical 


‘I went to the Big City the other day. 
It’s different from the smaller city where 
I have my hardware store. 


‘‘The hotel menu said ‘Compote of mixed 





BOSTON fruits, 75 cents.’ It turned out to be a 
WOVEN HOSE & 

RUBBER Co. canned peach, a canned pear anda canned 
Cambridge, Mass. greengage served together in a tall dish. 
Sande of Geshe Mors “Well, it tasted good and I had no kick 

eye coming, but my wife served me the same 
—, thing the next day from her cellar shelf 
Also at something under 8 cents a portion. 

Bes y oe geod oll The quality was just as good too.”’ 


Bull Dog Friction Tape 
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No. 801H—National Garage Set. Furnished with 8 or 10 in. “T” hinges. Packed one 
complete set in wooden box. 
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Kneouraging Economy Increases Your 


Automobile owners are quick to appreciate the value of economy. Yet as a buying 
power this group of prospects represents one of the largest fields of well informed 
purchasers. 


Their selections are usually made after careful investigation and often strength- 
ened by the opinion and advice of friends. 


The Hardware Dealer’s knowledge and his personal contact with this class of 
buyers often place him in an important position to solve many economic problems 
—thus establishing a reputation for dependability. 


" 





NATIONAL GARAGE SETS can be unreservedly om Designs that harmonize, perfect in detail and efficient in 
ommended to every car owner. They are furnished in operation, NATIONAL Sets offer wonderful opportunities 
variety of styles and sizes, combining the plural demand a to increase your sales by the power of appeal. Remember: 
genuine sales value—Ouality, Service and Low Price. We can ship material the day your order is received. 


Our policy of Dealer distribution eliminates costly handling charges. All 
National Hardware is sold direct to the Dealer. It will pay you to i- 
vestigate this method. You will benefit by the saving. Write. us. 


BOTTI LALLA LLL LULL LA ASOT AA 


No. 800BH Garage Set 


1 PAIR 
NO. B10 GARAGE DOOR HOLDERS 


QANTAS TAROT 


Srv UIVUYUNI/NULLUV INP ALURUOUA AUTOMATA 
SHMUEL HAA 


eee 





i 
=a 
a 
d 
i 





‘No. 800BH—National Garage Set. Furnished with 10 in. “T” hinges. Packed one set in 
L wooden box. 
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What would you do if one of your best customers left you 
for no apparent reason, and gave his business to one of your 
competitors? R. O. Noojin, Attalla, Ala., was recently con- 
fronted with a similar situation. He sent the following letter 
to his former customer. The result was that he won his cus- 
tomer back again and sold her $250 worth of goods, that he 
would never have sold if he had not written. This letter is 
well worth your attention. 




































Date- 
Mrs. 


Attalla, Alla. 
Dear Mrs. 








We note. that you are repairing and remodeling your 
home and regret that we did not have an opportunity to figure 


on your requirements, although we handle a full line of 
















lumber, windows, doors, roofing, paints, etc. 
We presume that the reason you did not give us an 
opportunity to figure on this was due to some inefficient , 
service rendered you by our company in the past, or due to 
some act of discourtesy on the part of myself or some of 
the employees. If this is true we would appreciate a 
suggestion from you so that these defects might be remedied, 
as we always strive to improve our services along this line. 
So if this is the cause of your apparent resentment | 
should be glad indeed of the privilege of discussing the matter 
with you, as my only desire is to serve my community and 
fellows, and we certainly do not want any hard feelings on the 
part of anyone. 
With best wishes, I am 





Your friend truly, 
(Signed) R. O. Noojin, 


Proprietor. 
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Radio---An Open 


The Market! 


N the fall of 1923, according to 
a survey undertaken by the 
United States Department of 
Agriculture, approximately 145,000 
sets were already installed in homes 
in rural communities and this total 
has since advanced considerably. 
To the farmer a radio is an even 
greater necessity than to his brother 
in the city. First, a radio appeals 
to his business instinct as a profit- 
able money-making investment, for 
it enables him to obtain current 
prices on farm produce and thus 
take immediate advantage of fluctu- 
ations which often return a hand- 
some profit. The radio press has 
reported many instances where 
farmers have profitably availed 
themselves of this and made use of 
the price reports broadcast regularly 
from all the large radio stations. 
Second, the use of the suggestions 
regarding the handling of stock, the 
growing, storage and sale of crops, 
the preparation of the soil, etc., 
means money to the farmer. The 
importance of this service is seldom 
appreciated by the city dweller. 
Third, the radio lessens the mo- 
notony and isolation of farm life. 
It affords a diversion and lasting 
interest that not only broadens and 
entertains but which tends to keep 
the younger members of the family 
on the farm. FARMERS ARE RA- 
DIO BOOSTERS. 


They Want Distance 


“DX,” or distance, interests the 
farmer as much as it interests the 


city radio fan. The principal re- 
quirement is sensitivity, although 
faithful reproduction and quality 
are being demanded more and more. 
At the present time the crystal is 
unsurpassed for quality of reproduc- 
tion, and for this reason the eco- 
nomical reflex and outfits employing 
radio frequency and crystal detector 
are growing rapidly in popularity. 

In congested metropolitan areas 
the neutrodyne and non-radiating 
receivers are among the most popu- 
lar, while in the suburban areas the 


one, two and three-tube regenerative 
receivers are the best sellers. 


A Logical Medium 


Is the hardware store a logical 
medium for handling radio? Em- 
phatically YES. The hardware 
store is a community institution. 


istent. Today the value of its prod- 
ucts is approximately $350,000,000. 

The extent of the market is graph- 
ically and forcibly illustrated by the 
following facts from a survey re- 
cently compiled by Babson. TURN 
THESE FIGURES OVER IN 
YOUR MIND: 

During the present year approxi- 


=) 


a 


S S 


z= 


Chart showing variation in radio and hardware sales during year and 
how radio keeps the total sales volume up during the twelve months 


The average hardware store has 
been established for years—it has 
a reputation for square, honest deal- 
ing that must be maintained at any 
cost. An established reputation is 
a tremendous advantage in selling 
radio—it means that the retailer has 
the confidence of the public. 

In the second place, radio sales 
are greatest in the winter, when 
business in hardware lines is usu- 
ally dull and it keeps the total sales 
volume up. 

In the third place, the hardware 
man’s selling and mechanical ability 
have equipped him to handle radio 
successfully. 


Some Facts! 


Radio ranks thirty-fourth among 
the industries of the United States, 
and its growth is one of the most 
astounding romances of industry. 
A few years ago radio was non-ex- 


mately $50,000,000 will be spent for 
vacuum tubes. Four years ago, ac- 
cording to estimates by the Depart- 
ment of Commerce, the total value 
of wireless apparatus, including, of 
course, that used by the great com- 
mercial companies, was $9,949,649. 
Compare this with the $50,000,000 
to be spent in 1924 for tubes alone. 

In 1924 approximately $250,000,- 
000 will be spent for radio sets and 
parts. 

The sale of batteries will amount 
to about $45,000,000, including both 
the storage and dry type, while the 
total expenditure on such miscel- 
laneous items as charges will amount 
to the amazing total of $50,000,000 
or more. 


Types of Apparatus 


What type of radio apparatus is 
sold most frequently in agricultural 
communities? This question is an- 

(Continued on page 44) 
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How It’s Done! 


66 HAT would be your advice 
W to a hardware retailer de- 
Sirous of entering the radio 

game?” 

We put this question to A. D. 
Walters, manager of the radio de- 
partment of Banister & Pollard, 
hardware retailers of Newark, N. J., 
the other day. 

“The first and most important fac- 
tor in the successful handling of 








In January and February 
Mr. Ash’s radio sales exceeded 
the total sales of all other de- 
partments combined. 








radio,” said Mr. Walters in response, 
“is knowledge of RADIO, both from 
the merchandising and _ technical 
standpoint. 

““A man lacking in the necessary 
technical knowledge is severely han- 
dicapped. He must be able to give 
advice to respective buyers regard- 
ing the construction and operation 
of sets and he must be able to diag- 
nose the innumerable ills to which 
the radio receiver, even the best 
of them, is heir. 

“He must know radio from the 
merchandising point of view, and 
must be able to not only keep track 
of the innumerable changes and 
improvements constantly being made 
in present day apparatus, but he 











Kvery radio customer is a 
prospective tool buyer. It pays 
to couple the radio parts and 
tool departments. Try it. 








must in addition be able to gage in 
advance the possible popularity of 
the many innovations which are con- 
stantly being placed on the market, 
in order that he may not find him- 
self loaded up with a lot of unsal- 
able merchandise. 

“Of course, I do not mean by this 


that a hardware retailer cannot sell 
radio without the assistance of a ra- 
dio expert, but because with a little 
study and experimentation coupled 





H. M. Ash, Jr., Head of Radio De- 
partment of H. M. Ash, Paterson, 
N. J. 


with an interest in radio he can in 
a short while acquire the necessary 
technical knowledge. Merchandis- 
ing knowledge can only be gained 
by experience, and in order to avoid 
pitfalls he must buy with extreme 
caution and not permit himself to 
handle freak items. 

“In the matter of a radio stock, 
as a starter, I should advise the re- 
tailer to handle only one or two com- 
pleted sets and three or four each 
of the parts necessary for the home 
construction of a set. It would per- 
haps be advisable for him to make 
a specialty of charging storage bat- 
teries and also of servicing them, as 
in this way it would bring many 
prospective radio buyers into his 
store. At the same time a battery 
charging station would have a bene- 
ficial effect on the sales in his auto 
accessories department. 

“The coupling of the radio parts 
and tool departments is very desir- 
able inasmuch as every buyer of ra- 
dio parts is a prospective tool cus- 


tomer. Not only will the radio con- 
structor buy the tools expressly 
made for radio use, of which a 
goodly stock should be carried, but 
will buy many standard tools which 
may be used for general as well as 
radio work. We have found it ad- 
vantageous to instruct our salesmen 
to suggest the purchase of twist 
drills, pliers, hack saws, etc., when- 








“The first and most important 
factor in the successful handling 
of radio,” says Mr. Walters, “‘is 
the knowledge of RADIO.” 








ever panels and parts are being 
sold.” 

Later we put this same question 
to H. M. Ash, manager of the radio 
department, H. M. Ash, Paterson, 
N. J., and Mr. Ash in his reply gave 
practically the same advice as that 
given by Mr. Walters. 

Mr. Ash is particularly well quali- 
fied to talk on radio—both from the 
technical and merchandising stand- 
point. During the months of Janu- 
ary and’ February his sale of radio 
equipment exceeded the total sale of 
all the other departments combined. 

Mr. Ash’s radio department was 
started in the fall of 1921 in a small 
way ; his stock at that time consisted 
of one or two completed sets, a large 
proportion of which were of the 








Mr. Ash turns his radio stock 
once every month, during the 
summer and winter months. 
He does this by pruning his 
stock. 








crystal type, and a small stock of 
parts, but including everything for 
the construction of a complete out- 
fit by the home builder. Fifty per 
cent of the total investment was in 
completed sets and 50 per cent in 
parts. ° 
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Mr. Ash turns his radio stock once 
every month, both winter and sum- 
mer. Of course his radio sales dur- 
ing the winter months are greatly 
in excess of those during the sum- 
mer, but he is able to turn his stock 
regularly every thirty days through 
his policy of carrying a much 
smaller stock during the summer. 

At present Mr. Ash’s stock con- 
sists of 28 models of completed ra- 
dio receivers, including four neutro- 
dynes, four regenerative receivers, 
of both the three and two-tube type, 
and also several superheterodynes. 
His stock of parts, while including 
a comparatively small number of 
each item, is as diversified as during 
the winter months. On standard 
items, such as rheostats, sockets, 
etc., approximately from one to 200 
numbers, including a half dozen dif- 
ferent makes, are carried. He al- 
ways has from 10 to 12 different 
makes of loud speakers on hand, and 
two makes of storage batteries, in- 
cluding one nationally advertised 
brand and one of cheaper manufac- 
ture. His stock of storage batteries 
consists of 12 units. 

Mr. Ash has found from experi- 
ence that the use of a loud speaker 
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over the store entrance is not always 
good business. A loud speaker, says 
Mr. Ash, should never be used un- 
less the quality of the broadcasting 
is superexcellent, as anything less 
may result in discouraging pros- 
pective radio buyers. In the case 
of important sporting events, how- 
ever, the retailer can frequently 
perform a much appreciated service 
by broadcasting them. 

Both these progressive concerns 
have adopted the same tube replace- 
ment policy and have found that it 
has worked out satisfactorily in all 
cases. When Mr. Ash sells a tube 
it is labeled for identification and 
in the event of its failure to func- 
tion satisfactorily, it may be re- 
turned within thirty days. If re- 
turned after this, the customer must 
wait for a replacement from the 
manufacturer. At the time of sale 
each tube is tested before the custom- 
er in a set, so that there is seldom 
any question or any possibility of 
its failure to give satisfaction. The 
filaments cannot. of course, be guar- 
anteed, and when this fact is ex- 
plained to the customer, dissatisfac- 
tion seldom results. 

Before selling a tube, Mr. Walters, 
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like Mr. Ash, tests it thoroughly 
before permitting it to leave his 
hands. Mr. Walters, however, in- 
stead of testing the tube in a set, 
uses a special testing apparatus, 
which shows at a glance, not only 
the filaments current consumption, 
but the plate voltage, the effect of 
different grid biases and the ability 
of the tube to operate satisfactorily 
when used in the purchaser’s outfit. 
Of course, when a customer desires 
that a tube be tried in a set, Mr. 
Walters is glad to make this addi- 
tional test, but this is seldom neces- 
sary, in view of the completeness 
and impressiveness of his tube test- 
ing outfit. This special apparatus 
was made by Mr. Walters himself, 
using a voltmeter, a milliammeter 
for showing the plate voltages, an 
ammeter for showing the filament 
current consumption, another volt- 
meter, reading both positive and 
negative potentials for the grid 
circuit of the tube, and a high read- 
ing voltmeter for indicating the 
“B” battery potential. An appa- 
ratus of this kind can be easily con- 
structed by any hardware dealer, 
and is a good investment in that it 
assures customer satisfaction. 


The Radio Market 


(Continued from page 42) 


swered by the following figures, 
based on a _ recent questionnaire 
mailed by the Bureau of Agricul- 
tural Economics of the Department 
of Agriculture to 2500 typical rural 
radio users: 


of Apparatus Used in Rural 
Homes 


Types 


Percentage of manufactured sets.. 52 
Percentage of home-made sets..... 48 


Percentage of crystal sets 

Percentage of one-tube sets..... 
Percentage of two-tube sets..... 
Percentage of three-tube or more 


Average cost of manufactured 


Top cost of manufactured sets. 600.00 
Average cost of home-made sets 83.00 
Top cost of home-made sets.... 375.00 
Average cost of crystal sets.. 10.95 
Top cost of crystal sets 


$1284.65 


Radio a Necessity ! 


At present there are twenty-one 
million homes in the United States 
without radios. This total has been 
compiled by no less an authority 
than Babson, who compares this fig- 
ure with eleven million, two hundred 
thousand homes without automobiles. 

Among the American public radio 
is no longer regarded as a novelty— 
but as a necessity. It is a necessity 
because it brings even the most iso- 
lated communities in touch with the 
happenings of the outside world— 
because of its tremendous recrea- 
tional and educational advantages. 
The interest in the broadcasting of 
the recent National Democratic and 
Republican National Conventions 
demonstrated this fact, and many 
radio outfits are now being sold in 
anticipation of hearing the nominees 
of the different parties conduct their 
campaigns via radio. 

DO YOU KNOW that for every 
dollar spent for boots and shoes, 
twenty-five cents is spent for radio? 


DO YOU KNOW that for every 


dollar spent for furniture, thirty- 
three cents is spent for radio? 

DO YOU KNOW that for every 
dollar spent for automobiles, twenty 
cents is spent for radio? 

The radio business today is twice 
as large as the carpet and rug indus- 
try and seventy-five per cent as 
large as the combined musical busi- 
ness. 


-_——- 


Radio Week 


Every association in the radio in- 
dustry has been asked to cooperate in 
plans for International Radio Week 
and in a letter sent out by the secre- 
tary from his office at 1133 Broad- 
way, New York City, an invitation 
has been extended for the appoint- 
ment of a representative to the ad- 
visory board. Plans now under way 
call for a general meeting of Inter- 
national Radio Week executives 
during the National Radio Trade 
convention to be held in New York 
City during the week of Sept. 22. 
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A Tribute to the Late Frank M. Baldwin 


New York, N. Y., Aug. 21, 1924 
To the Editor: 

The recent article appearing in the HARDWARE AGE 
eulogizing Mr. Frank M. Baldwin was written by an 
experienced and brilliant hardware man who was 
closely associated with Mr. Baldwin when they were 
in the employ of the Simmons Hardware Co. He 
indicated that he had known him only intimately dur- 
ing this period which would obviously make impossible 
the tribute which we owe those who when sharing 
life on this earth are benefactors to mankind and 
who accomplish maximum success through individual 
efforts. 

Mr. Baldwin proved himself a supersalesman from 
the day he was first assigned a territory by the 
Simmons Hardware Co. He traveled in the State of 
Indiana, which was highly competitive, making his 
headquarters in Indianapolis. His diligence, con- 
geniality, and fearless spirit welded a friendship 
among his customers which has held to this day with 
those who are alive, also with those who were clerks— 
since having acquired businesses of their own. 

After having traveled for a number of years, Mr. 
Baldwin desired a house position. Mr. E. C. Simmons 
informed him that his services as a salesman were 





A Letter from 


New York, Aug. 21, 1924. 
To the Editor: 

Your office telephoned, advising me of the death of 
my old friend, Mr. Frank M. Baldwin, at Colorado 
Springs, Colo. I was asked to immediately write a 
letter telling what I knew about Mr. Baldwin, this 
letter to be used as the basis of editorial comment. 
I had no idea that this letter was to be published in 
eonnection with my name. 

I can only express my sincere regret that what I 
thought was simply a personal letter to the Editorial 
Department of the HARDWARE AGE was published 
practically in full, just as written, and that my name 
was used in connection with the letter. 


Mr. Frank M. Baldwin and myself were warm per- 
sonal friends for many years. I held him in the 
very highest regard. I received an affectionate, per- 


invaluable and did not effect a transfer. He then 
decided to go into the manufacturing business. With 
limited capital, he, together with another Simmons . 
salesman, organized a steel company for the purpose 
of manufacturing steel and nails. His business was 
in its infancy when fire destroyed the entire plant. 
His spirit was not to be daunted, and he rebuilt, selling 
out shortly after completion of the new plant to pur- 
chase an interest in a shovel company operating in 
Indiana. He severed his connection with this company 
in 1904 to organize the Baldwin Shovel and Forging 
Co., which began operation in Columbus 1905. He 
remained in Columbus until 1910, when he moved his 
plant to Parkersburg, W. Va., revising the company 
name to Baldwin Tool Works. In Columbus a very 
good business was developed. While the present com- 
pany, due to Mr. Baldwin’s aggressiveness, is one of 
the foremost in its industry, he had not taken an 
active part in the management of the Baldwin Tool 
Works, due to his poor health, for the last two years. 

His passing closes an interesting, hard-fought 
career, the result of which was attainment of a promi- 
nent place among America’s captains of industry. 

Yours very truly, 
(Signed) E. W. McCarry. 


Mr. Norvell 


sonal letter from him a short time before his death: 
You can therefore appreciate how much I was sur- 
prised and grieved when a frank, personal letter of 
mine in regard to him was published, this letter 
never having been intended for publication and having 
been written simply for the purpose of giving the 
Editor of the HARDWARE AGE some idea of the person- 
ality of Mr. Baldwin. P 

I am very sorry indeed if this letter has given any 
wrong impression, especially if any of Mr Baldwin’s 
many friends have taken it as a reflection, even in 
the slightest degree, upon a man for whom I had the 
highest personal respect and affection because of his 
lovable character. 

Let me repeat that no one is more deeply grieved 
than I am at what has happened. 

Yours very truly, 
(Signed) SAUNDERS NORVELL. 


Harpware AGE sincerely regrets the publication of the personal letter to which Mr. Norvell 
refers. It was one of those seemingly unaccountable errors which sometimes creep into the 
best of organizations. Like Mr. Norvell, we have nothing but the highest respect and admira- 
tion for the wonderful personality, the life and achievements of the late Frank M. Baldwin. 
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Tell More to Sell More! 
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The Mohr-Jones Hardware Co., 
Racine, Wis., has found the use 
of chairs in connection with its 
displays of electrical merchan- 
dise a decided advantage in that 
they establish more friendly re- 
lations between customer and 
dealer 





This attractive window display by 
the Oster Hardware Co., Minne- 
apolis, Minn., stimulated sales 
noticeably. A good sense of bal- 
ance is shown in the arrange- 
ments of the merchandise 
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When washing machines are pre- 
sented in so attractive a manner 
as here shown the effect on the 
customer is always favorable. 
This is one of the striking dis- 
plays of the Gross Hardware & 
Supply Co. of Milwaukee 











petitors that the hardware mer- 

chant has to contend with in the 
eiectrical appliance field one unfamiliar 
with the facts would assume that the 
average hardware store does not do 
much of a business in this line. But 
to those familiar with the facts, it is 
surprising that the average hardware 
store does not do.a larger volume of 
business in electrical goods, because 
practically every hardware store of any 
size or pretensions has a large and sub- 
stantial sales volume in this line in 
spite of all kinds and methods of com- 
petition. The reason is simple and well 
worth bearing in mind. 

The average hardware merchant is a 
competent merchandiser of sound stand- 
ing in his community. He has the con- 
fidence of his neighbors, he has, in most 
cases, been long established, and he 
deals in very tangible merchandise. 

People have trusted him since the in- 
troduction of electrical appliances to 
advise them satisfactorily, and in the 
majority of instances the hardware mer- 
chant has lived up to the confidence that 
has been reposed in him. 

But because of the increase in the 
number of specialty electrical stores the 
hardware merchant in the future will 
have to work harder to develop new 
business in the electrical field. Many 
are already doing this with marked suc- 
cess, and we would suggest a few ways, 
as briefly as possible, which the aver- 
age merchant may be able to use to ad- 
vantage. 

Of course window and interior dis- 
plays are indispensable, but too much 
attention cannot be given to these two 
things. We recommend especially ’the 
use of more color and of more novel 
arrangements. But above all, good dis- 
plays should be simple and more atten- 
tion should be given to the simplifica- 
tion of window displays. 

The season of the State fairs is here 
and the hardware merchant should take 
one or more booths, or devise some form 
of effective and attractive advertising 
so that people attending the fairs will 
become better acquainted with his lines, 
particularly his electrical specialties. 

Personal contact with customers is 
probably one of the best business build- 
ers that there is, and if you can’t get 
enough of it in your store you should 
send out house to house canvassers to 
drum up electrical business for you. 
The house to house canvasser has not 
been used enough by the retailer. If 
he had there wouldn’t be so many spe- 
cialty houses employing him. Why 
should you hesitate to make use of one 
of the most effective methods in use 
today to break down customer re- 
sistance? 


: D  petitors of the number of com- 





W. E. Barnes, Inc., Memphis, 
Tenn., displays its fixtures in ex- 
ceptionally attractive surround- 
ings. In a homelike atmosphere 
electrical merchandise of _ this 
character shows up to advantage 





A view of the electrical depart- 
ment of the Warner Hardware 
Co. of Minneapolis, Minn. This 
company carries an unusually 
complete stock and has made 
many new friends via radio 





This effective lamp display was 


used by W. E. Barnes, Inc., of 
Minneapolis. Tables of the type 
shown may be used to good ef- 
fect for the display of many 
kinds of electrical stock 
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1220-1222 J ST. NEXT DOOR TO PUBLIC MARKET 
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8,000 Read It and Like It! 


HE Harvie Hardware & Imple- 
ment Co., Sacramento, Cal., 
publishes a store paper, which 

has a circulation of 8000, within a 
radius of 50 miles of the California 
State capital, and which costs only 
21, cents a copy including postage 
to place it in the hands of its readers. 
The value of the paper as an adver- 
tising medium, and as a builder of 
good will would be difficult to esti- 
mate, in spite of the fact that the 
business of the firm has materially 
increased since the paper was started. 
H. B. Harvie is the editor. He 
does practically all of the work him- 
self and obtained the mailing list vir- 
tually single handed. A few years 
ago, when he worked in one of the 
Sacramento banks, Harvie started 
getting a mailing list together, with 
the vague idea of doing circular work 
if he ever happened to go into his 
father’s store. The chance came and 
with it the idea of a store paper. 
About the same time the State fair 
was held. The Harvie Hardware & 
Implement Co. took a booth, and 
young Harvie hung up a sign re- 
questing the ranchers to leave their 
names and addresses so they could 
have a free copy of the Store News 
mailed to them every month. The re- 
sult was that several hundred names 
were added to the mailing list. An- 


other way that additional names were 
secured was by enclosing postal 
cards, with copies of the paper, ask- 
ing readers to send in names of 
friends and acquaintances. 

Copies of the Harvie Store News 





FOR SALE 


CASE 10-18 TRACTOR in excellent 

condition for $400.00. This is a 
real bargain as this tractor is easily 
worth $550.00. Call and see it at 
once if you want it. 


THIS is going to be our greatest year 
for gas engines. We carry a full 
line of the famous Witte Kerosene En- 
gines. We have not raised our prices. 
Get our lower prices—2 to 25 H. P. 


TWIN CITY Tractor. Single stand- 

ard Killefer subsoiler. Ten foot 
Killefer disc harrow. All steel wagon. 
Four bottom Knapp disc plow. All 
in good repair. Will sell for 50% less 
we tools cost. S. Glen Andrus, Fair 
Oaks. 


TEN and TWELFE FOOT, all steel, 

high grade farm gates at pre-war 
prices. Get our prices on fencing and 
barbed wire before buying. 


PLANET JR. two row cultivator No. 
76. Has never been used. Yours 
for $75.00. 


12 H. P. SAMSON Gas_ Engine, 

mounted on sled. A real buy at 
$150.00. A late model. G. W. Keys, 
Pleasant Grove. 























are sent only to farmers who own 
ranches of 20 or more acres. All 
customers and prospective customers 
of the company are classified accord- 
ing to the kind of ranch they own. 
There are three classifications, dairy 
ranchers, fruit ranchers and grain 
ranchers. 

There is something of interest 
and importance in every copy of the 
paper for each one of these classifica- 
tions. Besides that Harvie makes it 
a point to put something in every 
issue of the paper that will interest 
the housewife and the children as 
well as the ranch hands. That is the 
most effective way to combat mail or- 
der house competition. The mail or- 
der catalogs have something of in- 
terest for all members of the family. 
So does the Harvie Store News. 

But the one thing in the paper that 
qualifies Harvie as a first class edi- 
tor, who has the knack of creating 
reader interest, is a “for sale col- 
umn” which he runs every month, 
and which the ranchers use for dis- 
posing of pieces of machinery, im- 
plements, and a hundred and one odd 
things that they want to sell or ex- 
change with other ranchers. This 
space is turned over to the ranchers 
free of charge. The company some- 
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Selling Small Hardware 
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In this article, Frank Mappes tells you how you can retain your 
trade in small items in the face of competition from the Five and 


Ten Cent Store. 


This is an important problem and Mr. Mappes 


will be glad to assist you further in its solution if you will address 


verses 


him, care of Hardware Age Editorial Department 
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HE inroads being made and intrusions on 
the hardware business by merchants in 
other lines is indicative of the trend the 
hardware man must follow if he intends to 
remain in the field. He must take conditions as he 
finds them, stay the diversion of his trade to others 
by using the same methods applied by these other 
stores to get the trade away from him. 

I do not want to intimate that anyone plans delib- 
erately to poach on the hardware man’s preserves, 
but the results of others carrying so many things 
positively classed as hardware is just as disastrous 
as if it were with intent to injure. Can we go on 
year after year complacently following the line of 
least resistance and assume that everybody knows 
the hardware store is the place that carries every- 
thing in hardware and, therefore, will come to buy 
when in need of some specific item? 

Just the other day a lady came into a hardware 
store inquiring for an item that even the smallest 
neighborhood store carries, saying “I was told at the 
ten-cent store that I would find it here. I did not 
know that any store other than the ten-cent store 
sold such goods. They were out and, being in des- 
perate need of it, I asked where I could buy it.” 

I recently read an article in which the writer 
emphasized the belief that everybody knows a hard- 
ware store sells hardware and, therefore, it is ad- 
visable to lay stress on things not commonly asso- 
ciated with hardware in store advertisements and 
windows. That is just what the other fellows are 
doing with hardware so that now some people cease 
to think of wire goods, can openers, tack claws, tack 
hammers, small hinges, mending plates, corner 
braces and the myriads of small items, as hardware, 
but class them as Racket Store goods. Can it be 
wondered that such is a fact when in nine out of 
ten stores customers must ask for such goods be- 
cause they are kept out of sight? Do they know 
what is hidden away in boxes in the shelves when 
it is too frequent that the clerks, themselves, don’t 
know but must hunt for such things when demand 
is made for them? 

The report has been issued by a well-known finan- 
cial agency to the effect that leading ten-cent chain 
stores have shown a large increase during the first 
six months of this year over the corresponding six 
months of last year in the face of a general depres- 
sion. Some people will claim that it is an economic 
condition and that it is a trend that indicates buying 











lower priced.commodities. This may be true but I 
contend that if the hardware stores use the same 
methods employed by these stores a great deal of the 
hardware business that is going to these stores will 
be retained. 

When asked by dealers if I consider it advisable 
to operate a strictly five- and ten-cent department, 
I invariably advise against it because some of the 
cast iron tools, etc., sold in such departments would 
tend to cheapen the whole establishment, but I do 
advise installing the same type of displays and fix- 
tures which enable customers to select what they 
want without first explaining to a clerk. Many. 
women pick out items, the names of which they do 
not even know, in stores where goods are shown, 
while, if they must go to a store and show their 
“ignorance” as I have heard many women say, they 
hesitate. Can it be wondered at? Do we need be 
surprised that they shop at the other stores? 

The solution to the problem “How Can the Hard- 
ware Store Retain Its Trade in Small Items” is to 
use the methods employed by the other fellow. Not 
on price appeal but on the desire appeal, showing 
the goods in the same convenient way with price 
tickets so that selection is easy and value known. 
Counters and tables, instead of being the catch places 
for odds and ends, should be utilized for selling dis- 
plays. Following the custom prevalent in five- and 
ten-cent stores of using trays, compartments or wire 
baskets on the counters will go far toward making 
sales of small wares. 

The outstanding fact is, of course, the price 
tickets. Every tray, compartment or basket should 
have a price ticket with the name of the article, as 
well as the price, in plain figures. Two articles 
should not be put in the same compartment if it can 
be avoided and, if it is necessary that two or more 
be placed in the same container, they should at least 
all sell at the same price. | 

Some manufacturers of wire goods make baskets 
with clips to hold the tags. These are ideal, just the 
right size and depth. All jobbers of household and 
wire goods sell them at a moderate price. These 
baskets have the advantage of being easily kept clean, 
while dust and dirt accumulates in trays and com- 
partments—the wire mesh bottoms of the baskets 
permit the dirt to drop through, making its removal 
from the top of the counter a simple matter. 

If it seems desirable to make such counter display 
eompartments, a simple plan (Fig. 1) is in the reach 
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of ariyone. Taking the extreme size of the counter or 
table, making a frame from 13/16 or % in. by 2% 
or 3-in. material and tacking fly screen cloth, % or 
4-in. square mesh hardware cloth for a bottom and 
dividing the whole into compartments about 6 x 12 
in. or 7 x 14 in., will provide a suitable arrangement 
for some of the smaller items in the five- and ten- 
cent store category. 

Many household goods now found on shelves and 
in bins can be advantageously displayed on flat top 
or pyramid tables. Aluminum, gray and white en- 
ameled ware, tinware, galvanized ware, wooden ware, 
etc., are shown to far greater advantage in this man- 
ner. People like to handle things they are buying. 
These tables make it possible for customers to handle 
things to their hearts’ content. I once heard a clerk 
standing on a ladder say to a lady who asked for an 






Suggestion for a counter display which 
provides an effective arrangement for 
small items 





*. Cross Section of Shelf 


* Cross Section of Table Top 
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tens. The table is made of boards 12 in. wide by % 
in. thick. Corrugated fasteners should be used on 
the bottom side—*%-5 are the best suited for this 
work. They should be used before screwing the 
battens in place, as they are a great assistance in 
jointing the boards—1%4-in. No. 9 flat head bright 
screws are best suited for fixing the battens. Cut- 
ting the ends in a miter box to an angle of 45 deg. 
will add to their appearance. 

Pyramid tables of more elaborate construction may 
be used but should not be attempted unless done by 
a proficient carpenter. The materials are a matter 
of choice. Southern pine, stained and varnished to 
imitate oak, results in handsome effects. If the 
pyramid or top shelves are not fixed at the bottom, 
they can be used in any position. 

If pyramid shelves are desired, 12 or 14 in. of pipe 


Hardware Cloth . 4 
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; Pyramid display tables are one of the 
4" Batten most effective means of displaying small 
articles. In this article Mr. Mappes 
Sy! Black gives you specific instructions for their 
e Tron Pipe construction 
M4’ Floor Flange 
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aluminum preserving kettle, “Is this what you 
want?” holding it out for her to see, to which she 
answered, “If you bring it close enough so that I 
can see it, I will tell you.” 

The clerk on the ladder is still an institution in 
most hardware stores. You don’t find them in the 
five- and ten-cent stores nor in department stores. 
Can you wonder that women prefer to go to stores 
other than to hardware stores? 

Display tables will go far toward popularizing a 
store among women. These tables need not be ex- 
pensive fixtures—any handy man around the store 
can build them. An easily constructed table (Fig. 
_2) is built as follows: The size can vary with the 
architectural limits of the store room, but a table 3 
ft. wide by 8 ft. long is one that will do admirably 
for most any store. A base about 434 in. above the 
floor (Fig. 3) is made by placing % x 4-in. material 
on edge on which are nailed the %-ft. x 12-ft. x 8-in. 
board. On this base fix four or six %-in. floor 
flanges into which is screwed 34-in. black iron pipe 
about 27 in. in length. The top of the table is made 
of three pieces 8 ft. long, 12 ft. wide and % in. thick 
with two battens for four legs or three battens for 
six legs. The upper flanges are fastened to the bat- 


will serve as legs. These can be made of 14-in. pipe 
if desired. No hardware man should encounter any 
difficulty in constructing these tables or in obtain- 
ing material. Most jobbers carry pipe fittings, and 
those that don’t can get them for.their customers. 
The finish is a matter of taste. I found it is easiest 
to just stain the raw lumber to match the other fix- 
tures and then give it one coat of shellac. If a 
higher finish is desired, a coat of flat varnish will add 
a little richness. 

The pipe legs can be painted a dead black. This 
will materially add to the appearance of the fix- 
ture. I do not recommend an extra shelf in the 
base because it has the effect of crowding the goods 
displayed there. The base is a splendid place to 
carry items like wash boilers, garbage and ash cans, 
garbage pails, coal hods, pails and other goods of 
bulky kinds. 

The mistake that should be carefully guarded 
against when using these tables is the tendency to 
pile on stocks of goods without regard to looks 
or range of sizes and kinds. The tables should be 
used for display and sales, not storage. If it is 
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(Continued on page 82) 











FOR SALE 
MISCELLANEOUS 19 


SOCKET WRENCHES—We have 
e size socket and the handle to suit 

Jones Hardware Co., 109 §&8. 
fain Bt. 


DO NOT LET THE baby fall off the 

rch or down the steps. We have 
olding porch gates to prevent their 

liing. Postpaid anywhere for $1.85. 
Jones Hardware Co. 


KEEP THE KIDDIES busy play- 
ing. Get wagons, automobiles, trf- 
cycles, velocipedes and kiddie kars 
from Jones Hardware Co., Phone 66. 
We deliver promptly. 


PORCH Furniture, Swings, Rockers 
and Settees in oak. Grass Rugs, g 
Matting, both Chincse and Japanese. 
McCurry Furniture Co. 116 E. Coffee 
St., phone 3026. 


COFFER-—COFFEE—Sloman's Spe- 
clal is euperior. Try it at 40c Ib. J. 
— Sloman, W. Coffee St., Phone 193- 

4. 























PAINTS, oll, turpentine, muresco, 
giass, putty, varnishes, varnish stain, 
brushes, etc. Greenville Hdw. Co., 
Phone 154, West End. ed 





BEAUTIFUL PYREX glass cooking | r 
ware and mino aluminum ware are 
useful as well as ornamental for your 
table and kitchen. Jones Hardware 
Co., 109 8S. Main 8t. ' 


| CEDAR CHESTS—Special discount | 











for the next few days for cash. Mc- 
rry Furniture Co., 116 E. Coffee St. | 
ne 2026. 


for the Jones Hardware Co., 

Greenville, S. C. That is why 
T. L. Newman, president of the com- 
pany, is a confirmed believer in con- 
centrated advertising. This firm uses 
five or eight blocks of classified ads 
in the Greenville Evening Piedmont 
six nights a week, fifty-two weeks a 
year. 

Mr. Newman started this kind of 
advertising some time ago as an ex- 
periment, and it has been successful 
from the beginning. The reasons for 
this are simple but significant. 

In the first place the ads are run 
consistently. In the second place 
they are devoted to not more than 
three or four distinct lines of mer- 
chandise. Each ad is devoted to a 
particular line or article, headed, 
whenever possible, by a catch line. 
In the third place, special window 
displays are arranged so that the ar- 
ticles advertised in the newspaper 


ITTLE ads make big dividends 
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Big Returns From Small Ads— 


FOR SALE 


Announcements are used daily by 
the Jones Hardware Co., Green- 
ville, S. C., in the classified ads 


section of its local newspaper. 


K *K 


are always on display during the 
time that the ads appear. The indi- 
vidual ads are usually run from three 
days to a week, that is, the same ad 
will appear regularly from three to 
six times and then a new one in- 
serted. By running a number of 
them, it is possible for the Jones 
Hardware Co. to place a new one in 
the paper every night, so that its ads 
are always being changed. New ones 
are inserted as the old ones run out. 
In that way one or two new ads ap- 
pear nearly every night. 

The question naturally arises why 
an evening newspaper is preferred to 
a morning edition. In this instance, 
Mr. Newman believes that the even- 
ing paper is more thoroughly read, 
particularly by women. In the morn- 
ing, aside from the fact that the 
man of the house usually takes the 
paper away with him, the woman has 
her morning work to do and seldom 
gets time to look at the newspaper. 


a 


In the evening, however, she usually 
makes it a point to look at both the 
news and the ads. 

Proof of the fact that the Jones 
Hardware Co. ads are read is fre- 
quently attested by persons entering 
the store with the remark: “I see 
you’re advertising so and so in the 
paper; what’s the price of it, etc.?” 

But what is probably the real se- 
cret of the Jones Hardware Co.’s suc- 
cess with these small ads is concen- 
tration. As Mr. Newman says, his 
firm concentrates on a few lines and 
then concentrates its sales efforts 
and advertising on those few lines 
until they have been disposed of, 
and then devotes attention to other 
lines. By this policy of concentra- 
tion, confusion is avoided, wasted ef- 
fort is minimized and the goal of all 
good merchants, increased’ stock 
turn, is realized. 











‘Paint’ 


The Typical Dealer of today dresses his windows with Paint and Varnish once or twice a year. 
He forgets Paint and Varnish in his local newspaper advertising. His wagons and trucks rarely 


display the word “PAINT.” 


How many Dealers today ever think of having the bookkeeper make up a list of non-buying 
customers every month that bought generously more or less a month or two before. 

How many Dealers either write a letter to a list of non-buying customers, or ’phone some of 
the more important ones, calling attention to the fact that you had noticed that their purchases 
had fallen off or had suspended entirely, and that you had always tried to treat them right and 
that you had hoped nothing had happened to cause them to transfer their patronage, etc.?— 
Charles J. Caspar, General Manager, Pittsburgh Plate Glass Co. 
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Does a Moving Window Display Stop ’em? 
Jim Kennedy Says “Yes” — Emphatically 


This is the opinion of Jim 
Kennedy, responsible for all 
the window trims of the enterpris- 
ing hardware concern of the W. A. 


\ "This is attracts like motion. 


Kennedy Hardware Co., Canton, 
Ohio. 
The accompanying photograph 


proved one of the most magnetic 
presented in downtown Canton in 
many months. 

This store tried out in Canton for 
the first time the Rotary advertiser, 
the invention of a Canton man. 


Make Your Store ‘*Razor 


Headquarters” 


HE number of men who shave 

themselves is apparently on the 
increase every year. In a _ recent 
article we made mention of those 
figures which go to show that the 
number of boys who begin to shave 
each twelve months run well toward 
the million mark. 

In order to establish your store 
s “local razor headquarters,” it is 
naturally quite essential that the 
product be kept well in the fore- 


With the aid of this new window 
accessory a most effective window 
display was worked out. Thousands 
were attracted by the constant mo- 
tion of the center exhibit. 

The contraption is a rotary table- 
like device constructed of a series 
of interchangeable and detachable 
units placed atop one another form- 
ing a pyramid. 

The device moves slowly, it being 
propelled by a small Westinghouse 
motor. It gives the spectator an op- 
portunity to view the exhibit from 


ground. This implies a reasonable 
stock placed in attractive display. 
Happily, razors do lend themselves 
admirably to display. Their han- 
dles are neat and trim and the blades 
are bright, so that they may be read- 
ily kept in orderly arrangement 
within the display case proper. 


New Popular-Priced “Hold- 
Heet” Curling Iron 


A new model “Hold-Heet” curling 
iron, designed to retail at a popular 
price, has recently been placed on the 
market by the Russell Electric Co., 


every angle. Other auxiliary units 
may be operated from the master 
stand and they can be spotted at any 
position in the window. 

In this particular display, a tool 
exhibit, Mr. Kennedy used three of 
the devices, all of which were oper- 
ated srmultaneously. 

The Kennedy Hardware Co. tied 
up exclusive right on the novel win- 
dow display accessory and intends 
using it later in other displays. 

So appealing was the window that 
it was in longer than usual. 


manufacturer of electrical appliances, 
840 West Huron Street, Chicago, 
This curling iron has an easily de- 
tachable clamp to make it useful as 
a waver rod and is supplied complete 
with insulated stand, 6 ft. of tinsel 
cord and a two-piece attachment plug. 
The length overall is 10% in. while 
the rod is 6 in. long and 5/16 in. in 


diameter. This iron carries a_ two- 
year replacement guarantee. If un- 
satisfactory for any reason. The rod 


is made of brass, nicely nickeled and 
the handle is black, ebonized finish. 
Special care has been taken to insure 
firm spring action so that the hair 
is tightly gripped at the tip of the 
at even though the clamp is open a 
trifle. 
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Cirowds! Profits!’ Publicity! 


HE Gross Hardware & Supply 

Co., Milwaukee, Wis., recently 

tried out the exposition day 
plan and found it successful. The 
illustration gives an idea of the good 
sized crowd which will gather for 
anything special. A _ special an- 
nouncement was carried in the 
papers stating that representatives 
of manufacturers would be on hand 
to demonstrate a great many of the 
lines handled in the store. 

A. G. Heinmiller, manager of re- 
tail sales, had 21 factory representa- 
tives lined up for the big show. Spe- 
cial counters and booths were ar- 
ranged in various parts of the store 


On Exposition Day 


where the displays and demonstra- 
tions could be made. 

The crowds jammed the store all 
day Saturday and were kept inter- 
ested by the tunes from the hand saw 
played by J. E. Johnston of the E. C. 
Atkins Co., Indianapolis. Some of 
the lines emphasized for the day were 
saws, builders’ hardware, sporting 
goods, electrical appliances, house- 
hold ware, paints and ranges. 

“The day was a great success,” 
says Mr. Heinmiller. “We had a 
crowd equal to, if not surpassing, 
that of the day before Christmas. 
However, we staged this as an ad- 
vertising proposition rather than an 


actual sales getter. The sales were 
not, of course, in proportion to the 
size of the crowd. But we have felt 
the results since, in the large num- 
ber of people who have come into the 
store asking for the things they saw 
demonstrated. We have had demon- 
strations before and it has always 
been our experience that sales result 
after a lapse of a few days or a week, 
rather than right at the time of the 
demonstration. 

“Part of the success of the demon- 
stration day was due, I believe, to 
the fact that we made the demonstra- 
tion to appeal to the housewife as 
well as the men. 








Don’t Forget 


That the Third Annual National Radio Exposition is to be held at the Grand Central 
Palace in New York, November 3-8, inclusive. As the exposition takes place during 
Presidential Election Week, when the country will be in the throes of a general election, 
leading radio organizations in the United States will cooperate with the NATIONAL 
RADIO EXPOSITION to give a remarkable demonstration of the power and place of 
radio in the nation’s political battles. Arrangements are now in progress to make the 
NATIONAL RADIO EXPOSITION the last-minute forum of the presidential cam- 
paign. Not only will facilities be placed at the disposal of the three candidates for the 
presidency of the United States to broadcast from the Grand Central Palace closing 
messages to millions of radio listeners in the United States, but efforts will be made 
to broadcast election returns from the NATIONAL RADIO EXPOSITION on a coun- 
try-wide scale. 

















August 28, 1924 








HARDWARE AGE 53 


rd Ra nolerrne 





The Great Hardware Combine of 1902 
By Saunders Norvell 


T was in the summer of 1901 that my associates 

and I left the Simmons Hardware Company and 

* organized the Norvell-Shapleigh Hardware Com- 
pany. That was the hottest and driest year on record. 
As long as I live I shall never forget that drought. 
Month after month rolled by without a single drop 
of rain in our territory. The corn crop was almost 
destroyed. It was a delightful beginning for a grounv 
of ambitious young men anxious to get a start in the 
world. 

Along in the early months of 1902 we heard rumors 
that a large number of our competitors, headed by the 
Simmons Hardware Company of St. Louis and the 
Bindley Hardware Company of Pittsburgh, were get- 
ting together to form an immense hardware consolida- 
tion of jobbing houses. Several names were suggested 
for this mammoth jobbing business. Some of these 
names were the International, Hardware Company, the 
National Hardware & Metal Company, and the Inter- 
national Hardware & Metal Company. The capital 
stock was authoritatively announced at the insignifi- 
cant sum of $120,000,000. Not only was the trade 
press of the country full of editorials and announce- 
ments on this subject, but the local daily press all over 
the country reproduced long articles. We heard of 
meetings in New York, in Pittsburgh, in St. Louis 
and in other jobbing centers. The various jobbers 
interested were burning up the rails of the country 
traveling from one place to another. The present 
generation must not forget that at this time the order 
of the day was to form great combinations. It was 
not so long before that the great Steel Corporation had 
been launched. Almost everybody wanted to sell out 
his business to some amalgamation. It was reported 
that many men in various lines sold out businesses 
they knew all about and then immediately bought 
stock in other lines of business about which they knew 
nothing. 


The Great Combine 


. It was reported that a group of financiers were 

thrown out of the Grill Room of the Hotel Waldorf- 
Astoria in New York by Oscar, the head waiter. When 
inquiries were put on foot as to the cause of the ejec- 
tion it was discovered that the gentlemen involved 
were discussing a merger of less than a _ million 
dollars! 

I have been laboriously reading through the trade 
press files, also my scrap book, of the year 1902. To 
reproduce even a small part of all the letters that 
were published in the papers and all the interviews 


that were “reluctantly” given out would more than 
fill a very large volume. 

After many conflicting reports, in April, 1902, a 
formal announcement was made that the tremendous 
new company had been organized and financed. The 
list of the wholesale hardware houses taking part was 
given out. The name and the capital of the new com- 
pany were stated. It was even intimated just who the 
officers would be. Everything was over but the shout- 
ing. Some of us little independent jobbers had noth- 
ing left to do but to crawl into our holes and pull the 
holes in after us! 

We, however, were delighted to read in some of 
these numerous interviews given by the new officials- 
to-be of the great amalgamation that they did not 
want and would not take all the hardware trade in the 
country. They proposed a little business would be 
left for the independent jobbers. This was a source 
of consolation to the independents! 


Propose to Act Generously 


Then in their interviews and in articles to the trade 
press, some of the leaders of this movement also 
stated that they proposed to ‘‘act generously with the 
manufacturers of hardware.” They said they wished 
to be friendly to hardware manufacturers. Of course, 
they would control practically all of the hardware 
trade of the country, and naturally they could dictate 
just which manufacturers would get the orders. 
Nevertheless, they were gentlemen of broad minds and 
large experience and they did not wish to disturb the 
trade any more than was necessary’ They especially 
dwelt upon the words that they would “act generously 
with manufacturers.” Some of our manufacturing 
friends called, chewed their cigars and wondered just 
how generous the great combine would be. These 
manufacturers were a good deal like the minority 
stockholders in a corporation. They hoped that those 
who held the majority would be broad-minded! 

One of these manufacturers, when he called, re- 
marked to me that whenever a man asked him to 
consider a proposition in a broad-minded manner he 
always went to the bank, turned in his cash and took 
a cashier’s check for it. Then he mailed the check to 
his home address! 

The gentlemen of this combine in their interviews 
and in their articles dwelt especially upon the great 
economies that could be made in the administration 
of the business. They would put an end to the over- 
lapping of traveling salesmen’s territories. This tre- 
mendous waste would be stopped. This was cheerful 
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news to the traveling salesmen of the various houses. 
They wondered how much they overlapped. As a 
result, we received a whirlwind of applications for 
jobs from the salesmen and a good many of the heads 
of departments of the great combine. We took our 
pick of the very best, because we realized we had 
ahead of us the biggest battle of our young lives. 
As a fact, we could see ourselves, like young David, 
going out before the Philistines to do battle with 
Goliath. We wondered whether we could find a nice, 
smooth pebble like David’s and whether we could 
make an approach shot right up to the pin, the way 
David did! Anyhow, we knew the time had come 
when friendship was over and it was up to us to 
fight giants. At least, when we thought of fifty of 
the leading hardware houses of the country com- 
bined in a $120,000,000 organization under one presi- 
dent and one board of directors, it was certainly no 
laughing matter. We could even hear the giant 
stamping around and crying out: 
“Fee, Fo, Fum, 
I smell the blood of a Mizzouriun!”’ 


No Sleep That Night 


Then when we were just frightened stiff, when 
night after night passed without a wink of sleep, and 
when we were going to the doctor for nervous in- 
somnia, rumors drifted back from the effete East that 
somebody had thrown a monkey wrench into the ma- 
chinery of the great amalgamation. All kinds of 
jobs were offered to prominent men in the hardware 
trade. We heard that Mr. T. James Fernley, secretary 
of the National Hardware Association of the United 
States, was offered the position of field promoter, with 
a fee of $50,000, whether the scheme was a success or 
not. He was also offered 2'% per cent of the commor* 
stock, which at that time was fixed at $120,000,000. 
This offer, we heard, was made to Mr. Fernley by Mr. 
John Bindley. Then we heard, after days and nights 
of dreadful uncertainty, that Mr. Fernley refused the 
offer because he did not need the money! Another, 
and secondary consideration, was that the movement, 
if successful, would in all probability break up the 
National Hardware Association of the United States 
and Mr. Fernley felt that 10,000 birds in hand were 
worth 120,000,000 birds on the bush! 

Of course, at the time, with my usual modesty, I 
suggested to Mr. Fernley that I was sorry that the 
formation of the Norvell-Shapleigh Hardware Com- 
pany had driven our fifty largest competitors in terror 
into this $120,000,000 association, but Fernley, who 
was never sympathetic to the writer and always just 
a little jealous of him, refused to admit that the 
formation of the Norvell-Shapleigh Hardware Com- 
pany was either directly or indirectly responsible for 
the development of this giant amalgamation! It 
stands, however, as a matter of record that they did 
secure fifty-eight options on leading hardware houses 
in the country. 


Simmons Made President 


Mr. E. C. Simmons was selected as president of the 
company, and we understood Mr. John Bindley of 
Pittsburgh was to be first vice-president. 

Then, as the story came to me—understand, I do 
not vouch for it; I simply repeat it as a rumor, but 
this rumor came from several authoritative (always 
liked this word) sources—after everything was fixed 
up, my good old friends, the Simmons Hardware 
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Company, made up their minds that they had been 
entirely too modest. They therefore went back to the 
promoters and asked for $1,000,000 more just for 
good-will. It was reported to me that this suggestion, 
instead of creating good-will, created something of 
just the opposite variety! In other words, at the 
meeting when the idea was suggested you might 
almost say that nearly everything was lying around 
loose except good-will! 

I am also informed that $100,000 of real money of 
the realm was actually spent in the effort to float this 
scheme. This statement reminded me of the Kentucky 
colonel who sat up in bed with a terrible headache 
after spending most of the night away from home. 
When his wife sympathized with him, he told her 
that he was feeling very badly because he was playing 
poker the night before and he had lost $500. “And,” 
said he, “the worst part of it is that - was in real 
money!” 

Nothing that has happened in my generation in the 
hardware trade created the amount of interest as the 
attempt to form this hardware jobbing merger. Noth- 
ing created so much discussion. Everybody—manu- 
facturers, jobbers and retail hardware merchants— 
was interested. All took sides. Some thought the 


idea was a grand one, but it is quite evident the 
majority of the hardware trade had their misgivings! 
Now the curious thing is that after all this excite- 
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ment in the year 1902, everything quieted down, and 
no doubt there will be hundreds of hardware men who 
read this article who, for the first time, will be re- 
minded that such a scheme was ever planned and 
apparently almost carried out. 

We cannot help but wonder, as it is now twenty-two 
years after the event, what would have happened to 
this giant organization if it had been carried through. 
What changes would it have made in the hardware 
trade? Would the independent jobbers—those who 
were left out of the tea party—have been forced to 
form another organization in order to fight the giant? 
What would the manufacturers have done? Would 
they have accepted the “generosity” of the giant or 
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“I Can Buy a Percolator for 89 Cents’—but She Took One for $3.50 





In this article we tell you how Walter Cornell 


Meets the Price Cutters 


RICE-CUTTING is a familiar 
Pp type of competition, known to 

all retailers in all cities. Walter 
Cornell, Grand Rapids, Mich., has 
faced his share and we believe has 
developed a good sales argument to 
answer the statement that a particu- 
lar item may be purchased cheaper 
elsewhere. 

In the housefurnishings depart- 
ment of this Wolverine hardware 
store, Cornell carries a full line of 
cooking and kitchen utensils, includ- 
ing both aluminum and enameled 
ware; also glass kitchen goods, crock- 
ery and kitchen incidentals. He 
turns this entire stock four times a 
year. 

Not far from Cornell’s is a so- 
called racket store which advertises 
and displays as a “come-on” or 
leader, glass top coffee percolators at 
89 cents each. Naturally, it is a 
cheaper grade of merchandise and 


does not compare with Cornell’s reg- 
ular stock of percolators selling at 
$2.75 and $3.50. But the general 
public at first blush will not always 
realize or consider this fact. 

Cornell secured a sample and or- 
dered one dozen of the low priced 
percolators from a nearby jobber. 
You can see them in the photograph 
of the department. In his window 
he made up a display of aluminum 
and featured quality percolators. 

Women attracted by the display 
entered the store and asked for the 
items shown. When a woman asked 
to see a percolator Cornell showed 
the one at $3.50; indicated its qual- 
ity of material and workmanship; its 
beauty of finish and other points of 
interest. When the price was given 
the woman might say, “Why, I can 
buy a percolator for 89 cents.” 

“Oh, yes,” replies Cornell. “We 
have those 89 cent percolators too, 


but we do not recommend or feature 
them to our customers. We prefer 
to sell them high grade quality per- 
colators which will give satisfactory 
service over a longer period, rather 
than sell a cheaper one which may 
give doubtful service. Note the dif- 
ference in the material, its thickness 
and the care with which this better 
one is made. Look at the difference in 
the finish. Think of the difference 
in mere appearance when these per- 
colators are side by side on your own 
table.” 

With this short discourse Cornell 
finds that only one in about fifteen 
will buy the 89 cent article. The 
other 14 either pay $2.75 or $3.50, 
after the comparative merits have 
been clearly explained. This little 
plan identifies Cornell permanently 
as being not only on the job but a 
merchant who thinks of quality and 
service instead of cheapness of price. 











clearly distinct functions. One of these func- 

tions is to take orders. This function naturally 
has been very much stressed and emphasized by sales 
managers. To take orders is, of course, the first duty 
of a salesman because the retail store, the jobbing 
house or the factory needs actual business in hand 
to operate at a profit. There is, however, another 
function that is exceedingly important and that is 
often almost entirely overlooked by salesmen. This 
function is the education of the consumer, the retail 
merchant or the jobber on the lines of goods the 
salesman has to sell. 

We have just passed through July and August. It 
seems to us in our business that more people have 
taken vacations, and longer vacations, this summer, 
than ever before. In the large cities the houses of 
the richest and largest consumers have been boarded 
up and they have been left with caretakers in charge. 
In New York City you can walk along the streets and 
see large sections in the fashionable neighborhoods 
all closed. Of evenings only the caretakers sit out 
on the steps taking the air. These large consumers 
are in the mountains or at the seashore or in Europe. 
Jobbing salesmen report that one of the greatest 
handicaps in sellings goods the past two months has 
been that the boss of the retail store has been away 
on his vacation. The head clerk has been instructed 
to buy only the necessary goods—not to place any 
large orders and not to buy anything new. Sales- 
men visiting jobbers have run into the same con- 
dition—proprietors and head men away on vacations. 

The writer may digress here to express his won- 
der that the head men, especially in the jobbing line, 
are able and willing to take long vacations in the 
months of July and August. These two months in 
the agricultural districts are the most important 
months in the year. Crops are maturing. During 
these months, it is decided whether we are to have 
a good corn crop and a good wheat crop. In the 
southern States these months are critical in the de- 
velopment of cotton. Now if crops turn out well, 
especially when prices are advancing, it means that 
business is certain to be good. This means that 
stocks should be carefully replenished. As we have 
written so many times before, nothing in business is 
more expensive than to sell goods and then be out 
of them. On the other hand, if crops are short, if 
prices decline and if unfavorable conditions are to 
continue among the farmers, then every head man 
should be on the job to check buying and carefully 
watch the movement of inventories. While a certain 
amount of advance buying may be necessary, it is 
clearly not the part of wisdom to place large orders 
in May and June on the mere guess that you may 
have good crops and good prices. 

Still, in many jobbing houses we note that a very 
large part of the executive force take long vacations 
in the critical months of July and August. It would 
be our suggestion that at least the head buyer in 


clearly dist salesmanship has two separate and 
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these houses take his vacation in February and 
March. Nothing much happens in these months. 
Annual settlements are all made. The spring selling 
campaign is all lined up. Crops in the southern 
States are just being planted. In the northern States 
practically only one crop is under way—winter 
wheat. 

Then in the summer time, when the employees are 
taking their vacations, when the weather is hot and 
disagreeable and when the house is short-handed, 
almost everybody becomes more or less irritated. 
Trouble is likely to start anywhere. There are al- 
ways more accidents and more trouble and more 
unexpected things happening in the hot summer 
months than at any other time in the year. When 
these things happen, often the head men are alk 
away. 

However, to return to our original line of thought: 
When a salesman cannot sell goods, he should devote 
his time to showing samples and talking about his 
lines. Suppose on a hot summer day a mechanic on 
his vacation comes into a retail hardware store. He 
has plenty of time on his hands. He may not wish 
to buy anything, but isn’t it a splendid time, if the 
clerk is likewise not very busy, to take this mechanic 
in hand and show him all the latest things in tools? 
The retail clerk should do this work just as if it were 
a pleasure, and, of course, it should be a pleasure if 
he is really interested in his business. 

Suppose a jobbing salesman calls on his retail cus- 
tomer and finds the boss away. However, there are 
clerks in the store. Business may be dull. They are 
batting flies. What a splendid opportunity to open 
a line of samples and give these clerks an interesting 
talk on his line! 

Then, the manufacturer’s salesman calls on the 
jobber. The head buyer is playing golf at the sea- 
shore or in the mountains. Now the manufacturer’s 
salesman has an opportunity to get very well ac- 
quainted with the subordinates. Probably while the 
head man was home it might have been dangerous 
to get too thick with the “subs.” Sometimes head 
men are jealous! However, if he happens to be away 
then it is clearly the duty of the manufacturer’s 
salesman to do some educational work. 

Many business men do not realize the advantage of 
this class of work. I happen to know that twenty 
years ago a certain drug clerk talked to one of the 
greatest financiers in the country about a certain 
Russian oil for internal use. This financier tried the 
oil. Now for twenty years this drug house has regu- 
larly received orders for a supply of this oil from 
this financier. He has run almost a shipload of this 
oil through his system in the past twenty years and 
as he is still going strong it must have been of 
benefit to his internal workings! All this business 
was a result of only a little missionary work on the 
part of the clerk. 
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New Tariff Rates Reduce Cutlery 
Importations One Half 


Significant Increase in Invoice Price of Razors, 
Scissors, Shears and Clippers—July 
Records Adverse Trade Balance 


WASHINGTON, Aug. 25, 1924. 


HE imports of cutlery during the 
fiscal year just ended show a de- 
cline of more than one-half as 
compared with the fiscal year 1922, ac- 
cording to the official figures just made 
public by the Bureau of Foreign and 
Domestic Commerce. Special signifi- 
cance attaches to this comparison for 
the reason that the twelve-month period 
which closed on June 30 last is the first 
full fiscal year to elapse since the Ford- 
ney-McCumber tariff schedules became 
effective, while the period with which 
comparison is made was the last full 
fiscal year during which the rates of 
the Underwood-Simmons tariff act were 
levied. 
Tariff Is Chief Influence 


It would appear, therefore, that while 
general trade conditions, including a 
moderate slowing down of business in 
many lines during the past year may 
have contributed somewhat to this re- 
markable showing, there can be little 
doubt that the chief influence responsi- 
ble for the shrinkage in imports has 
been the boosting to which the cutlery 
rates were subjected by the present 
tariff law. Importers, at any rate, will 
point to these comparative figures as 
complete justification of the predictions 
made by them in protests filed with the 
House and Senate committees while the 
present cutlery schedule was under con- 
sideration in Congress. 

More than once since the Fordney- 
McCumber act became effective in Sep- 
tember, 1922, I drew attention in this 
correspondence to the decline in the im- 
ports of cutlery. I have also pointed 
out the interesting fact that under the 
high rates the invoice price per piece 
of razors and parts and of scissors, 
shears and clippers has risen sharply, 
while that of pen, pocket and other fold- 
ing blade knives has remained station- 
ary or declined. 

The tendencies heretofore noted are 
greatly emphasized in the comparison 
which can now be made between the im- 
port figures for the first full year under 
the new tariff compared with the last 
full year under the old. 


By W. L. CROUNSE 


Imports Drop One-Half 


The total value of cutlery imported 
during the fiscal year ended June 30, 
1924, was $1,389,839, as compared with 
$2,773,928 for the year ended June 30, 
1922. Here we have a decline in the 
total value of cutlery imported of more 
than 51 per cent participated in by 
every class specified in the official re- 
ports. 

It is not practicable to compare the 
total number of pieces of all classes im- 
ported in 1924 with those of 1922 for 
the reason that an important category, 
namely, “all other cutlery,” is shown by 
value only in 1922. The official statis- 
tics give both quantities and values, 
however, of the principal classes. 

The imports of razors and parts 
thereof during the fiscal year 1922 num- 
bered 11,983,476 pieces, valued at $577,- 
588, while during 1924 the imports were 
but 2,089,498 pieces, valued at $176,- 
967. The value per piece in 1922 was 
approximately 5 cents, while in 1924 
it rose to 9 cents. 


Keep This in Mind 


I have heretofore pointed out that in 
considering the comparative value per 
unit of current importations as com- 
pared with those under the old tariff, it 
must be borne in mind that the official 
statistics group razors and parts there- 
of together without indicating the rela- 
tive quantities of each. It is obvious, 
therefore, that an increase in the pro- 
portion of completed razors imported, 
combined with a very large decrease in 
the number of parts, would result in a 
heavy decline in the number of units 
imported, but also in a substantial in- 
crease in the invoice price per unit. 

The imports of scissors, shears and 
clippers during the fiscal years 1922 
numbered 8,697,216 pieces, valued at 
$858,265, while during the fiscal year 
1924 the number imported declined to 
2,616,767 pieces and the total value fell 
to $333,182. Thus, while both quanti- 
ties and values fell off approximately 
two-thirds in this class of imports, the 
unit value rose from 10 cents to 13 
cents. 


Foreigners Strive for Pocket Knife 
Market 


The special efforts which theeforeign 
manufacturers of pen, pocket and other 
folding blade knives have made to re- 
tain their hold on the American mar- 
ket by the low pricing of their wares 
are reflected in the statistics covering 
this particular category. The shrink- 
age in imports of this class has been 
less than in any other and instead of an 
increase in the unit price there has 
been a substantial decrease. 

The imports of pen, pocket and other 
folding blade knives during the fiscal 
year 1922 numbered 11,379,120 pieces, 
valued at $923,775. In 1924 these im- 
ports numbered 7,317,508 pieces, valued 
at $522,809. 

The value per piece of these goods 
declined from 8% to 7% cents. While, 
as already stated, the shrinkage in all 
cutlery imported was 51 per cent dur- 
ing the periods compared, the reduction 
in the imports of this class was only 
44 per cent. 

The imports of miscellaneous cutlery 
during the fiscal year 1922 were valued 
at $414,300. No quantities are pre- 
sented in the official statistics. In 1924 
the total imports of this class declined 
to $356,071, the smallest percentage re- 
duction of any class enumerated. 


Adverse Trade Balance in July 


Advance figures just made public by 
the Department of Commerce give some 
interesting round totals of our foreign 
trade in July, 1924, the first month in 
the new fiscal year. They show that 
for the first time since June, 1923, 
there was an adverse trade balance 
against the United States, although 
the amount thereof was but a fraction 
of 1 per cent. 

In July, 1923, there was a favorable 
trade balance of $14,752,000. The fa- 
vorable balance for the fiscal year which 
ended June 30 last was nearly $670,- 
000,000. 

The total value of merchandise im- 
ported in July of the current year was 


(Continued on page 60) 
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Cleveland Mfr. Meets 
Death at Grade 
Crossing 


E. Henn, president of the Cleve- 
land Athletic Club and a director of the 
National Acme Co., Cleveland, Ohio, 
was instantly killed, together with O. A. 
Smith, Acme company experimental 
engineer, when Mr. Henn’s touring car 
was struck and demolished Aug. 20 by 
a Nickel Plate passenger train near 
Painesville, Ohio. 

The two men were alone in the auto- 
mobile and en route to Warren, Pa., on 
a business trip. They planned to return 
to Cleveland Thursday. The car was 
passing over the South Ridge Road 
grade crossing, four miles east of 
Painesville, when the train crashed 
into it. 

The machine, a Packard touring car, 
was smashed into a total wreck and 
pushed for nearly 600 feet along the 
tracks. Both men were rushed to the 
Lake County Hospital at Painesville, 
but were dead before surgical aid could 
be summoned. 

Mr. Henn, who was sixty-three years 
old and the father of eight children, 
lived at 2656 Berkshire Road, Cleve- 
land Heights. Mr. Smith was fifty-five 
years old and made his home at 1875 
Prospect Street, East Cleveland. 

Mr. Henn was elected president of 
the Cleveland Athletic Club in January 
and had served in that capacity since. 
He had also served as a former vice- 
president of the National Acme Co. and 
was the inventor of an automatic screw 
machine which was the chief product 
manufactured by that firm. 





Westchester Dinner 
Well Attended 


More than seventy hardware mer- 
chants and traveling salesmen attended 
the annual shore dinner of the West- 
chester County Hardware Dealers’ 
Association, Aug. 20, at Lawrence 
Inn, Mamaroneck, N. Y. Joseph B. 
Sellers, president of the association, 
presided. 

R. J. Atkinson, a director of the Na- 
tional Retail Hardware Association and 
ex-president of the New York State 
Retail Hardware Association, spoke on 
the importance of having school arith- 
metics corrected so that provision is 
made for the cost of handling and dis- 
tribution. He spoke about the San 
Francisco convention of the national 
association and paid a tribute to the 
western hardware men for their hos- 
pitality and modern business methods. 

Following Mr. Atkinson, W. W. Bra- 
sier, manager of padlock and night latch 
sales, Yale & Towne Mfg. Co., Stam- 
ford, Conn., spoke on salesmanship and 
urged the importance of dealers doing 
more to train their clerks to be better 
salesmen. 

Matthias Ludlow, past president of 
the national association and a director 
of the North Jersey association, ex- 








batetennees 





tended the greetings of the New Jer- 
sey dealers, and C. M. Bruhns, a past 
president of the Manhattan and Bronx 
Association, extended greetings from 
the metropolitan merchants. 


Hamp Williams Defeated 
in Arkansas Primaries 


Hamp Williams, past president of the 
National Retail Hardware Association, 
was defeated in his campaign for the 
nomination of Governor of the State of 
Arkansas. Immediately after the re- 
turns had been announced Mr. Williams 
issued the following statement: 

“We fought a good, clean fight and 
lost. We have no regrets. 

“IT made the race as a business man 
on the principle that there should be 
more business and less politics in the 
affairs of the State government. I feel 
we have blazed the trail in that respect 
and sincerely hope that in subsequent 
campaigns more business men will offer 
for office, and that success will crown 
their efforts. 

“To my many thousands of loyal 
friends in the city of Hot Springs, Gar- 
land County and throughout Arkan- 
sas who worked and voted for me 
and believed in the principles which 
I advocated, I feel deeply grateful and 
I shall never forget their loyalty. I 
realize the fact that the people of 
Arkansas have spoken. I accept the re- 
sult without the slightest ill feeling or 
animosity toward anyone, and as a good 
Democrat I will support the nominee.” 


Simmons Buying Dept. 
Not to Move 


Reports circulating in the trade that 
the buying department of the Simmons 
Hardware Co. was to be moved from 
New Haven, Conn., to St. Louis, Mo., 
were characterized as incorrect by an 
official of the company at New Haven 
last week. There have been confer- 
ences of company Officials, it is said, but 
no decision has been made, or is likely 
to be made, it was specifically stated, 
until the latter part of this year or the 
first of next. 





Dates Changed for Motor 
Accessories Meet 


The dates of the fall convention of 
the Motor and Accessory Manufactur- 
ers’ Association at Cleveland have 
been changed to Oct. 15, 16 and 17, ac- 
cording to announcement by M. L. Hem- 
inway, general manager. 

E. P. Chalfant, chairman of the 
board of the Gill Mfg. Co., has been 
appointed chairman of the program 
committee, which meets this week to 
arrange topics, speakers and hotel ac- 
commodations. 








Boller Machine Works 
BuysVan Arnam Mop 
Wringer Line 


The Peter Boller Machine Works, 
manufacturer of a complete line of 
mop wringers, 122 North Curtis Street, 
Chicago, has recently purchased from 
the Van Arnam Mfg. Co., Fort Wayne, 
Ind,, its complete line of “Ezysqueeze” 
mop wringers, including drawing, pat- 
terns, trade marks, tools, stocks and 
good will. 

The Van Arnam Mfg. Co. has been 
established for 25 years, and during 
that time has acquired a reputation 
for its high class plumbing goods. 
The company developed a line of mop 
wringers as a side line for its manu- 
facturing activities. The growth of its 
plumbing business has, however, neces- 
sitated the use of its entire manufac- 
turing facilities, and it feels that its 
best interests will be served by giving 
its entire attention to these products. 

There have been no changes in the 
personnel of the Peter Boller Machine 
Works, the officers are: Peter Boller, 
president and founder of the business; 
William N. Boller, treasurer and pro- 
duction engineer; Arthur P. Boller, 
secretary and sales manager. 

C. E. Peabody & Co., New York 
City, will continue as sales representa- 
tive in the eastern territory along with 
Anning & Moller of Chicago, in the 
Central States, while Thayer & Bower 
of San Francisco and Los Angeles will 
handle the business in the Pacific Coast 
States. 


Meese Heads Chicago Office of 
De Laval 


E. W. Meese was recently appointed 
manager of the Chicago office of the 
De Laval Separator Co., 165 Broadway, 
New York City. Mr. Meese will have 
charge, it is said, of the middle western 
territory. No change, it is reported, 
has been made in the presidency of the 
company, and statements published to 
the effect that Mr. Meese had been ap- 
pointed president were incorrect. 





Congoleum Co. Buys 
Nairn Linoleum Co. 


The Nairn Linoleum Co., Newark, 
N. J., has been bought by the Congo- 
leum Co., Philadelphia, Pa., although 
no official announcement will be made, 
it is said, before a week or ten days. 
Details of the deal are still being worked 


out. 
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New Jobbing Firm 
Starts Business 


in Cleveland 


The Lake Erie Hardware Co., Cleve- 
land, has been organized to do a job- 
bing business in hardware specialties 
and has established quarters at 1047- 
1068 Superior Viaduct. This company 
is composed of men formerly associated 
with the Luetkemeyer Co., Cleveland, 
hardware jobber, which has discontin- 
ued business. The officers are: , 
Fruend, president and general man- 
ager; F. J. Heller, vice-president, and 
H. A. Phillips, secretary and treasurer. 
In addition to the officers, C. H. Kroll 
and E. F. Ridel are directors and 
Charles Craven and A. F. Seltzer are 
also interested in the company. The 
company will carry a stock of refriger- 
ators, washing machines, gas heaters, 
stoves and ranges, stovepipe, elbows 
and ovens, enamelware, toys and other 
household and hardware specialties. 





Obituary 


Josiah E. Bacon 


Josiah E. Bacon, Bacon & Co., Bos- 
ton, died suddenly Sunday, Aug. 17, at 
York Cliff, Me., at the age of eighty. 
He was dean of the Boston iron and 
steel trade. At a meeting of repre- 
sentatives of the iron and hardware 
trade held Monday at the rooms of the 
New England Iron and Hardware Asso- 
ciation, Boston, E. P. Sanderson, E. P. 
Sanderson & Co., Cambridge, Mass.; 
R. F. Boutwell, Standard Horseshoe 
Co., Boston, and A. B. Marbel, Jones & 
Laughlin Steel Co., Boston, were ap- 
pointed a committee on resolutions to 
act on the death of Mr. Bacon. Mr. 
Bacon made his home in West Newton, 
Mass. 


Se aEenenatiiediecmmnemieed 


G. F. Krause 


George F. Krause, vice-president and 
one of the managers of the George 
Krause Hardware Co., was found dead 
Ang. 1 on the third floor of the com- 
pany’s place of business, South Eighth 
Street, Lebanon, Pa., by his father, 
George D. Krause, head of the com- 
pany. The cause of death was not given. 
It was reported that for some time the 
late Mr. Krause had not been in the 
best of health. He was forty-one years 
of age, and was born in Lebanon, Pa., 
in November, 1883. 

Mr. Krause leaves his widow, Kath- 
erine B., and the following children: 
George 4th, Katherine J., Elmina, Sarah 
E., Andrew J. and Louise of this city. 
He also leaves a sister, Mrs. Donald 
Rich, of Youngstown, Ohio, and two 
brothers, Maxwell Krause of Lebanon, 
Pa., and Dr. Allen Krause of Johns 
Hopkins University, Baltimore, Md. 

He was a graduate of Lebanon High 
School and Brown University in 1906. 





Immediately after his completion of his 
studies at Brown University, Mr. 
Krause became associated with the 
Krause Hardware Co., with which he 
was actively affiliated at the time of 
his death. 

He was a member of Lebanon and 
Kiwanis Clubs, Chamber of Commerce, 
and was also actively identified with 
other local civic and business associa- 
tions. He served as a member of City 
Council under the new commission form 
of government. It was largely due to 
the efforts of the late Mr. Krause that 
street paving was given its first boost 
in Lebanon, Pa., much of the early pav- 
ing being done while he was in charge 
of the highway department. 





H. D. Williams 


Howard D. Williams, Detroit, Mich., 
died July 30 after a short illness of in- 
fluenza-pneumonia. Mr. Williams was 
born in Cleveland, April 12, 1888, and 
graduated from the Cleveland schools 
in 1907. He attended Brown Univer- 
sity, where he became a member of the 
Beta Theta Pi fraternity. On Dec. 10, 
1917, Mr. Williams became associated 
with the Ferry Cap & Set Screw Co., 
and on Jan. 1, 1919, became manager 
of the Detroit offices of this company, 
which position he has held until his 
death. Mr. Williams, with his years of 
experience with the Ferry organiza- 
tion and their method of making cold- 
headed products, was one of the few 
men in the industry who had a thor- 
ough knowledge of the cold upsetting 
process of manufacturing cap and set 
screws. Mr. Williams was loved and 
admired not only by his personal 
friends, but by his business associates, 
and was looked upon as a man of the 
highest moral character and business 
integrity by all those with whom he 
came in contact. Funeral services were 
held at his home in Detroit. 





T. E. Murphy Promoted . 
by Pratt & Lambert 


Pratt & Lambert, Inc., recently ad- 
vanced T. E. Murphy to the position 
of manager of industrial sales. 

Mr. Murphy started his business ca- 
reer with the company in 1917. After 
a short time he responded to the call 
of his country and served as an officer 
in the 108th Field Artillery until July, 
1919. Returning to Pratt & Lambert, 
he again took up his duties in the Buf- 
falo office, and in 1920 became assistant 
in the trade sales department. 

In January this year Mr. Murphy 
was made assistant manager of in- 
dustrial sales. This was followed by 
his present appointment. 


ee 


Champion Changes Name 


The Champion-deArment Tool Co., 
Meadville, Pa., is the new name of the 
Champion Tool Co. 





seecaceccenteeecaregne seeenee 


Save the Surface Din- 
ner in New York 


Oct. 21 


At the Save the Surface executive 
committee meeting at New York re- 
cently it was decided to invite the presi- 
dents and secretaries of Paint Clubs 
and members of local Save the Sur- 
face committees to meet with it at din- 
ner on Tuesday evening, Oct. 21, during 
the convention of the National Paint, 
Oil and Varnish Association. 


The publicity program for 1925 in- 
cludes the continuance of Save the Sur- 
face Magazine for consumer distribu- 
tion by dealers and painters. A speak- 
ers’ bureau will secure engagements for 
speakers to talk before conventions of 
various trade and business groups. 
Publicity plans will be provided local 
committees, Paint Clubs and other paint 
trade groups. 

The slogan protection committee re- 
ported that replies from _ investors 
showed that the majority heartily fa- 
vored the protection of the Save the 
Surface slogan by registration in the 
principal foreign countries. 


The September meeting of the exec- 
utive committee will be held in Chicago, 
Sept. 11. 

The October meeting will be held on 
the 18th in Atlantic City. 

Persons attending the meeting held 
in the offices of the National Paint, Oil 
and Varnish Association were: Ernest 
T. Trigg, chairman; Norris B. Gregg, . 
president National Paint, Oil and Var- 
nish Association; Charles J. Roh, presi- 
dent National Varnish Manufacturers’ 
Association; Charles Greenhalgh, presi- 
dent International Association Master 
House Painters and Decorators of the 
United States and Canada; Granville 
M. Breinig’, chairman National Clean-Up 
and Paint-Up Campaign; H. L. Calman, 
S. R. Matlack, D. E. Breinig, Carl Wat- 
ter, H. A. Gardner, Carl J. Schumann, 
L. P. Nemzek, George V. Horgan, Wil- 
liam J. Pitt, F. J. Ross, L. W. Batten, 
Jr., George D. Hirst, J. S. Wooters, 
Arthur M. East. 


ee ee 


Report Hurley Machine Co. 
Will Merge With 


General Electric 


According to unconfirmed reports, 
full control of the Hurley Machine Co., 
Chicago, IIl., is soon to pass to the Gen- 
eral Electric Co. The deal, it was 
learned, will involve the merging of the 
Hurley concern with one of General 
Electric’s subsidiaries. 

The Hurley Machine Co. manufactures 
the Thor electric washing machine, the 
Thor electric vacuum cleaner and the 
Thor electric ironing machine. The 
company also sells direct to stores op- 
erated by it in Chicago, New York, 
Boston, Flint, Mich.; St. Louis, Kansas 
City, Los Angeles and San Francisco. 











$278,400,000 while the exports were 
$278,000,000. The unfavorable trade 
balance, therefore, was but $400,000, a 
figure so small that the usual revision 
of the statistics which will be made at 
any early date may show either an even 
balance or a small favorable balance. 

A 30-day period is regarded by ex- 
perts as much too short to be indica- 
tive of general tendencies in our for- 
eign trade. Imports or exports of sea- 
sonal goods may at any time throw the 
balance of a single month on the right 
or the wrong side of the ledger. No 
period less than a fiscal quarter can be 
regarded as significant as indicating 
the trend of our commerce. 


Big Increase in Saw Production 


The production of saws in the United 
States, according to the biennial census 
of 1923, was valued at $30,641,858, as 
compared with $18,185,297 in 1921. The 
rate of increase in the total value of 
products from 1921 to 1923 therefore 
was 68.5 per cent. 

The number of establishments making 
saws reported for both census years 
was 79. Of these 12 were located in 
Massachusetts, 11 in New York, 9 each 
in Illinois and Ohio, 8 in Pennsylvania, 
7 in Michigan and the remaining 23 in 
California, Connecticut, Georgia, Indi- 
ana, Iowa, Kentucky, Maryland, Mis- 
sissippi, Missouri, New Hampshire, 
New Jersey, Oregon, Rhode Island, Ten- 
nessee, Washington and Wisconsin. 

The industry employed 5304 wage 
earners in 1923, as compared with 3788 
in 1921. Wages paid in 1923 totaled 
$6,706,765, as compared with $4,086,840 
in 1921. 


Gain in Output of Firearms 


The Department of Commerce also 
announces that the 1923 census of fire- 
arms will show a _ total production 
valued at $17,527,121, including pistols 
and revolvers, valued at $3,624,860; 
rifles, valued at $3,708,874, and shot- 
guns, valued at $7,915,008. 

The total output of firearms shows 
an increase in value of 36 per cent as 
compared with 1921, when the total 
value reported was $12,883,842, made 
up of pistols and revolvers, $6,204,426; 
rifles, $739,369; and shotguns, $4,414,- 
784. The 1923 figures, therefore, show 
a decline of nearly 42 per cent in the 
value of pistols and revolvers pro- 
duced, but an increase of 402 per cent in 
rifies and 79 per cent in shotguns. 

Of the 20 establishments reporting in 
1923, 9 were located in Connecticut, 5 
in Massachusetts and the remaining 6 
in Michigan, New York and Penn- 
sylvania. 


Bankers Want Lower Surtaxes 


The American Bankers’ League has 
launched a movement which reflects an 
expectation that the new Congress to 
be elected in November will speedily be 
called upon to make further revision of 


HARDWARE AGE 


WASHINGTON NEWS 


(Continued from page 57) 


the income tax laws. It has issued a 
call urging every banker in the nation 
to act as chairman of a local commit- 
tee to file a protest with every Senator 
and Representative who opposed the 
Mellon tax plan when that measure was 
under discussion at the recent session. 











Tie DSalesmen’s 
Creed 


he part which the salesmen plap in 
J the results that come to a busi- 
ness of this charaiter is a berp 
important one. The salesmen are the 
representatives of the house. The char- 
aiter of the house can be, and is large: 
lp judged by the charaiter of the sales- 
men who represent it. We therefore 
expeit that each of our salesmen shall 
be a worthy representative of the house 
—that be shall be clean physically and 
morally; that he shall conduit his busi- 
ness honorably; that he shall respeit 
himself, his house and his customers. 
No other kind can last. 


— My 


(Extrnet a a » toon er Prest. 


The high plane on which the 
Hardware Jobbing business is 
now conducted and the importance 
as well as the responsibility of 
the modern salesman, are well 
exemplified in “The Salesmen’s 
Creed”—an extract from_ the 
general sales letter recently sent 
out over the signature of R. 
Shapleigh, president of the Shap- 
leigh Hardware Co., St. Louis. 

This creed, short but dll em- 
bracing, should be in the hands 
of every wholesaler, every trav- 
eling salesman, every retail mer- 
chant, and every retail salesman 
in the country. With that in mind 
we take pleasure in reproducing 
it herewith to our readers. 








In his communication to the bankers 
the president of the league says: “No 
matter which political party wins in the 
coming election, our tax laws undoubt- 
edly will be revised by the next session 
of Congress, and now is the time for 
the bankers of the country to take a 
more active part in the fiscal policies of 
the nation, since they are the highest 
authority.” 

It is the purpose of the league to edu- 
cate Senators and Congressmen con- 
cerning the necessity of reducing the 
maximum surtaxes of the income tax 
with a view to inducing men of wealth 
to invest their funds in the stocks of 
manufacturing corporations instead of 
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in tax exempt securities. The league 
will demand the enactment of a revised 
income tax schedule “suited to the needs 
of productive industry.” 


President Considers Sugar Duty 


President Coolidge, who has_ been 
rusticating in Vermont during the past 
fortnight, took with him to his old 
homestead the recommendation of the 
United States Tariff Commission con- 
cerning the sugar tariff. Reports 
emanating from the busy little band of 
Washington newspaper correspondents 
who are up in Vermont with the Presi- 
dent indicate that he will act on this 
report at a very early date and will 
not delay disposing of it until after the 
elections. 

While there has been no official an- 
nouncement concerning the tenor of 
this report, it is understood to recom- 
mend a 25 per cent cut in duty, this 
recommendation being based upon a 
3 to 2 vote of the members of the com- 
mission, with Commissioner Glassie 
withholding his vote because of certain 
family stock holdings in the sugar in- 
dustry. 

In view of the fact that if Mr. Glassie 
had cast his ballot the report would 
have been rejected by a tie vote, it is 
quite possible the President may return 
it to the commission for further consid- - 
eration. 


Division of Simplified Practice Reports 


American industries are giving more 
serious attention now than ever before 
to the reduction of industrial waste 
arising from excess variety in styles, 
sizes or types of manufactured com- 
modities, says a report of the Division 
of Simplified Practice to Secretary of 
Commerce Hoover, who established this 
division three years ago as an agency 
to cooperate in checking the tremendous 
drain on the nation due to waste in in- 
dustry. 

July 1, the report shows, was a red 
letter day for a number of industries. 
This date had been selected by joint 
conferences of manufacturers, distrib- 
utors and consumers in several indus- 
tries as the time for “simplified lines” to 
become effective. Most notable among 
these was the lumber industry, in which 
grades, sizes and nomenclature for soft 
woods were standardized. 

Other simplifications which became 
effective July 1 were: metal lath, re- 
duced from 125 to 24 varieties; hotel 
chinaware; forged tools, in which an 
elimination of 46 per cent was made in 
types, sizes and weights; paper; roof- 
ing slate and blackboard slate. 

Another of the red letter days was 
Jan. 1 of this year, says the report, 
when asphalt penetration limits for pav- 
ing and construction work were reduced 
from 88 to 9; woven wire fencing sim- 
plified from 552 styles and sizes to 69 
and the package sizes cut from 2072 
to 1389. 
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General Market News 





Buyers Placing Larger Orders 
as Rising Tide of Trade 


Increases Confidence 


N most sections of the country hardware sales are increas- 
ing. This is particularly true in the agricultural districts. 
City sales, in most sections, are affected somewhat by 

weather conditions and the vacation period. 


Jobbers anticipate an active fall business. First, because 
dealers’ stocks are low; secondly, because buyers are showing 
more confidence in the future, and thirdly, because of the im- 
provement that is reported to have been effected in fundamental 
industries. Increasing activity in the steel market is being 
pointed to as a weathervane indicating better business. 


Collections in most sections of the country are said to be 
improving. Price tendencies in some lines are apparently 
strengthening, although no drastic upward movement is ex- 
pected. 


Many jobbers are advising their customers to anticipate their 
future requirements more definitely than they have done this 
summer. It is said that some jobbers apprehend the possi- 
bility of spring shortages unless dealers place orders to a larger 
extent during the coming winter than they have done this sum- 





mer for fall goods. 


Few factories have surplus stocks and are 


operating only on specific orders. 





Prices Change as Trade 
Improves in New York 


Bolts advanced 5 per cent. Solder 
advanced Ic. per lb. Tackle bolts have 
advanced 10 per cent and square mesh 
wire cloth was reduced 50c. per 100 
sq. ft. in the New York market dur- 
ing the past week. 

Dealers are showing more interest 
in fall and winter goods, although a 
good deal of this interest seems to be 
confined to queries. Collections are 
said to be fair, deliveries are reported 
as reasonably satisfactory, and indi- 
cations point to a more active market 
during the fall and winter. 


Chicago Prices Stronger 


Several important hardware lines of | 
this section showed stronger tendencies | 


during the week. Bolt prices are much 
firmer, but local prices are unchanged. 
During the week glass prices showed a 
reduction, which is calculated to stimu- 
late fall sales. Turpentine advanced 
10c. per gallon. Last week a reduction 
was announced in red rosin sheathing. 
This decline may soon be cancelled, due 
to the strength of the market. Sash 
cord is very strong. Solder and babbitt 
metal advanced 2c. per lb. Field fence 
sales have shown decided improvement. 








Minor Price Changes 
in Boston 


Price changes reported the past week 
were mixed, most of them semi-im- 
portant. Jobbers’ prices on lawn mow- 
ers were reduced about 10 per cent and 
on latches about 15 per cent, but an- 
nouncement of changes in manufactur- 
ers’ lists were previously made. It is 
also announced that manufacturers’ 
prices on the Trimo line of pipe 
wrenches had been reduced, possibly 5 
per cent, and on some kinds of window 
glass just about that much, but jobbers 
are quoting as heretofore. Sheet lead 
has advanced %c. a lb., drop shot 20c. 
a bag and Boy Scout 20c. a case, while 
additional manufacturers of hoists have 
reduced prices 10 per cent. Brass and 
copper products are lc. a lb. higher. 


Prices Go Higher 
in Cincinnati Market 


Price advances outnumbered declines 
in the Cincinnati hardware market in 
the past fortnight. The advances re- 
corded included denatured alcohol, 2c. 
per gallon; clipping machines, 25 per 
cent average; linseed oil, 2c. per gal- 
lon, and Trimo wrenches, 5 per cent. 
Declines were recorded in lawn mowers, 
about 25c. each, and in sash weights, $1 
per ton. 





Expect Business Boom 
in Northwest 


Conditions throughout the North- 
west continue to be very promising as 
to returns from the crops this year. 
While corn is behind schedule, there are 
many who believe that it will make a 
yield yet. All small grains are yielding 
heavier than was estimated, and the 
farmers are as a rule marketing as soon 
as threshing is completed. An official 
of a banking institution connected with 
agriculture very closely stated recently 
that North Dakota will be able to al- 
most completely clear itself from in- 
debtedness from this one crop. 

That a vast sum of money is to be re- 
leased in the Northwest this fall is 
assured by the crop results. Retailers 
are recognizing the fact that there will 
be better business than for the past 
two years at least, and in some com- 
munities for four or five years. They 
are beginning to stock up for this busi- 
ness and the jobbers are finding sales 
increasing accordingly. 





Grain Shipments 
Show Large 
Gain 


A heavy grain movement from the 
West and an increase in the shipments 
of live stock and of coal were the out- 
standing features in the movement of 
traffic during the second week of 
August, when the car loadings totaled 
942,198, a decrease of. 3533 compared 
with the week before, and 31,552 cars 
less than the same week in 1923. 
These figures were reported by the Car 
Service,.Division of the American Rail- 
way Association yesterday. 

Grain and grain product shipments 
totaled 57,616 cars, an increase of 914 
cars compared with the week before, 
and 11,428 more than were handled in 
the corresponding week of last year. In 
the western district alone 39,546 cars 
were loaded with grain and grain prod- 
ucts, an increase of 9705 cars com- 
pared with the corresponding week in 
1923. 

Live stock loadings totaled 29,061 
cars. This was an increase of 2593 cars 
compared with preceding week, and a 
decrease of 1185 cars compared with 
the same week of last year. 

Loadings of coal totaled 149,482 
ears. This was 4617 more than the 
week before, but 27,785 cars fewer than 
were moved in the same week of 1923. 

Miscellaneous and merchandise 
freight loadings showed a decided in- 
crease compared with a year ago. This 
was largely due to the funeral of Presi- 
dent Harding, which was held during 
the corresponding week last year. Its 
general observance as a _ holiday re- 
sulted in material declines in the mer- 
chandise and miscellaneous loadings 
compared with the other weeks of the 
summeree 
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Continued Improvement in 
icago Sales—Growing Interest 
in Spring Futures 


| Chicago Office, HARDWARE AGE. Retail and wholesale stocks are still small, and the 
ROBABLY the most noticeable development of the demand for replacements to both jobber and manufacturer 
week in the Chicago district was a change in the is holding up the general volume of business to a good 
attitude of retailers toward future orders for spring level. The labor situation is improving, and it is felt that 
goods. Road salesmen are not having nearly as much there is more employment being offered in this section. 
difficulty in securing future business because prices are Renewed railroad car buying is holding the center of the 


stronger than they have been, and in some lines there 
have been slight advances which for the most part have 
not been passed on to retailers by jobbers. The general 
outlook for business is very favorable at the present time. 
Dealers are buying more freely and in larger quantities. 


stage, and mills are gratified by the increasing interest 
manifested in their products. Heretofore, purchases have 
been limited to material for current consumption, conse- 
quently stocks are very low and prices are so low it is 


This is particularly true of dealers in the farming dis- expected that this increased interest backed by orders 
tricts, where the increased prices of grain have helped to will result in a considerable more activity on the part of 
bring the farmer back as a potential purchasing factor. the mills during the late summer and early fall. 
AUTOMOBILE ACCESSORIES. — The eoppee “Ty oom —— anton, 4.92 per FRUIT PRESSES AND CIDER MILLS. 
. . . —- doz. pair; avy stee side . 
popularity of balloon tires is bringing cath, saan tote, UES Mee: eee See —The demand continues very heavy 
in some nice business. keyed, front door sets, $1.90 per set; with many rush demands for delivery. 
a ; wrought brass bit-keyed front door 
We quote from jobbers stocks, sets, $3.25 per set; cvlinder front door id Bn from jobbers’ stocks, 
f.o.b. Chicago: sets, $7.50 per set. _ f.o.b. Chicago: Juicy fruit presses, 
Spark amen. —Splitdorf, 50c. each; é 3-qt., $3.40 each; 6-qt., $4.20 each; 
Regular, 58c. each; Champion X, 465c. CHAIN.—Prices are stronger on pound 12-at.. $5.75 9 ach, Enterprise, No. 6, 
each, lots of 100, 41c. each; Champion j ; eac 8) eac unior, 
Blue Box line, 53c. each; A. C. Titan, chain, but no actual advance - expected 10 each; Medium, $13 each; Senior, 
58c. each; lots of 100, 56c. each; A. C. soon. All chains are selling in better 18 each; Extra large, $28 each. 
Special Ford, 44c. each. volume. Cider Milis.—Junior, $21.75 each; 
Spot Lights. — Anderson No. 3280, Medium, $25.50 each; Senior, $38 
$6.50 each; Stewart, $5.67 each. 4 ; ng 2 et on ens god ee each; Self Feed, $16 each. 
Horns.—E. A. Electric (Ford), .0.b. icago: -in. proof coil chain, eo 
each. — , $8.50 per 100 Ib.; Tenso coil chains, GALVANIZED AND TIN WARE. 
Jacks. — Reliable Jacks, No. 46, 50-10 per cent off list; No. 00-4% Price levels on competition grades are 
$2.50 each; in lots of 10, $2.25 each; electric welded cow ties, $2.75 per doz. holding firm 


Ajax, No. 6, Sc. each; National COPPER RIVETS AND BURRS.—De- 


Standard No. 21, $1.20 eac We quote from jobbers’ stocks, 


Pumps.—Rose 1%-in. a $1.55 mand continues quite heavy. Costs are f.o.b. Chicago: Competition | galva- 
each. ; ; nized after made water pails, no 

Chains.—Non-skid, dozen pair lots, higher, but no local price change as yet. made of galvanized sheets with seams 
33% per cent discount; 50 pair lots, We quote from jobbers’ stocks, cemente 8-qt., $1.95 doz.; 19-qt., 
40 per cent discount. f.o.b. Chicago: Copper rivets and 23.39 doz. 12- at., $2.40 doz.; 14-qt., 
Rig one es Te Ay — burrs, 40-10 per cent discount. $2.75 doz.; eoteenines, wash tubs, , $5 
size cord tires, : each; regular 6.35 doz 0. 2, 0Z oO. 3, 
cord, $8 each; gray inner tubes, 30 EAVES TROUGH AND CONDUCTOR Won 1-bu. ae baskets, $6.75 
z oh. pee red inner tubes, PIPE.—Sales have been greatly stimu- doz.; 1%-bu., $8.25 doz 

AXES re sine ad q h lated by heavy rains, and by rs better GARDEN HOSE “AND LAWN 
orcad se a a - oa SnOW- prices now quoted. SPRINKLERS.—Sales have been back- 
ed go sales, while other ere es are We quote from jobbers’ stocks, ward and there is little hope of moving 
receiving only moderate attention. f.o.b. Chicago: Single bead lap joint enough volume this late to compare 

We quote from jobbers’ stocks gutter, 5-in., $4.50 per 100 ft.; Cor- . 

f.o.b. Chicago: First quality single rugated conductor pipe, 3-in., $4.85 favorably with a normal season. 
bitted unhandled axes, 3 to 4-Ib., $14 yew OR he = — a og We quote from jobbers’ stocks, 
doz. base; double bitted, $19 doz. awd tt $136 doz. concuc- f.o.b. Chicago: Garden hose, good 
base; good quality black unhandled SF DTW S, SA, YET GUS. quality, molded hose, %-in., 10%c. 
Snes, Gaane he gw ~y = $13 ELECTRICAL AND RADIO MER- oe S: %,-in., pe per ft. FF -ply, a 
doz. Dase; single bitte andied axes, . : quality wrapped n., c. per 
$15 to $22 per doz., according to qual- CHANDISE.—An improved demand 18 ¥,-in., 12c. per ft.: 4-ply, good qual- 
ity and grade of handle. reported on Radio B batteries, with the ity, wrneper, %-in., 12¢. arb gs bF 
T . ; °7 ° ’ oO 
BOLTS AND NUTS.—Price levels are prospect for a very heavy season. wensted, %-in., “y per ft.; "X-in» 
strengthening, as indicated by a notice We quote from jobbers’ stocks, lic. per ft. Lawn Sprinklers, Rain 
: f.o.b. Chicago: King, $28 doz.; Original Fountain 

of a very substantial advance sent out Electrical Merchandise.— No. 14 Sprinkler, $8 doz.; Rainbow, 38-in. 

by manufacturers. Local prices are un- rubber covered wire, $7.25 per 1000 high, $24 doz. 

changed. ft.; in 1000 ft. lots. $7; No. 18 lamp GLASS AND PUTTY.—PRICES RE- 

cord, $14.50 per 100 ft.: in 1000 ft. 

We quote from jobbers’ stocks, a, = bp brush gy Pim d DUCED, WHICH WILL NO DOUBT 
f.o.b. Chicago: Carriage bolts, cut sockets, c. each; two-way plugs, © 
thread, 50-5 per cent discount: small 60c. each; in lots of 10, 52c. each; GIVE CONFIDENCE TO FALL BUY 
carriage bolts, rolled thread, 50-10-5 ame-gonee es plugs, Rn sie 
per cent discount; machine bolts, cut each; two-piece attachmen plugs, . 
thread, 50-10-5 per cent discount; 12c. each: dry cells, boxes of 50, Pm ee en 
small machine bolts, rolled thread, 30%c. each; less than case lots, 34c. 95-in. bracket, 88 per cent discount: 
60-5 per cent discount; all stove each. single strength A, 34. to 40-in. 
bolts, 75-5 per cent discount; lag Radio Supplies.—Radio B yee py bracket, 86 per cent discount; single 
screws, 60-5 per cent discount. No. 766, $1.40 each; No. 767, $2.6 strength A, all other brackets, 85 per 

BUILDERS’ HARDWARE. — The vol- each. cent discount; double strength A. all 

ume of good sales is holding up and FILES.—Sales continue to be good. oe. .# F a re ey Te On 
prospects are very promising. , We quote from jobbers’ stocks. mercial, $3.40 per 100 Ib. 

.o.b. Chicago: American files, 60-10 TS D d i d t 

We quote from jobbers’ stocks, per cent off list; Nicholson files, 50 HATCHETS.—Demand is moderate— 
f.o.b. Chicago: 3% x 3% steel butts, per cent off list; Disston files, 50-10 better on the popular priced grades. No 


old copper and dull brass finish, $3.66 per cent off list: Black Diamond files, ° 
per doz. pair; 4 x 4 steel butts, old 40-10-5 per cent off list. recent price changes. 
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“We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
uality hatchets, No. 2 broad, $14.45 
0Z.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2, broad, $10.50 doz. 


HANDLES, HAMMERS.—Sales_ con- 
tinue in better volume. 
sidered reasonable, being 20 per cent to 


25 per cent below prices at this time in 
1923. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ey quality, 16-0z. 
nail hammers, $10.50 doz.; first qual- 
ity, 16 oz. machinists’ hammers, $7.85 
doz. ee. Gene. 16-oz. nail 
hammers, $6 d 


HANDLES, TOOL.—Demand is very 
good with firm prices. 


We ol _from jobbers’ stocks, 

f.o.b. Chicag 

Axe 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL. — The 
volume of sales continues to be satis- 
factory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best Stade, 4i4- 
ft., $4.50 doz.; 5-ft. do pe 4 
ao $4 doz.; 5- ft., $4. "80 doz.: x 

-ft., $2.40 doz.; 5- ft., $2.80 doz. 

Hay Fork Handles. —Bent, chucked 
and bored, best Grate with strap, 
ferrule and cap, -ft., $7.50 doz.; 
5-ft., $8.50 doz.; KX ent, with strap, 
ferrule and cap, 4-ft., $5. 50 doz.: ; 4%4- 
a. 7 “. doz.; XX bent, 414-ft., " $4. 50 
doz.: 5-ft., $5.50 doz.; x bent, 4% - _ 
$3 doz.: Mh ft., 0 doz 

Manure Fork Handies. er te best 

grade, 4-ft., $4.75 doz.;: 414-ft., $5.10 
doz xX bent, 4-ft., $4. 15 doz. ; 4%-ft., 
$4.40 doz.; X bent, 4-ft., $2.60 doz.: 
414-ft., $2. 95 doz 

Garden Hoe “‘Sagdhon —XX 4%-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 


_Shovel Handles. —Regula ar wy ¥- 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; -handle, best grade, $7. og doz.; 
x grade, $6 doz 

Spade Handles. — D- pandle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Sales are said to be heavy, 
with considerable news as to special 
concessions due to competitive condi- 
tions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54: 10- in., $5.43 
per doz. pairs: extra heavy T . hinges, 
in bundles, 4-in., $1 
6-in.. $2.52: 8-in., $4.30: 10-in., sa a8 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales have 
turned from good to fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-at., 
$4.85 list; 2-at., $5.65 list; i 


$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20-qt., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list: 4-qt., 
$6.80 list; 6-qt., $8. 60 list; 8-qt., $11. 10 
list. All the above less’ 50 per cent 
er ag - 5 Auto Vacuum Freezers, 

1-qt., $3.30 each; 2- at., $4 each; 3-qt., 
$5.30 ‘each: 4-qt., $6. 5 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—The new season’s prices 
should help sales the coming season. 
An interest in future orders in this line 
is now being manifested. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Lawn sewers. —16-in., ball bearing, 
5-knife, 1ll-in. wheels, ao each; 
16-in., ball bearing, 4-knife, 10%4-in 
wheels, $10 each; 16-in. plain bearing 
4- knife, 10%-in. wheels, $8.65 each; 
16-in. ball bearing, 4- knife, 9- in. 


Prices are con- 


HARDWARE AGE 


' wheels, $8.85 each; 16-in. plain bear- 


ing, 4-knife, 9-in. wheels, $7.35 each; 
16-in. ball bearing, 4-kKnife, 8-in. 
voeee $8 each; 16-in. plain bearing, 
3-knife, 8-in. wheels, $5.85 each. 

Grass Catchers. — Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 2l-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21l-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Reports show the demand is 
still improving. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
33. .55 per keg base; cement coated, 
2.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
ane longer; $2.50 for shorter than 
-iIn. 


OIL STOVES.—Sales were slow in 
starting, but have shown satisfactory 
improvement, although the season as a 
whole has not been exceptionally heavy. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Im roved New Per- 
fection 2-burner, 22 each list; 3- 
burner, $28.50 each list; 4-burner, 
$35 each list; Superfex 2-burner, $36 
each list; 3-burmer, $45 each list; 4- 
burner, $58.50 each list. All subject 
to 30 per cent discount. Lots of ten 
or more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—TURPENTINE 
ADVANCED 10c. PER GALLON. LIN- 
SEED OIL REMAINED STEADY. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 

Linseed Oll. sian barrel Lege Rog 17 
per gal.; 5-bbl. lots, $1.12 p ‘ 

Linseed Oil. — Boiled, Fl “oo 
tg per gal.; 5-bbl. lots, $1.14 per 


Turpentine ——Barrel lots, $1.04 per 
Denatured Alcohol.—Barrel lots, 55c. 


per ga 

White Lead.—100-Ib. kegs, $14.50; 
50-lb. .——— $7.50; 25-lb. kegs, $3. 80: 
12%-lb. kegs, $2. 

y Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb goo. ‘whi te, $3.50 
per gal.; orange, $3.2 r gal. 

English Venetian Re ——In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are expected to 
show steady improvement from now 
until bincagpr mcg 


quote from jobbers’ stocks, 
tame Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.; No. 168, vy - No. 183, $12 
doz.; No. 184, 

Casseroles. S eet 9 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates. —No 202, $6 doz.;: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, = doz.; 4-cup, 
$24 doz.; 6-cup, $28 d 

Utility Pane.—No. 931, $8 doz.; No. 
232, $14 doz 


ROOFING AND PAPER.—The active 
sales continue. Red rosin sheathing is 
stronger, and the recent decline may 
soon be canceled. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best tale surfaced, $2.35 per 
square; medium tale surfaced, $1.65 
per square; light talc surfaced, 965c. 
per square; red rosin sheathing, $55 
per ton. 


ROPE.—A very good demand continues. 
Prices are holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 17% to 19%4c. per lb.; No. 
2 Manila, 16% to 18%c. per Ib.: No 
1 sisal, 14% to 16%c. per Ib.; No. 2 
sisal, 13% to 15%c. per Ib. 


SASH CORD.—Prices are very strong. 


We uote from jobbers’ stocks, 
f.o.b. hicago: o 7 standard 
brands, $10.55 per doz. hanks; No. 8, 
$12.10 per doz. hanks. Common sash 
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pulleys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c, doz. 


SASH PULLEYS.—Sales continue fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
nor list; japanned, 74-5 per cent new 

st. 


SCREWS.—Manufacturers hold out no 
hope of lower prices, saying that levels 
are on rock bottom now. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ilb.; 28-gage 
black sheets, $4.50 per 100 Ib. 


SLEDGES AND WEDGES.—Prices are 
holding up and the demand is good. 


We . tea Som jobbers’ stocks, 
f.o.b. Chic Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ilb.; common wood choppers’ 
wedges, 7c. per Ib. 


SOLDER AND BABBITT METAL.— 
PRICES ARE AGAIN ADVANCED 2c, 
PER POUND. TIN AND LEAD ARE 
STILL STRONG AND ADVANCING. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $36 per 100 lb.; medium, 45-55 
solder, $35 per 100 Ib.; tinners’ 40-60 
solder, $34 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; stand- 
ard No. 4 babbitt metal, $12 per 100 Ib. 


STEEL SHEETS.—Local prices are 
very low and demand continues fair. 
Many larger firms consider present 
prices too low to be long continued. 


We quote from jobbers’ stocks, 
f.o.b. Cidanmee Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 
30 gage, $1.35; 28 gage, $1.50 doz.; 
galvanized coal hods, 17-in., $5 doz. 


STOVE PIPE, ETC.—Active fall ship- 
ments have started, and because the 
early demand has been conservative a 
very active season is expected. Prices 
are unchanged, but firmer. 


We uote from jobbers’ stocks, 
f.o.b. C icago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 
30 ge, $1.35; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 


WIRE GOODS.—There is a steadily in- 
creasing’ demand for wire products. 
Fence sales have shown a very decided 
improvement after a very dull spring 
and summer demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 Ib.; No. 9 gal- 
vanized plain wire, $3. 90 per 100 Ib.; 
catch weight spool galvanized cat- 
tle or hog wire, $4.25 per 100 Ib.; 
80-rod spool galvanized hog wire, 
$3.67 per spool. Polished fence staples, 
$4 per 100 Ib.; 12-mesh black wire 
cloth, $2.10 per 100 sq. ft.; 12-mesh 
galvanized wire cloth, $2.45 per 100 

14-mesh bronze wire cloth, 
$420. 5 per 100 sq. ft.; galvanized be- 
fore poultry netting, 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—Only a fair volume of 
sales is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent oft list; engineers’ 
wrenches, 25 per cent off list; knife- 
handle wrenches, 40-10 per cent off 
list; Stillson, 70 per cent off list; 
Trimo, 65-10 per cent off list. 

Snap-On Wrenches.—No. 50, Radio 
and electrical set, $4; No. 101 Master 
Service set, $15.25: No. 202, Heavy 
Duty set, $8.80; No. 303, Ford Master 
Service set, $14.85; No. 404, Universal 
Socket set, $7; No. 505B, Screw Driver 
set, $3.40; No. 900 set square sockets, 
$3.70. All Snap-On Wrenches less 40 
per cent. 


fowrr ween Z . 
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Northwest Retailers Foresee Boom in Retail 
Trade—Improvement in Wholesale Business 


to be very promising as to returns from the crops 
While corn is behind schedule, there are 
many who believe that it will make a yield yet. All small 
grains are yielding heavier than was estimated, and the 
farmers are as a rule marketing as soon as threshing is 
completed. An official of a banking institution connected 
with agriculture very closely stated recently that North 
Dakota will be able to almost completely clear itself from 


(10 be very throughout the Northwest continue 


this year. 


indebtedness from this one crop. 


That a vast sum of money is to be released in the North- 
west this fall is assured by the crop results. 
are recognizing the fact that there will be better business 
than for the past two years at least, and in some com- 
They are beginning to 


munities, for four or five years. 


ASH SIFTERS.—tThere is beginning to 
be a call for shipments of ash sifters, 
in anticipation of the demand in the 
fall. Orders are not heavy, as futures 
are not the practice now as they were 
a few years ago. 


We quote from jobbers’ 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 

AXES.—There is some gain in the de- 
mand for axes, although the fall busi- 
ness has not been well started yet. 
Stocks are well assorted and prices re- 
main unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BALE TIES.—Bale ties are beginning 
to sell more freely, with the hay baling 
season just ahead. Stocks are well 


stocks, 


stocks, 


filled. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 


ties at 70-5 per cent from lists. 


BOLTS.—tThere is no change in the bolt 
sales, about a normal amount of busi- 
ness being done. Heavy hardware job- 
bers have noticed some increase in the 
amount of sales during the past few 
weeks while harvest has been in prog- 
ress. It is felt that an increase of busi- 
ness is on the way in this item also. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60-5 
per cent; stove bolts at 75 per cent 
and lag screws at 60-10 per cent 
from standard lists. 


BRADS.—Brads still continue to sell 
fairly well, although the continuous 
rains have delayed building to some ex- 


tent. Increase in sales is anticipated 
during the fall building season. Prices 
have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel wire brads 
at 70-10 per cent from standard lists. 


BUILDERS’ HARDWARE.—Building 
has been slowed down considerably by 
the continual rains in this section. 
Prospects are very good for fall busi- 
ness in the building line, however, and 


before. 


stock up for this business, and the jobbers are finding 
sales increasing accordingly. 
held the first part of the month, brought many more mer- 
chants in to do their fall and holiday buying than ever 
It is expected that Minnesota State Fair Week 
will bring many more merchants into the Twin Cities, 
because of the attractive transportation rates, and the 
other attractions. 
finding a substantial increase in the amount of their 


Twin City Market Week, 


Certain it is that the jobbers are 


sales, even though the individual items are not large as 


yet. 
Retailers 


the jobbers. 


it is believed that considerable building 
will be done as soon as the crops are 
out of the way. Small house building 
is going forward at a fair rate. 


CHURNS.—Sales are at an even rate 
for churns at this time. Stocks are well 
filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 
a ti 40 per cent from standard 
sts. 


COASTER WAGONS.—Wagons are 
still selling very well, but show a fall- 
ing off in sales from the average of the 
early summer. Stocks are being al- 
lowed to lighten. Prices remain un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 
yy coaster wagons, 50 per cent from 

st. 


DAMPERS.—Stove pipe and furnace 
pipe dampers are beginning to move 
out to the retailer in anticipation of 
the fall business. Those who are op- 
erating furnace departments in connec- 
tion with their stores are buying warm 
air pipe dampers also, as this is the 
season when furnaces are being re- 
paired. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per doz. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—tThere is an 
even demand for materials of this de- 
scription. Repair work is taking the 
bulk of it sold, with new buildings mak- 
ing a good showing. Stocks are well 
filled, with prices showing no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 5-in., $5.25 per 100 
+. 28-gage conductor pipe, 
$5. 40 per 100 ft.; 3-in. conductor el- 
bows, $1.73 per doz 


FIELD FENCE.—tThere is anticipated 
a demand from the farmers for fencing 
as soon as they have finished harvest- 
ing the crops. Stocks are in good con- 
dition. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 26-in. hog fencing, 
$42.14 per 100 rods. 


In the aggregate, sales totals are increasing. 

The passing of even the brief summer we have had is 
marked by the change in the class of goods being sold by 
Retailers are paying far more attention to 
fall goods than to summer items. 


FILES.—Sales are showing some im- 
provement in files, with stocks in good 
condition. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grades of 
files, 60 per cent from standard lists. 

FREEZERS.—tThe sale of freezers has 
lacked energy during the past few 
weeks, the coolness hindering the sale 
of them. Stocks are well filled, with 
no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ite Mountain 
and Arctic Freezers, 50 per cent from 
lists; Alaska freezers, 20-10 r cent 
from lists; Auto Vacuum freezers, 
33% per cent from lists. 


GALVANIZED WARE.—Sales are at 
about the same rate as last week. 
Prices are holding very steady. Stocks 
are well assorted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 

2 a $8.40; heavy galvanized tubs, 
, $12; No. 2, $13.25; No. 3, $14.50; 
eR galvanized ‘alla, 10-qt., 


$2.25; 12-qt., $2.40; 14- $2.75; 6- 
qt. stock pails, $4.50, an ig: -qt., $5. 25 
per doz. 


GLASS.—Glass is beginning to sell bet- 
ter as the colder time of the year ap- 
proaches. Stocks are well assorted, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per cent 
from list. 


HAMMERS AND HATCHETS.—Some 
improvement has been noted in the sale 


of this class of merchandise. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: aydole No. 11%, 
$11.40 per doz.; Plumb HF$81, $12: 
Riverside No. 611%, $12; Plumb Broad 
Hatchet No. 2, $17.15: Plumb shin- 


gling No. 2, $13.15; Plumb claw No. 


2, $14.40 per doz. 
HOSE.—Hose is not selling as it would 
with less rainfall. Contractors are buy- 
ing very light also. Stocks are well 
filled for this time of the year, with no 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply, 10%c. per ft.; %-in. molded 
hose, 12c. per ft.; % -in. hose is about 
one cent less per ft. 
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LANTERNS.—Dealers are finding that 
lanterns are selling better than in the 
summer and are ordering accordingly. 
Stocks are well filled in anticipation of 
the fall business. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Tubular long globe 
and short globe No. 2 lanterns at $13 
per doz. 

LAWN MOWERS.—Lawn mowers are 
still selling at a good rate. Stocks are 
being graded down in anticipation of 
the close of the season. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mow- 
ers in ordinary grades, $9 to $10.50 
each, according to quality. 


MILK CANS.—Sales of milk cans re- 
main fair. Stocks are in good condi- 
tion, with no change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.60; 8-gal. at $3.10 and 
10-gal. at $3.20 each. 

NAILS. Sales are holding about 
even on nails, with perhaps a slight 
gain. Stocks are being kept well as- 
sorted, and prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.90 per keg, base, and 
cement coated wire nails at $3 per 
keg, base. 


OIL HEATERS.—Jobbers are begin- 
ning to ship oil heaters out to the re- 
tailers, in preparation for the cooler 
nights. There is always a first rush 
call for heaters, and many dealers are 
preparing for that. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 

PAINTS.—Paint sales continue to be 
very good, despite the continued rains 
experienced over the Northwest. Job- 
bers indicate that business has been 
unusually good for this time of the 
year and anticipate a very fine fall 
business. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 
house paints, $2.10 per gal.; best white 
lead, $12.83 per cwt. 


PUTTY.—Demand for putty is begin- 
ning to be felt. Repair work on sash 
and for painting work is taking fair 
quantities. 


We quote from jobbers’  stcoks, 
f.o.b. Twin Cities: Strictly pure putty 
in 50 lb. drums at $5.05 cwt., and in 
25 Ib. drums, $5.30 cwt. 
ROPE.—Call for rope is fairly good, 
with stocks in good condition and no 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
manila rope, 19%c. per Ib. Best 
grades of sisal rope, 16%c. per Ib. 


SANDPAPER.—Mills are beginning to 
operate, the demand for sandpaper 
showing better as a result. Shops and 
mills are beginning to call back their 
men and the retail demand and for 





painting is fair. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best ade No. 1 
sandpaper, per ream, .85; second 
grade, No. 1, per ream, $5.25; Garnet 


No. 1, per ream, $16.50. 
SOLDER.—Sales are at a fair rate, 
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with stocks in good condition. Prices 
show an upward tendency. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: arranted half 
and half solder at 35c. per Ib.; strict- 
ly half and half solder at 32%c., and 
tay Boy brand in 100 Ib. lots at 35c. 
per ’ 


STEEL SHEETS.—Call for this class 
of material is about the same it has 
been for some time. Stocks are well 
filled and prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets at $5.95 cwt., and 28-gage 
black sheets at $5.05 cwt. 


STEEL TRAPS.—Jobbers are making 
some shipments of steel game traps, al- 
though this business is light at present. 
Stocks are well filled and the jobbers 
expect a very good business. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 


game traps at $1.10; No. 1, $1.38: No. 


1%, $2.44; No. 2, $3.36; Oneida Jump 
game traps, No. 0, $1.59; No. 1, $1.83; 


No. 1%, $2.81 per doz. net. 





‘*In Consideration 


Thereof—’’ 


EMUNERATION can’t be 
classified and compensation 
isn’t always a question of 

dollars and cents. 

Consideration is legal tender in 
the transactions of a successful 
merchant. It’s the soothing-syrup 
that turneth away wrath and 
bringeth in the sale. 

Your business—or your big 
chief’s business—depends upon 
the ability to cultivate genuine 
courtesy and maintain a con- 
tagious over-the-counter smile. 

The first principle for develop- 
ing the art of personal contact is 
to put yourself in the other fel- 
low’s shoes. Nine times out of ten 
you'll find their troubles pinch a 
little more than your own. Pick 
out the first customer who looks 
as if he might have got out of 
the wrong side of the bed and 
turn on the “sunshine stuff.” Let 
him feel the rays of its cheering 
influence. That is the sort of 
treatment he enjoys—the medicine 
he doesn’t mind taking. 

Satisfy yourself that you are 
“doing unto others as you would 
like to be done by.” Appreciate 
and sympathize. Human beings 
are quick to respond and you are 
in a position to study the cus- 
tomer’s problems. 

Remember: Consideration is an 
investment that requires no cap- 
ital and involves no risk. If you 
would win more friends and im- 
prove the power of personality, 
let it be the guiding spirit of your 
organization.—W. F’. Stone. 


STOVE PIPE AND ELBOWS.—Retail- 
ers are beginning to look to this class 
of trade and are ordering their first 


65 


stocks forward. Jobbers are _ well 
stocked in preparation of good busi- 
ness. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Uniform blued 28-gage 
6-in. stove pipe, Knocked down, at 
$15.40 per hundred; common iron cor- 
rugated 6-in. elbows at $1.35, and ad- 
justable charcoal iron 6-in. elbows at 
$2.05 per doz. 


STOVE SHOVELS.—Stove shovels are 
also being sold to some extent to the 
dealers. A good trade is expected in 
this line. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Japanned 14%-in. 
stove shovels at 50c.; Jumbo, 21%-in., 
at $1.55, and Jumbo, Jr., 14-in. at 85c. 
per doz. 


WEATHER STRIP.—This commodity 
is beginning to go forward to the deal- 
ers in preparation for fall business. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood felt 
weather strips, %-in., $1.85; %-in., 
$1.85, and l-in., $2.60 per 100 ft. 


WHEELBARROWS.—Sales are at an 
even rate, with no changes in prices. 
Stocks are well kept and in good assort- 
ment. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted. $37.50 per doz.: 
Tubular steel, No. 1, $6.59 each; wood 
garden barrows, $6.25 each. 


WINDOW SCREENS AND SCREEN 
DOORS.—Sales are shading off in this 
line, as the buying public is slow in 
buying what it does not need in the 
utility lines. Stocks are well rounded 
out and there is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.; Common screen doors, 2-8 x 
6-8 $28.20 per doz.; Fancy screen 
doors, 2-8 x 6-8, $32.30 per doz. 


WIRE.—Sales still continue to 
with no change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted barbed hog 
wire, $3.73 per 80-rod spool; painted 
barbed cattle wire at $3.49 per 80-rod 
spool; galvanized barbed hog wire at 
$3.94 per 80-rod spool, and galvanized 
barbed cattle wire at $3.68 per 80-rod 
spool. 

WIRE CLOTH.—Sales are reaching a 
low point in this article, with stocks 
somewhat broken as the end of the 
season nears. There is no change in 


lag, 


prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 


12 x 12 mesh, $2.10 per 100 sq. ft. 
and galvanized wire cloth, 12 x i2 
mesh, $2.60 per 100 sq. ft. 
WRENCHES.—Sales are a shade bet- 
ter in the retail part, as shops and fac- 
tories are beginning to operate. Stocks 
are in good condition and prices have 
not changed. 
We quote from 
f.o.b. Twin Cities: 
Agricultural wrenches, 65 per cent: 


Coes’ wrenches, 40-10 per cent; en- 
gineers ’wrenches, 62% per cent from 


jobbers’ stocks, 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, per cent. Snap-on 


wrenches in sets, Master Service No. 


101, $15.25; No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40, less 40 per 
cent. 


No. 50 radio and electrical set, $4; 
o. 101 Master Service Set, $15.25; 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 


No. 404 Flexible Socket Set, aS 40: 
No. 505B Screwdriver Blades, $3.40; 
No. 900 Set square socket, $3.70, less 


40 per cent. 











New England Market 
—Special 






(Boston office of HARDWARE AGE) 


is HIS being the time of year when vacations are over 





and the shelf hardware salesmen jump out on the 

road for fall and winter business, some improvement 
is noted in the volume of orders being booked by the job- 
bing trade. There is no snap to things, however, because 
the average retail dealer is not doing sufficient current 
business to work up much enthusiasm over futures. Yet 
there are unmistakable signs of returning confidence 
everywhere in the trade. The manufacturers have it, as 
have the jobbers and retailers. The return of profitable 
grain prices for the western farmer; the awakening in- 
terest in cotton and woolen goods in the East, and the 
wearing away of domestic political first shocks, to say 
nothing about developments on the other side of the At- 
lantic, are all contributing factors. 

The heavy hardware market, which for a fortnight 
gave indications of becoming more active, apparently is 
less so today. Nobody seems to have a good reason for 
conditions. The mill supply business has suffered a con- 
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Experiences Lull 
Sales Week Planned 


spicuous slump. Jobbers attribute business conditions to 
the slack industrial conditions, particularly in machine 
shops, and to the fact that municipalities have covered 
their immediate mill supply requirements. The jobbers, 
however, are not carrying large stocks and therefore are 
not uneasy over things, especially as their bookings for 
the eight months ending with August will, it is believed, 
compare favorably with those for the corresponding time 
last year. 

The hardware trade in general is displaying consider- 
able interest in the Made In New England Week, Sept. 15 
to 20, inclusive. New England is one of the most im- 
portant hardware manufacturing sections of the country, 
and manufacturers are cooperating with wholesaler and 
retailer to place before the public their products. F. Alex- 
ander Chandler, Chandler & Farquhar Co., is chairman of 
the retail hardware division, and J. Franklin Miller, Bige- 
low & Dowse Co., the wholesale hardware division of Bos- 
ton. The retail hardware dealer should secure all the 


benefit he can from this movement. 













BATTERIES.—Jobbers are out for bat- stood to be more or less limited, and the Page age yy nete’ Psa Ue ay 
tery business. They are reminding the average jobber’s is far from burden- No. 26, $4.95: No. 27, $8; No. ‘12, $6.50; 
retail trade that many will be con- some. The market, therefore, is in a i Sree L apeiapel Ang Mb, $15.75 Double 
sumed this winter in homes, not only healthy condition. 12-16-20 gage, $21.85; No.’ 410, $23: 
for bell service, but radio as well. Re- We quote from Boston jobbers’ ena” gies ea als AL - 
tail dealers have enjoyed an unusually a an 520, $32. 90. »bavage line, model 99a, 
good demand for batteries this summer count; Arcade, American, etc., 60 and “09b,. yin - $35; model’ 99e, "8 
and it is believed their stocks are low. 10 per cent disount; hand cut, 7% bers 33-30 and 303 with 22-in. barrel, 


We quote from Boston jobbers’ 
stocks: 

Batteries. — Columbia line, ignitor, 
in lots of 50, $30.22 net; per 100, in 
lots of less than 50, $35.22. Hot Shot, 


No. 1461-M, in less than barrel lots, 
$1.76 each; in barrel lots, $1.66; No. 
1562-M, in less than barrel lots, $2.08; 
barrel lot, $1.98: No. 1662-M, in less 
than barrel lots, $2.44; barrel lots, 
$2.34. 


BOTTLES.—School days will soon be 
upon us and many children, especially 
in the country, will require vacuum 
bottles to use in lunch periods. A good- 
ly percentage of the retail trade cleaned 
up quite well on bottles this summer, 
which may explain the volume of pass- 
ing business today. 


We quote from toston jobbers’ 
stocks: 

Bottlies.—Vacuum, Landers, Frary 
& Clark line, No. 21, $1.75 each list; 
No. 22, $2.75; No. 70, $1.85; No. 71, 
$1.95: No. $2.95: No. 81, $2.75; No. 
82, $4; No. 191, 2.35; No. 192, $3.60. 
Discount, 25 and 10 per cent. 

Fillers.—No. 00, 90c. each list: No. 
1, $1: No. 2, $1.66. Discount 25 and 


10 per cent. 
BRASS AND COPPER.-—-Jobbers have 
marked up brass and copper goods Ic. 
a pound following four fractional ad- 
vances the past month by the leading 


producer. 
We quote from Boston jobbers’ 

stocks: 
Brass and Copper.—Brass sheets, in 
100 Ib. lots, 20%c. per lb.; brass wire, 
20%c.; brass rods, 18c.; ‘brazed tub- 
ing, 28%c.; seamless brass tubing, 24c.; 
seamless copper tubing, 25%c.; for 
less than 100 Ib. lots, add 2c. per Ib. 


base. 
FILES.—The wholesale trade is look- 
ing ahead with considerable confidence 
to a good fall business in files. Retail 
as well and shop supplies are under- 


per cent discount. 


FOOTBALLS.—Repeated efforts on the 
part of jobbers to round up advance 
orders for footballs have met with luke- 
warm success. Retail dealers unques- 
tionably are not in a frame of mind to 
place orders for other than the old 
standard line of, fall goods. Jobbers 
say they are reasonably sure buying 
will start before long, however. 


We quote from Boston jobbers’ 
stocks: 

Footballs. — Boys’ complete’ with 
bladders, No. 3, ‘$9 per doz. net; No. 
4, $12; No. 5, $15. 


3 and 4 foot- 


for No. 5, 


Bladders. .—For No. 
oe $3.50 per doz. 


net; 
GUNS AND AMMUNITION. — Drop 
shot has been advanced 20c. a bag and 
case, as a result of the upswing in pig 
lead quotations. Quotations on other 
kinds of ammunition remain un- 
changed. Retail dealers as yet have 
not evinced much interest in guns. 
Some of them intimate they will give 
up the line as soon as they can clean 
up on holdings. Others have all the 
enthusiasm heretofore noted, and buy- 
ing by them, it is expected, will start 
shortly. One of the leading New Eng- 
land manufacturers of firearms, closed 
since July, recently announced the plant 
will remain inactive indefinitely. 
We Boston jobbers’ 
stocks: 
Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 


tridges, 25 per cent discount: center 
fire cartridges, 18 per cent discount. 


quote from 


Drop Shot.—Smaller than B, $2.80 
per bag; B and larger, $3.05 per bag; 
Air Rifle, Boy Scout, shot, $4.85 per 
case. 





and caliber 300 with 24-in. barrel, $31. 
HOISTS.—Practically all of the manu- 
facturers of hoists have come out with 
new prices by this time, the new lists 
showing reductions of approximately 5 
to 10 per cent. Jobbers feel the lower 
prices will do much to stimulate busi- 
ness. 
We quote from’ Boston 
stocks: 
& Towne line, spur 


Hoists.—Yale 
20 and 7% per cent discount: 


geared, 
screw geared (side wheel type) 30 
60 and 


and 20 per cent; differential, 

5 per cent. Chisholm- Moore line, 
high speed, 30 and 20 per cent dis- 
count; standard screw, 30 and 10 per 
cent discount; trolley, 35 and 10 per 
cent discount; differential, 20 and 10 
per cent; anti- friction, 35 ‘and 10 per 
cent; trolley, 35 and 10 per cent. 


IRON AND STEEL.—The iron and 
steel business is decidedly spotty. Some 
jobbers profess to see an improvement 
in the weekly turnover of stock, not- 
withstanding the average order re- 
ceived is still for small quantities. 
Others say business is no better, while 
still others, who a week ago felt it was, 
have changed their opinion. Collective- 
ly the market can still be classified as 
quiet, but sentiment regarding prices 
unquestionably is better in jobbing cir- 
cles. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft 
100-lb. base; 


jobbers’ 


steel bars, $3.26%4 per 
flats, $4.15; plain con- 
crete bars, $3. 511%: deformed con- 
crete bars, $3. 51%; tire steel, $4.50 to 
$4.75; open hearth spring steel, $5 
and $10; crucible ene steel, : 
sence. $4.01% to $5; hoops, $5.50 to 
6; half rounds, $4.90: ovals, $4.90; 
hexagons, $3.26%; cold rolled steel, 
$4.15 to $4.65; toe calk steel, $6; struc- 
turals, an gles and beams, $3. 36%; 
plates, $3. 36%, to $3.59. 
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Iron.—Refined iron bars, 
best refined, $4.60; Wayne, - 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 

Differentials.—Quality, lots of less 
than 1000 lb. of a size, 50c. per 100 Ib. 
a lots of 1000 to 1999 lb., 20c. 
extra. 


KEGS.—Jobbers are making a fresh 
drive to round up keg business. Apples 
are coming into market quite freely 
now, and it will not be long before 
people begin to make cider. It remains 
to be seen if the retail trade filled up 
the public last year and in 1922 with 
kegs. Toward the latter part of last 
season retail sales dwindled to almost 
nothing. 


We quote from Boston jobbers’ 
stocks: 


Cider Kegs.—d-gal., $1.45 each net; 
10-gal., $2; 15-gal., $2.25; 20-gal., 
$2.50; 25-geal., $2.85; 30-gal., $3.15, and 
50. gal., 5. 


LAMPS.—tThe shortening of the length 
of daylight is demonstrated by a some- 
what freer movement of lamps out of 
jobbers’ stocks, more particularly the 
gasoline type. 


We quote from Boston jobbers’ 
stocks: 

Lamps (Gasoline). — Coleman line, 
Quick Lite Lamp, Flemish bronze, $8 
net; brass fringed, $9; antique gold, 
$8 met cash; gold ‘fringed, $9.2 
Bracket lamp, $6.75 net each. Guick 
Lite lanterns, $5.25 net each. 


LATCHES.—Jobbers have finally ad- 
justed prices on the Yale & Towne line 
of latches to comply with new lists re- 
cently issued by the manufacturer. The 
new prices show a drop of approximate- 
ly 15 per cent. 


We quote from Boston jobbers’ 
stocks: 

Latches. —Rim night, Yale & wemee 
line, Nee’ as 67c. each, list; No. 29X, 
$1; $1.58; No. 42, $2.92; No. 
042, 2 os: ‘ue 36, ‘$1. 83; No. 0343, $2. 08; 
No. Fae $3. 75. Discount, 20 and 5 per 
cent. 

Mortised Night Latches.—No. 66, 
$6.25 each, list! discount 20 and 5 per 
cent. 

Rim Lock.—No. 2, $2.50 each, 
discount, 20 and 5 per cent. 


LAWN ACCESSORIES.—Jobbers also 
have made a belated downward adjust- 
ment in prices of lawn mowers, manu- 
facturers having issued new lists about 
a month ago. The average price on 
lawn mowers is approximately 10 per 
cent lower than heretofore. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers.—Regal, 16-in., $32 
each, list; 18-in., at Imperial, 14-in., 
$26; 16 -in., $28; 18-in., $30. Embassa- 
dor, 16-in., $21. 25; 18. -in., $22.75. Lake- 
wood, 16-in., $17.50; 18-in., $25 New- 
port, 16in., $15; 18-in., $15.75. Colo- 
nial, 16-in., $16; 18-in., $16.75. Jewell, 
14-in., $12.50; 16-in., $13.25. Discount 
50 per cent. Hub, 12-in., $5 each, net; 
14-in., $5.25; 16-in., $5.50. 

Lawn Trimmers.—Popular makes 
$15 each, list. Discount, 50 per cent. 

Factory Shipments.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 


list; 


Lawn Rollers.— Water weighted, 
18-in. diameter x 24-in. long, $14.84 
each, net: 24-in. diameter x 24-in. 
long, $17.17. 

Sprinklers. — Lawn, fountain, $7.75 


per doz. net; fountain, half circle, 
$6.65; Brooks, $8; Rain King, $2.34. 


NAILS.—Retail dealers are, perhaps, 
taking wire and cut nails a little more 
freely. Jobbers’ stocks are in fairly 
good condition and deliveries are quite 
prompt, especially when so requested. 
Rumors of price cutting coming from 
others districts cannot be substantiated 
in this market. It will be recalled job- 
bers fairly recently adjusted their 


HARDWARE AGE 


prices downward. Since then the mar- 
ket has held very steady. 


We quote from Boston jobbers’ 


stocks: 
Nails.—Wire, $3.85 per keg, base, 
from store; from mill in less than 


carload lots, $3.15 per keg base, and 
in carload lots, $2.90 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg: shorter than l-in., $2.75; cut 
nails, from store, $4.15 per keg base; 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3.65, f.o.b. Pittsburgh; 
Tremont, in less than car lots, $3.85; 
hardened steel, $7. rs f.o.b. Wareham, 
Mass. ; galvanized, 4 -pennyweight and 


smaller, $6.30 f.o.b. factory base; 
larger, $7.05; from store, 4-penny- 
weight and smaller, $6.80 base; 
larger, $7.55; cement coated nails 


from mill, in less than carloads, $3.75 
per keg base; in carloads, $3.45; hard 
steel nails, from store, $8.10 per keg 
base; from factory, $7.60; blued 3- 
pennyweight. light = sterilized lath, 
$2.05 per keg. Galvanized roofing 
nails. ™%-in. head, $8.10 to $8.70 per 
kee net. 
PAINTS.—The recent advance in pig 
lead and the trend of linseed oil prices 
for some time would indicate no lower- 
ing of manufacturers’ and jobbers’ quo- 
tations on mixed paints. As a matter 
of fact the market is very strong. Most 
everybody associated with the paint in- 
dustry anticipates a good demand for 
paint this fall. They have any quantity 
of statistics upon which to base this 
belief. Retail dealers have experienced 
a good business, particularly those in 
Boston. Here, some of the retailers 
signify their intention of enlarging 
their paint departments, so great has 
been the turnover this year. 


PIPELESS FURNACES.—Here and 
there one locates a retail hardware 
dealer who has and expects a good busi- 
ness in one pipe and pipeless furnaces. 
The rank and file of the trade, however, 
has had but small, if any, success. The 
situation is such that at least one of the 
largest jobbers here plans to discon- 
tinue the line. 


POULTRY SUPPLIES.—Orders for 
poultry supplies for later delivery are 
coming in quite well, especially those 
for brooders and incubators. Egg prices 
are skyrocketing in New England. Bos- 
ton retail dealers are getting close to 
80c. a dozen for them, and the egg pro- 
ducers very nearly 60c. In addition, 
dressed poultry prices are going up 
quite rapidly now. Two very good 
arguments for the retail dealer to use 
in the sale of poultry supplies. 


We quote from Boston jobbers’ 
stocks: 

Incubators.—Buckeye line, oil and 
gas heater, No. 1, $26.25 each, net; 


No. 2, $31.15; No. 3, $40.43; No. e 
$47.60: No. 5, $74.90; No. 14, $11.5 
No. 16, $19.25; No. 17, $25.73. cee 


line, style K, No. 20, 70 egg capacity, 
$16.50 each: No. 4 sr 
No. 22, 220 eggs, $36.75; No. 1, 85 
eBEs, S27. 50; No. 2. 135 eggs, oat. 50; 
3. 180 eggs, $44.50; No. 4, 275 
aie $57.75; No. 5, 400 eg $68; No. 
25, 600 eggs. $103: No. 35, "800 eggs, 
$132; No. 45, 1000 eggs, $157. Dis- 
count, 30 per cent. 
Brooders.—Buckeye 
18, $15.05 each net; 
burner, No. 
$10.85; No. 22, 
burner, $21: No. 27A, oO 
$12.25; No. 28A, 
Queen line, No. 1. 600 chick oe Seer 
$21.50 each; No. 2, 1200 chick capac- 
ity, $26.50. Discount, 30 per cent. 


RADIO GOODS.—For an article not 
supposed to work as well in the summer 


line, coal, 
No. 19, 
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as in the cooler months manufactured 
radio sets and parts for home made 
sets this summer have had a remark- 
ably large sale. It is believed that all 
the newspaper talk about the Presiden- 
tial candidates planning to campaign 
via radio will stimulate a still greater 
public interest in the subject. Conse- 
quently the most active jobbing and re- 
tail houses are laying lines for a crack- 
a-jack business during the next few 
months. 
We quote from 
stocks: 
Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltammeters, 
No. 44, 35 amps., 90c. each; volt- 
meters, No. 34B, 0 to 30 volts, $1.50 
each; No. 34C, 0 to 50 volts, $1.85. 
Batteries.—For sets, are quoted in 


less than unit and unit packages, net, 
as follows: 


Boston jobbers’ 


Less 

No Unit Unit 
BR Dr 4 iia a eierd eaatbnanaal $1.05 $.97 
Wane hcb-6 s de 6 Gecdecbueesceeet 1.22 1.44 
CE ts: te ei Ms oc Movebidwet 1.40 1.36 
Stee étéws oawetbennhons 2.62 2.44 
ints ehacdde bie whe aad’ 3.33 3.09 
0 eee 2.44 
DE Uhtierasbintedtanenhbe et 42 .39 

Battery Charge.— Apco line, in 


lots of less than 10, $13.50 each net. 
Tubes.—Cunningham and R. C. A., 
$4 list. Discount 25 per cent. 
Loud Speakers.—Western Electric 
Ne. | 522W, $9.50 list. Discount 30 per 
cen 


ROPE.—Much rope will be needed this 
fall and winter, especially in the coun- 
try, and the retail dealer should look 
to his present and prospective stocks. 
At the moment there is an unusually 
good call for rope, yarn, twine, etc., for 
this time of the year. 


We quote from Boston jobbers’ 
stocks: 


Rope.—Manila, 19c. per lIb., base; 
sisal rope, 17%c.; hay rope, 1l6c.; cot- 
ton rope, 52c. 

Lathe Yarn.—Sisal, C130, 15c.; D200, 
l6c. per Ib. 

Twine.—Hemp, in %-lb. balls, No. 
12, 40c. per lb.; No. 18, 34c.; No. 24, 
32c.; No. 36, 31c.; No. 48, 30c. Cotton 
marsac, No. 1, 58c. per lb. Nashua, 
No. 2, 54c. Jute, 28c. Wool, in full 
bales, 17c. 


SHEET LEAD.—Jobbers’ quotations on 
sheet lead have been advanced ‘4c. a 
lb. to 14%c. a lb. base. 


SILVBRWARE.—Attention is called to 
the fact that some of the leading man- 
ufacturers of silverware are charging 
an extra 10 per cent for service on all 
direct shipments from factory to the 
retail dealer. 


TOYS.—As a result of a rather inten- 
sive campaign in certain sections of 
New England forward bookings of toys 
are looking up. Fundamental condi- 
tions would seem to indicate a return to 
general prosperity during the closing 
months of 1924. If such should prove 
the case, toys should be among the best 
sellers around the holidays. 


We quote from Boston jobbers’ 
stocks: 


Play Toys.—Tail-O-Wags, No. 420, 
$8. 80 per 7. net; No. 430, $13. oad No. 

6 heelbarrows, 615 
$19.80 ae wagons, No. 600, $16. 50. 
Hay wagons, No. 610, $18.20. Foot 
Racers, No. $16.50. Rock-A-Tot, 
No. 475, $45. Seesaw, No. 551, $64. 
Circle, $74.25; No. 510, $81. Motor 


— No. 575, $46.20; No. 580, $69.30. 
Pig Gilbert Co. line. Erector sets, 
san. $1 each; No. 3, $3: No. 4, $5: 
No. 7 $10; No. 8, 320; No. 10, $509. 
Carpentry.—No 701, $150 each: No. 
702, $2.50; No. a $3.50: No. 765, 
$5.50: No. 770, $10; No. 775. $25. 


Chemistry.—No. 5007, $1.25 each; 
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No. 5008, $3; No. 5009, $5; No. 5010, 
10 


Magic.—No. 2001, $1: No. 2005, $3: 
No. 2006, $5. 

Puzzies.—No. 1029, 
1030, yor No. 1031, $1. 

Electrical Sets.—No. 3003, $3 each. 

Motors.—No. P58, $1.25 each: No. 

54, $2; No. P56, $5. 

Transformers. — No. P60C, $3.50 
each. Discount, 33% per cent. 


5c. each; No. 


stocks: 


turers of window glass have made a 21-in., 
reduction on some grades, but it is so 
small it is doubtful if the jobbing trade 
can see its way clear to adjust its lists. 


WRENCHES.—Jobbers say there has 
been a slight decline, possibly 5 per 
cent, in Trimo pipe wrenches. 
have not adjusted their prices, but pre- 
sumably will do so before long. list. 


We quote from Boston jobbers’ 


ae ane wy <a — —Coes, <- 
WINDOW GLASS.—Leading manufac- —2“in’ $289 “issin'” $88) ibn” Sie 
58. 

Key Model.—Coes, 28-in., 
36-in., $38; 48-in., $84. 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches. — Stillson, 
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<b yoann and Pexto, 66% per cent off 
ist 

Miscellaneous — Dropforged 
wrenches, 62% per cent discount; 
Wescott, 25 per cent discount; agri- 
60 per cent off 


They 


cultural wrenches, 


We quote f.o.b. factories: 


Snap-on Wrenches.—No. 50, Radio 
and Electrical Set, oH No. 101, Mas- 
0-in., ter Service Set, $15 74 No. 202, 
Heavy Duty Set, No. 404, 
Flexible Socket Set, 375. No. 505B, 
$18 each: Screw Driver Blades, $3.40. All 
Snap-on Wrenches less 40 per cent 
f.o.b. Boston. No. 900 set, square 
socket, $3.70; a 303, Ford Master 
Service Set, $14 


Discount of 


Trimo, 


Increasing Sales Volume in 
Pittsburgh—Retailers Optimistic 
Over Outlook 


(Pittsburgh office of HARDWARE AGE) 


MPROVEMENT in sentiment still is outstripping that 
i] in actual business, although for the time of year, the 

volume of orders is probably all that could be expected. 
Traveling salesmen are sending back fairly good orders, 
but for the most part they represent rounding out of stock 
requirements. A few cool days recently seemed to inspire 
considerable interest in stove pipe and elbows and some of 
the other lines that find their best demand in cool weather. 
It is possible to record some betterment in the demand 
for coal mine supplies, although statements as to orders 
are usually modified by the qualification that, while they 
are more numerous than recently, they are nothing to 
brag of in point of size. The coal industry, however, does 
appear to have made a turn from the extreme depression 
which has ruled since last spring, but the upturn in busi- 
ness as yet has been unattended by any material better- 
ment in prices and since prices now ruling show little if 
any profit, even where the men are working on the re- 
duced wage scales, it is a little hard to figure much in- 
crease in buying power in that direction. We would call 
the hardware market moderately active in a general way, 
with prices showing little change of consequence. Collec- 
tions still are described as fair. 

Cheerful sentiment in a general way still is founded 
more on what the future is expected to produce than upon 
current happenings. It is unusual] in any line of business 
to find buyers anticipating their requirements; the more 
common condition, in fact, is that they are merely taking 
on their nearby needs and no more. Much is written and 
said about the greatly enhanced buying power that will 
result from the higher prices of farm products this year 
as compared with the past few years. In some quarters, 
the impression is conveyed that the effect of this develop- 
ment will be felt very promptly and that prosperity 
among the farmers of the country is an assured fact. 
Maybe such a view is the correct one, but those who study 
the situation closely do not subscribe to it, because they 
eannot figure how one good year is going to correct the 
conditions resulting from four years of unprofitable op- 
erations, and they further point out that present prices 


of grain are based more upon the prospect than the 
actual harvest. There is still time for the money crops 
to turn out heavier than has lately been indicated, and 
such an event could not fail to weaken prices. 

Much also is heard among the purveyors of cheerful 
opinion as to the beneficial effects of the settlement of the 
reparations matter across the water and the effect it 
will have upon the demand for American products for 
export to Europe. There is no question but that Germany 
with money borrowed in America will be a much better 
customer than she has been for American raw materials, 
but the phase of that development that escapes some is 
that the raw materials will be made up in Germany and be 
shipped back here to hamper and bother the American 
manufacturer. Our tariff wall is high, but it is not high 
enough to keep out German made goods now, this because 
of the low cost of labor in that country. It has always 
been the banking view that if this country were to retrieve 
the money loaned abroad during the war, it would be 
necessary to take part payment in foreign goods. Evi- 
dently, such a condition is ahead, maybe not next month 
or the month after, but some time it will have to be reck- 
oned with. 

Interesting development of the iron and steel situation 
is a firmer tendency in the pig iron market. Almost all 
of the merchant pig iron producers have advanced foun- 
dry iron $1 a ton. For some weeks now, shipments have 
been exceeding production and there has been such a big 
cut in unsold stocks that producers feel this is the time 
to make the effort to put prices back on a profit-producing 
level. Steel market activities still are on a rising scale 
and this is attended by a like tendency in steel plant 
operations. There is, however, very little forward buying 
and mill operations are not rising as rapidly as one might 
imagine from the newspaper accounts. Ingots are being 
at a rate slightly in excess of 50 per cent of capacity. 
There must be a substantial rise from that rate to insure 
profitable operation; such is delayed now by the fact 
that prices are not particularly well stabilized, except 
possibly on pipe and price cutting encourages buyers to 
go slowly on purchases. 


AUTOMOBILE ACCES SORIES.— 
Jobbers in this territory still are ex- 
periencing quiet times. Outside of a 
rather good demand for tires there is 
little activity. It still looks like high- 


priced alcohol for this coming winter, 


as there has been a further advance 
since last accounts of 2c. per gal. 

BOLTS, NUTS AND RIVETS.—Makers 
in this district have generally adopted 
a new price schedule, which quotes 
large machine bolts at 65 and 20 per 


cent off list; hot-pressed nuts, 4.75c. to 
5.25¢e. off list; large rivets at $2.60, 
base, per 100 lb., and small ones, 70, 10 
and 5 per cent off list. These prices 
are not materially different than those 


(Continued on page 70) 
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ree Important Trade 
Announcements 








(Pittspuran, Pa., August 23, 1924.) 

T IS the desire of this company to 
keep the retail and jobbing trades 
fully aequainted with all the con- 

sumer sales promotion work directed 
from this office. There has been so 
much progress made of late that we feel 
this announcement will be of consider- 
able interest to the trade. 

The work being done has as its main 
interest better business for all builders’ 
hardware. Naturally there is an indirect 
benefit on all other hardware sales. 


The Starting Point 


The most costly item in the program 
is that of maintaining contact with mil- 
lions of consumers through extensive 
national advertising. This has been done 
over a number of years, with the result 
that a considerable number of con- 
sumers look upon MeKinney as an old 
acquaintance. 


Having reached this point a year or 
so ago, McKinney turned its attention 
to capitalizing this prestige for the bene- 
fit of the hardware business—retailer, 
jobber and manufacturer. 

MeKinney counselled with hundreds 
of retailers in determining what was the 
most outstanding diffieulty in a builders’ 
hardware sale. Briefly, the great ma- 
jority stated that home builders shop 
for hardware so late in the process of 
building that their depleted pocket books 
prevent them from buying as good hard- 
ware as they actually desire. 

With this fact established, MeKinney 
planned its advertising to correct the 
evil. Any reader not aequainted with 
the specific way MeKinney is working 
to this point ean either refer to The 
Saturday Evening Post, August 9th and 
September 13th issues, or write to the 
address below for advance proofs. 


McKinney announces a continuance 
of this good work and offers to advise 
individual companies as to the best ways 
of securing the greatest benefits locally. 


For information concerning the above, 
address 
J. P. McKinney, 
Vice-President, 
In charge of sales, 
McKinney Manufacturing Co., 
Pittsburgh. 


By McKINNEY 


About Consumer Inquiries 

The reader has probably noticed that 
MeKinney’s recent consumer advertis- 
ing invites inquiries. This phase of the 
advertising was only added after con- 
siderable time and thought were ex- 
pended in the creation of something that 
would be of practical value to the con- 
sumer in his home building. 

Not only was the idea found but it is 
now in nation-wide use. Further, this 
added service can be tied in with your 
store so well that it is our intention to 
give you the complete picture here. 

When an inquiry is received, a set of 
MeKinney Forethought Plans are sent 
immediately, together with a letter which 
not only urges an early selection of 
hardware but also recommends to the 
prospect the retailers in the vicinity who 
handle MeKinney products. 


The Plans 

The very fruitful part of the work is 
the actual plans which solve a hereto- 
fore vexing problem of the home builder. 
They give plan views of all the standard 
pieces of furniture sealed down to fit 
exactly all house plans. Suggestive in- 
structions are given showing just how 
they can be used. They are printed on 


stock which is readily eut, but which 
shape. 


maintains its So, after the 
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various pieces of furniture are eut out, 
the home builder can move them about 
until he has arrived at the best possible 
arrangement. This affords the oppor- 
tunity to eliminate possible errors in the 
placement of base plugs, location of 
fixtures and swing of doors. 

There is no string tied to this helpful 
service. And beeause of that, a power- 
ful good will is piling up for McKinney 
Hinges. 


In line with this work, McKinney 
wishes to announce its earnest desire to 
have the «readers of this magazine re- 
ceive the fullest benefits of this carefully 


laid plan, locally. 


For samples of the plans and a dis- 
cussion of the best way to turn the tide 
of this business into your store, write 

J. W. Farr, 
Advertising Manager, 
MeKinney Manufacturing Co., 
Pittsburgh. 


The Print Order for FouRTHOUGHTsS Is 
Being Increased 

FourtnouGuts, which is a_ private 
publication, is now being received by a 
limited number of representative hard- 
ware men over the country. It is a very 
informal sort of a document and is only 
meant for hardware men, as you readily 
appreciate if you have seen a copy. 

; 


The expenses of the publication, 
whieh are not great, are entirely ¢de- 
fraved by MeKinney Manufacturing 
Company. The original intention and, 
in fact, the present intention is to 
keep the cireulation quite restricted. 
This is done mainly to allow a great 
deal of freedom and familiarity in its 
columns. 


However, there have been so 
many requests for FOURTHOUGHTS 
from men who we know would 
enjoy it that McKinney wishes to 
announce that the print order is 
being increased next month. 





If you would like to be ineluded 
in this group and receive Four- 
THOUGHTS regularly write 
promptly to 

Editor of FourrHovuanrts, 
Yo MeKinney Mfg. Co. 
Pittsburgh. 
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named by the jobbers recently, but rep- 
resent a rather stiff advance over what 
was actually done a few weeks ago. 
There is no change in local jobbers’ 
prices. 


We quote 
as follows: 

Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 


out of jobbers’ stocks, 


cut threads, 60 and 10 per cent off 
list: carriage bolts, small rolled 
threads, 60 and 10 per cent off list; 


all sizes cut threads, 60 per cent off 
list; nuts, hot-pressed blank or 
tapped, 4c. off list; c.p.c. and t. blank 
or tapped, 3.60c. off list; rivets, small 
wagon and tinners, 60 and 10 per 


cent off list. 

BUILDERS’ HARDWARE.—Present 
demands are light, but the trade is look- 
ing for a good fall business, which is 
expected to get under way in about 30 
days. Fall building activities promise 
well. Prices are well set and so there 
is no expectation of lower quotations on 
the leading products. 

COAL MINE SUPPLIES.—Demand for 
coal is improving and the response to 
that development in picks, shovels, 
lamps, caps, etc., has been reasonably 
prompt. Orders run small, but they at 
least are more numerous than they have 
been and jobbers find their shipments 
on suspended orders. 


POST MAULS.—A St. 





Louis maker 
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has announced prices of $2.90 per 100 
lb. for iron faced mauls and $4 for wood 
faced, f.o.b. St. Louis. 


SASH WEIGHTS.—Western Foundry 
& Sash Weight Co. has announced a 
price of $1.92% per 100 lb. for lots of 
10,000 lb. or more and £1.97% for lots 
of less than 10,000 Ib. 


SPORTING GOODS.—Interest is in- 
creasing and there is a steady move- 
ment against spring orders, notably in 
guns and ammunition. 


STOVE PIPE AND ELBOWS.—Busi- 
ness lately has been rather brisk 
through increased specifications against 


spring orders. Prices are holding well. 
We quote polished 
stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15.65 per 
100 joints: elbows, $1.54 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, 75c.; collars, 40c. 


PAINTS, VARNISHES, ETC.—Good 
business still is reported in paints, al- 
though August will not show quite so 
well in point of sales as did the preced- 
ing months of this year. Paint prices 
are unchanged. White lead is higher, 
as is also turpentine and linseed oil. 


blue nested 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 14.75c. per Ib. in 100-lb. 
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lots: 19 per cent less in lots of 500- 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1.05 per gal. in barrel lots; lin- 
seed oil, $1.16 per gal. in barrel lots. 


WINDOW GLASS.—Recent price re- 
duction has been followed by some 
rather good orders, but evidently there 
is not enough business to go round as 
there are cases of additional price con- 
cessions. Plate glass prices are slight- 
ly lower. Jobbing prices follow: 


Window glass, single strength, A 
and B, 84% per cent off list; double 
strength A, 86 per cent off list; B, 87 
per cent off list. Polish plate glass, 
78 per cent off list; special sizes, 74 
per cent off list. 


WIRE PRODUCTS.—Recent prices are 
holding, with a fair demand noted in 
nails, but not much activity in other 
products. Local jobbers are disturbed 
by reports from the East of a mill base 
on nails $1 per ton below what is re- 
garded as the regular market. 


Jobbers quote retail trade 
stocks as follows: 

Wire nails, $3.15 to $3.20 base, per 
keg; galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3.10 per 100 Ib.; No. galvanized 
fence wire, $3.50 per 100 lb.; Woven 
wire fence, 7 bar, 26 in., No. 11 gage, 
$27.12 per 100 rods; 
No. 9 gage, $36.14. 


from 


same size, all 


Business in Cincinnati on the Up-Grade 


—Wholesalers Look for Increase in Buying 


(Cincinnati Office of HARDWARE AGE.) 


ESPITE the fact that many dealers are taking their 
1) vacations, jobbers report that sales this month will 
be fully equal to those of August of last year. 
When it is considered that salesmen also are taking their 
holidays, it looks as though business generally was on 


the up-grade. 


Character of the buying has not changed materially, 
dealers still ordering only for their very immediate needs. 
In fact, buying may now be classed as of the day-to-day 
Little attention is being paid as yet to futures, 
but with the first of September it is expected that orders 
for fall merchandise will be placed more freely. 


variety. 


ALARM CLOCKS.—Demand _ steady, 


stocks fair and prices firm. 


ALCOHOL.—Demand heavy for dena- 
tured alcohol, and prices have advanced 
2c. per gallon. Shortages are expected 
to develop, and further price advances 
are not out of reason. 


We quote from Cincinnati jobbers’ 
stocks: Denatured alcohol, 52c. gal., 
with charge of $6 for drum. 


AUTOMOBILE ACCESSORIES. — De- 
mand has been considerably better than 
last year, with prices steady, and some 
items hard to get. In fact shortages 
of smaller sized tires is rather acute, 
the explanation being that recent hot 
weather interfered considerably with 
manufacturing operations, so that fac- 
tories are away behind on orders. 
AXES.—Orders generally for immedi- 
ate delivery, but some dealers have 
placed their futures. Prices steady and 
unchanged. 


undoubtedly will be the case if the present stability of 
prices is maintained. 

A canvass of the trade made by several jobbers indicates 
that stocks in dealers’ stores at the present time are at 
about the lowest point in the history of the trade. 
a sudden spurt in buying, it is almost a certainty that 


With 


shortages would develop, as manufacturers have not piled 


receive orders. 


This 
BALE TIES.—Demand consistently 
good, stocks ample and prices un.« 


changed. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties, 8% ft. 
15-ga., $1.45 bundle; 9 ft. 15-ga., $1.54 
9% ft. 15-ga., $1.60; 9 ft. 14-ga., $1.75; 
sien 14-ga., $1.85; 10 ft. 14-ga., 


BOLTS AND NUTS.—Stiffening of 
prices by manufacturers reflected in 
local jobbers’ quotations, and advances 
are expected to materialize. Mean- 
time demand classed as fair, and stocks 
in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off; stove bolts, 70 and 10 


off; semi-finished units, and 
smaller, 75 off; large sizes, 65 off. 
BUILDERS’ HARDWARE. — Demand 


keeping up well, and sales entirely sat- 
isfactory. Reports are heard of diffi- 
culty of securing goods, but loca! stocks 


up any stock to speak of, and are running only as they 


There have been few price changes made by jobbers, 
and only two cases of manufacturers changing, both of 
these being advances. 

Collections are improving steadily. 


at the moment are in good shape and 
prices are steady. 


CLIPPING AND SHEARING MA- 
CHINES.—Local jobbers are in receipt 
of new price lists, which show sub- 
stantial advances over present prices. 
New prices have not been worked out, 
and will be published later. Demand 
is fairly good and stocks adequate. 


EAVES TROUGH.—Demand heavy, 
prices steady and stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.51 per doz. 


ELECTRICAL GOODS.—Demand for 
electrical goods is very satisfactory. 
The Cincinnati Electric Club is holding 
a big electric show at one of the local 
amusement parks, and interest is city- 
wide, especially in household devices. 
(Continued on page 72) 
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Sell Extra Room with 





VANISHING DOORS . 


Space saved by using R-W Vanishing 
Door Hardware in an 8-room house 
is equivalent to a room 9 x 14 feet 


Today’s high building costs make it imperative that 
no waste space be permitted. R-W Vanishing Doors 
save space by permitting furniture to be placed on 
either side of the doorway, and also prevent adjoining 
doors from swinging and banging against each other. 


Another advantage of Vanishing Doors is that they 
abolish the inharmonious effect produced by swing- 
ing doors when they open into rooms of conflicting 
finish. They are silent in operation, do not rattle on 
windy days, and cannot slam and bang. 


Doors hung on R-W Vanishing Door Hardware dis- 
appear into the wall at a touch. They can be left 
open, for ventilation, at any desired width without 
the bother of “propping.” Ball-bearing, adjustable 
hangers prevent sticking and thus saving after-expense 
when the building settles. 


Your customers will appreciate knowing about 
R-W Vanishing Door Hardware. You should 
have a copy of our catalog, ‘“Modern Hardware 
for Your Home,” to show them. It contains much 
information. regarding R-W' Vanishing Door 
Hardware and other items of hardware for the 
up-to-date home. Write today to Department Al 
for a copy of this sales-making book. 





Also exclusive makers of Slidetite Garage Door Hard- 
ware and AiR-Way Multifold Window Hardware 











New York be . Chicago 
Bonen ichards-Wilcox Mf$.(0. ise 
Philadelphia - Omaha 
Clevatend ANHangver forany Door that Slides Kansas City 
Cincinnati AURO RA, ILLINOIS.U.S.A. Los Angeles 
a RICHARDS-WILCOX CANADIAN CO., LTD. ew 
r Winnipeg LONDON, ONT. Montreal 
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The show will undoubtedly boost the 
sale of electrical devices, and wide- 
awake dealers are preparing to take 
advantage of the opportunity offered 
to get at least part of the business. 


FIELD FENCE.—Demand fair, prices 
steady and stocks in good shape. Fall 
demand expected to be considerably 
ahead of the past few years, as farm- 
ers in the vicinity have good crops and 
prices are satisfactory. 


FILES.—Demand fair, stocks adequate 
and prices unchanged. 


FRUIT AND JUICE PRESSES.—With 
a good crop of fruit, the demand for 
presses is expected to be above nor- 
mal. Sales to date have been satis- 
factory. Stocks in good shape, and 
prices steady and unchanged. 


GALVANIZED WARE.—There has 
been a fair demand for galvanized 
ware, but future orders are not heavy 
as yet, though some have been placed. 
Stocks ample and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.:; 14-qt., 
$3 per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz.; 
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No. 2, $7.60 per doz.; No. 3, $8.85 per 
doz. 


HAMMERS AND HATCHETS. — De- 
mand for hammers and hatchets be- 
ing maintained, and stocks are in fair 
shape with prices firm. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz., 
hammers, No. 81, $10.50 doz; Boy 
Scout axes, $11.50 doz. 

HANDLES (AGRICULTURAL).—Con- 
sistent demand for farm implement 
handles, reported, especially from farm- 
ing districts, where buying has been 
light for several seasons. Prices are 
strong, and stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 

$3. 35 doz.; 6 ft. straight, 
7 ft. straight, $6.50 doz.; 5 
ft. bent, $3. 35 doz.; 6% ft. bent, $3.95 
doz.; 6 ft. bent, $5 ‘doz. ; ; Long manure 


forks, $2.85 doz.: D-shovel handles, 
0z.; D- -shape handles, $5.85 doz. 


IRON. AND STEEL.—Demand steadily 
improving, and August sales will be 
considerably ahead of July. Prices 
steady and stocks in good shape. 
We quote from Cincinnati jobbers’ 
stocks: Iron and steel bars, 0c. ; 
plates and shapes, 3.40c.; 
4.35¢.; bands, 3.95c. ; cold-rolled 


rounds, 4.05c.; cold-rolled flats, 
squares and hexagons, 4.55c. 


hoops, 
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LANTERNS.—Demand fair, but mostly 
for immediate needs, though some fall 
business has been placed. No price 
changes. 


We quote from Cincinnati jobbers’ 
stocks: Supreme No. 210, $7.75 doz.; 
Supreme, No. 240, $12. 75 doz.; : 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Blectric, $15 doz.; Monarch, $18 doz.; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $3.50 doz.; 
Blizzard. No. 2, $13 doz.; Blizzard, 
brass font and top, $18 doz.; Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Indications point 
to lawn mowers next year being on 
an average of 25c. each cheaper than 
this year. At least that is what one 
jobber figures the reductions received 
from several manufacturers. Demand 
has been satisfied and stocks are cleaned 
out. 


NAILS.—Sales have been fairly good, 
and though reports are heard of lower 
prices being quoted, these have no 
foundation. Stocks are in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 
keg, base; cement coated nails, $3 per 

eg. 








John M. Townley Says: 


Distribution of Knowledge 
Is the Biggest 
Merchandising Problem Today! 


I have been thinking over your question, “What is 
the greatest problem of merchandising today ?” 

My answer would be economical and efficient distri- 
bution. The most economical distribution might not 
be at all efficient and on the other hand the most effi- 
cient distribution might not be economical. It is a 
happy combination of the two that will sole the mer- 
chandising problem. 

In the times of prosperity every one is content to go 
along the lines they are following. Just like in sailing 
if you have a good wind astern there is no use of shift- 
ing sails and changing course provided the wind is 
blowing in direction that you want to go. 

When a fellow begins to beat back against the wind 
then he tries first one tack and then the other. It 
seems a good many manufacturers are trying new 
tacks, new plans. Those who have been going direct to 
the consumer are wondering if it isn’t better to go 
some other way. Those who have been going direct 
to the retailer are finding overhead cost so great that 
they wonder if there isn’t some other way better. Those 
who have been selling through wholesalers wonder if 
they can’t increase their output by doing direct, etc. 

In all of this distribution work the problem is to 
eliminate the lost motion; this is a slow process, a 
change is going on all the time. Elimination and 





change is constant, weak dealers can’t stand the pres- 
sure of bad times; they are eliminated by failure. 
Other eliminations take place through consolidation. 
There may be too many retailers, too many wholesalers 
and too many manufacturers in certain lines, but you 
can’t resort to murder to get rid of them. If they are 
going to die they will have to die a natural death. The 
more staple the product the more distributors there 
are sure to be. For example, look at the number of 
distributors in the grocery business. 

There are certain fundamental distribution costs 
that can’t be gotten away from. It is going to take 
study and knowledge on the part of those in business 
to run their business successfully. Increasing this 
knowledge seems to me would be the solution. 

We find the best way to distribute knowledge is 
through our salesmen. What you have to tell any one 
seems to soak in better if spoken by word of mouth. 
The printed word helps a lot but it really takes per- 
sonal contact to get things across with thorough un- 
derstanding. That’s the reason I cannot help believ- 
ing that the personal contact system through whole- 
saler and retailer is the most economical and efficient 
but it means the necessity of constantly sharpening the 
tools, that is, better educating the salesmen so that 
the true story comes through to the ultimate consumer. 
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The saws that sell best 
are described in the 


“DISSTON CROSS-CUT 
“x. SAW BOOK” 











IT’S FREE 
OR example, the Disston Suwanee and the Vir- j, TO YOU 
ginian — favorites among wide saws; the Buzz and ~~ ise 
the Zip, of medium width; the Beaver and Kenne- The Suwanee, Virginian, Cut Saw Book,”’ 56 
Buzz, Zip, Beaver and pages of saw facts, tells 
bago, for those who use narrow saws. Kennebago are examples you how to help your 
of the highest grade cross- customers get the right 
Whatever styles your customers need there are cut saws made by Disston. cross-cut saws. Write 
Di S t : th for it to our Dept. 
sston aws to sult em. CA better one-man saw ; 
Disston Cross-Cut Saws are made of Disston Steel, The Cedar Savage —“‘four 
perfected in the Disston Steel Works, where the first sil kinds of timber. Two | 
crucible saw steel in the United States was made. Le ing etre pe large 
Back of them are 84 years of saw-making experi- run with minimum set. 
Narrower than ordinary 





one-man saws. Alllengths, 
3 to 6 feet. 


ence; the same experience that made the Disston 
Hand Saw “The Saw Most Carpenters Use.” 

By specializing in DISSTON Cross-Cut Saws, you 
can increase your volume of sales. The Disston name 
on a saw means a lot to your customers; it protects 
them and you. 


HENRY DISSTON & SONS, Inc. 
Philadelphia, U. S. A. 


DISSTON 
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New York Believes Market 
Tendencies Strengthening 


—Bolts Up 5% 


Business improvement continues slowly but surely in the New York 


wholesale hardware market. 


are numerous but small. In som 


As we have repeatedly reported, orders 


e districts of the metropolitan area 


conditions are somewhat slower than they have been, which is attrib- 
uted to the vacation period which is now on in full swing. 
A number of small price changes continue to be made in New York 


by jobbers, but the number of m 


ajor changes are somewhat limited. 


Bolts, however, are reported to have been advanced about 5 per cent 


by some makers. This advance 


these pages. 


was predicted some time ago on 


The thing that is causing a good deal of comment in this section is 
the stronger tendencies in the steel market, which is vividly reflected 


on the New York Stock Exchang 
World said last week: “As steel 
of steel stock is now nation wide. 


e. As one writer in the New York 
goes, so goes the market. Buying 


As to the state of the steel] industry, the weekly résumé of The Iron 
Age, the leading journal of the trade, says: 

“The rate of steel ingot output this week again indicates a small in- 
crease for the industry as a whole, and again larger operation is ac- 


companied by yielding prices in 


important products, more particu- 


larly plates, shapes, bars and wire. 


“At the same time the Chicago 


district furnishes some items in an 


improved railroad demand that has been talked of for weeks, but more 
as a hope than as a definite expectation. The first of these is the prob- 


able placing of steel this week for 


1000 hopper cars by the Chesapeake 


& Ohio. Inquiry has been made by the Illinois Central for 6400 freight 
cars, while the Santa Fe is expected to come into the market soon for 
5000 cars and the Texas & Pacific for 2000. 

“The Steel Corporation is reported to be somewhat above 55 per 
cent on ingots and slightly higher on rolled products. The entire in- 


dustry was probably close to 55 
some cases there is less than a 
rate.” 


per cent as the week began, but in 
six-day operation at the scheduled 





Cider Presses Active 


Demands are good for cider presses, 
particularly from rural and suburban 
dealers. Prices are firm and stocks are 
said to be in reasonably good condition. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Cider presses (Boss), No. 1, $6.25 
each; No. 2, $7 each; No. 2%, $9.50 
each; No. 3, $12 each; No. 4, $15.50 
each. All of these have either wood 
or iron 7. Presses with hinged 
tubs add $1.5 

Cider Bll $6.25. 


Fruit presses, 2 qt., $2.98 each; 
4 qt., $4.85 each; 6 qt., $6.50 each; 
12 qt., $9 each. 


Screws in Good Demand 


Interest continues without abatement 
in this market for screws of all kinds. 
Prices are firm and stocks only fair. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Screws, flat head, steel machine 


screws, 70-10 per cent. 

Round head steel machine screws, 
70-10 per cent. 

Flat head brass 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 

Galvanized iron, 60-20- 5 5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

~ eae head blued, 72Y,- 20-5-5 per 

nt. 

Round head nickel plated, 6214-20- 
5-5 per cent. 

Round head brass, 67%4-20-5-5 
cent. 

Prices vary in different sections of 
the city. 


machine screws, 


ce 


per 


Nails Quiet 


Interest in nails is confined to im- 
mediate requirements. Stocks are not 
large and the price situation is still re- 
garded as weak by many jobbers and 
retailers. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Nails. —Wire nails, $3.75 base per 

“Cut nails, $4.35 base per keg. 

Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 12, plain, $5.20 
per 100 lb.; galvanized, $8. 20 per 100. 

American felt roofing nails, % x 


10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


Battery Requirements Large 


Sales of batteries are reported to be 
very large. Prices are holding, and 
stocks are said to be fair. 


Jobbers’ quotations to 
f.o.b. New York: 

Batteries.—Red seal, 26c. each. 

Radio batteries, No. 771, 42c. each: 
No. 763, $1.05 each; No. 7 $1.33 
each; No. 764, $1.22 each: No. 766, 
$1.40 each; No. 767, $2.62 each. 


retailers, 


Bottle Cappers Moving | 


Good sales are reported by local job- 
bers. Prices are firm and stocks are 
apparently satisfactory. 


Jobbers’ quotations 
o.b. New York: 
Eveready metal base, 

each; Rimeco bottle 


retailers, 


No. 3, 88c. 
capper, $1.46 


to 
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each; Crown bottle cap, 5-lb. bag, 
$1. 10 per bag. 

Jar rubbers are being quoted in the 
local market at 80c. per gross in 12- 
gross lots, and 85c. per gross for less 
than 12-gross lots. 





Pail Sales Increasing 


Local jobbers report increased de- 
mand for galvanized pails. Prices are 
holding; stocks are in good condition. 
Fall business is expected to be good. 


Jobbers’ quotations retailers, 
f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%c. each; 12-qt., 2444c. each; 
14-qt., 27%4c. each: 16-qt., 3344c. each. 


to 


Cleaner Interest Confined 


Jobbers report small buying on fu- 
tures. Sidewalk cleaners are more or 
less quiet, although a number of in- 
quiries have been reported. Prices are 
steady and stocks ample. 


Jobbers’ quotations 

o.b. New York: 

No. 24, $4 per doz.; 
per doz.; No. 27, $8 per doz.; 
$9.50 per doz. 


Sash Cord Holding 


Demands for this line are more or less 
limited to actual requirements, although 
some local holders report stronger buy- 
ing tendencies. Prices are firm and 
stocks fair. 


Jobbers’ quotations 
f.o.b. New York: 

Phenix is being quoted at 52c. and 
Ble. per lb. and Etna 45c. and 44c, ~ 
per lb. Prices vary in different parts 
of the city, according to different 
brands. 


to retailers, 


No. 26, $5.95 
No. 28, 


to retailers, 


Butts Active 


Continued activity is reported for 
builders’ hardware of all kinds. This is 
particularly true of butts and garage 
door sets, which are in very active de- 
mand in the local market. 


Jobbers’ quotations to 
f.o.b. New York: 

Butts.—3% x 3% case lots, sais 
per pair; in less than case lots, 26 
per pair 
Gara e Sets. —(Stanley, 1776J). Lots 
of 6, $2.95 ct _ In lots of less 
than 6, $3.10 p 

Garage Holders. rs CTT). $2. 


retailers, 


Scattered ‘Rake Buying 


Although there are no large demands 
for rakes, some suburban dealers are 
placing orders for their pick-up needs. 
Demands in this line are, however, 
scattered and confined. 


Jobbers’ quotations 
f.o.b. New York: 

Wooden Rakes.—Wooden hay rakes, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 


each. 

Ladies’ Lawn Rake.— Two wood 
bows, 18 teeth, varnished head, 5-ft. 
handle, 60c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, securely 
fastened to head, pinned teeth and 
head, 55c. each. 

Genuine Yamada lawn rake, 95c. 

“Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 
514-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 81c. each; 16 teeth, 89c. each. 
Malleable, 12 teeth, 32c. each; 14 
teeth, 36c. each; 16 teeth, 40c. each. 


to retailers, 


Reading matter continued on page 76 
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The Right Size for Garden Hose to be used with 
Standard Hose Fittings 














MECHANICAL RUBBER GOODS MERS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company Empire Tire & Rubber Corp. New York Belting & Packing Co. 
Boston Belting Company The B. F. Goodrich Rubber Co. Pioneer Rubber Mills 

Boston Woven Hose & Rubber Co, Goodyear Tire & Rubber Company Quaker City Rubber Company 
Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co, Thermoid Rubber Company 
Combination Rubber Mfg. ‘Co. Hewitt Rubber Company United States Rubber Company 
Electric Hose & Rubber Co. Home Rubber Company Voorhees Rubber Mfg. Co. 


Murray Rubber Company 
































Interest in Stove Goods 
Still Limited 


Although jobbers report slightly more 
interest on the part of dealers for stove 
goods, actual orders are small. Prices 
are holding; stocks are said to be ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Dampers, 4% in., 10c. each; 5 in., 
10c. each; 5% in., llc. each; 6 in., 12c. 
each; 7 in., 18c. each. 

Stove pipe elbows, 4% in., 13c. each; 
5 in., 14c. each; 5% in., 16%c. each; 
6 in., 18c. each. 

Stove lifters, 1 in., 6c. each; 2 in., 
74%4c. each. 

Stove pipe collars, a in., 3c. each; 

in., 4c. each: 4c. each 


5% in., 5c. each; 6 in., Bige. each. 


Latches and Lock Sets 
in Strong Demand 


Sales are reported as very active in 
the New York market for latches and 
lock sets, which are holding at firm 
prices. Stocks are said to be fair. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Yale latches, No. 042, $1.56 each; 
No. 043, $1.56 each; No. 44, $2.81 
each; No. 45, $2.50 each: No. 46, $2.50 
each. Dead locks, $1.87 each. No. 
750 Huber latches are being quoted 
at $1.29 each. 

Lock sets, in case lots, 60c. per set; 
in less than case lots, 63c. per set. 


Interest in Weatherstrip 
Reported Improving 


Better demands are said to be coming 
in for weather strips, since the advance 
of 10 per cent announced last week. 
Stocks are ample. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Weather Strip.—Double edge, 60- 
10 per cent; special. extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent. 


Small but Steady 


Interest for Hose 


Although the demand has greatly les- 
sened, there is a small but steady inter- 
est for garden hose at firm prices. 


Jobbers’ quotations to 
f.o.b. New York: 

Molded hose, llc. per ft. for 25-ft. 
lengths and 10%%c. for 50-ft. lengths. 

Garden Hose.—4-ply, 8%c. per ft.; 
5-ply, 94%4c. per ft.; 6-ply, lic. per ft. 
Good Luck brand, llc. per ft. Milo 
brand, 12%c. per ft. Bull Dog brand, 
13%c. per ft. 

Nozzies.—53c. each; 
for boxes. 

eveach. 1%, % and %-in., 
10%c. eac 

Hose Cla ee anon. %, % 
and %-in., $2. PS2.0 , $2.15 respectively 
per 100; brass, ae sizes, $3, $3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), %, 
5 and %-in., 7%c. each. 

Hose Reels.—M. & K. No. 2, $2.95 
each; No. 10, $3.90 each; No. 20, $4.45 
each. Victor, $2.05 each. 


retailers, 


less 5 per cent 


Drop Shot Higher 


Local quotations on drop shot have 
advanced. 
bags at $3.65 per bag. 


ditions within the industry. 





Jobbers are quoting 25-Ib. | 
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Price Changes 


Bolts were advanced about 5 
per cent by some makers. Local 
jobbers have not, however, put the 
new prices into effect generally 
throughout this district. 

Square mesh wire cloth was re- 
duced by some jobbers 50 cents 
per 100 sq. ft. 

Tackle blocks have been ad- 
vanced by some jobbers 10 per 
cent. 

Solder has been advanced lec. 
per lb. 











Square Mesh Cloth 
Drops 50 Cents 


A reduction of 50c. was made by local 
jobbers on square mesh wire cloth. 
ee quotations, f.o.b. New 
eas mesh cloth, 2 x 2, $4.50 per 


3 x 3, $4. 75 per 100 sq. ft.; 


4x 4, $5 per 100 sq. ft.: 6 x 6, $5.50 per 


100 sq. ft.; 8 x 8, $6 per 100 sq 


Tree Stand Queries 
Reported 


Although futures of. all kinds are 
slow, jobbers report more queries are 
being received. The following quota- 
tions are being made on Christmas tree 
stands: 


Jobbers’ quotations to 
f.o.b. New York: 


retailers, 


Tree Stands (Crown).—No. 2, 66c. 
es No. 38, $1.10 each. Gem, 35c. 
eacn. 


Scoop Orders Growing 


Better interest is reported for furnace 
scoops. Stocks are fair, prices firm 
and jobbers anticipate good fall busi- 
ness in this and kindred lines. 

Jobbers’ quotations to retailers, 


f.o.b. New Yor 
No. 2 steel “D” handle, $5.50 per 


doz.; No. 2, wood “D’’ handle, $7.25 
per doz.; long handled _ furnace 
scoops, $5 per doz.; Ideal “D’’ wood 
and long handle, $10 per doz. 


Bolts Up 5 Per Cent 


Some makers have advanced prices 
of bolts 5 per cent. All of the local job- 
bers have not made this change, and it 
is said that all of the manufacturers 
have not announced any changes. The 
possibility of an advance was predicted 
in these columns several times during 
the past few weeks. The reason for the 
advance is said to be competitive con- 
It should 
be noted that local jobbers are still 
quoting the old prices. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Bolts.— Common ecarriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 


50-10 per cent. 
both 


Lag screws, 50 to 

Stove bolts, 75-10-5 per cent; 
flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 3344 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 
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Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 


Spring cotters, 30 per cent. 


Copper rivets and burrs, 40 per 
cent. 

Round head iron rivets, 60-5 per 
cent; 10-in. rivets, black and tin, 


60-10 per cent. 
Cap screws, 80 per cent. 


Solder Up 1 Cent 


Another advance of lc. per lb. was 
made effective during the past week by 
local jobbers on both bar and strip 
solder. Kester solder advanced 1c 
per lb. The demand is said to be strong 
and stocks are fair. 


Reg 4 quotations to 
New Yor 
“Sine solder, 38c. per lb. Strip solder, 
43c. per lb. Kester solder, acid or 
rosin core, 62%c. per Ib. 


retailers, 


Buck Saws Moving 


Buck saws are being moved in small 
quantities to suburban and rural dis- 
tricts. Stocks are reported adequate 
and prices firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Buck Saws.—30-in. blades, No. 50, 
80c. each; No. 40, $1.20 each; No. 45, 
$1.28 each. 

Saw bucks are being quoted at 54c. 
each. 


Winter Quotes 


Ames long-handle snow shovels are 
being quoted locally at 82c. each. Sled 
backs are being quoted at 75c. each. 
Snow pushers are being quoted: 18-in., 
$1; 24-in., $1.40; 31-in., $2.75 each. 


Wire Attracts Small 


Interest 


Practically all buying that is being 
done at the present time for wire goods 
is confined to pick-up requirements. 
Most prices are holding; stocks are 
broken. 

Jobbers’ quotations to retailers, 
f.o.b. New York: 

Barbed Wire.—50-ft. coil, 52c.; 100- 
ft. coil, 95c. 

Wire.—Annealed Lime Wire, 12-Ib. 
stone, plain, No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 

Galvanized wire, No. 16, $1.08; No. 


18, $1.25; No. 19, $1.35. 
Galvanized steel wire, 100-lb. bun- 


dies, No. 4, $5.75; No. 6, $5.75; No. 8 
$5.75; No. 10, $6; No. 12, $6.35; No. 14, 
- 65; 10-lb. bundles, No. 6, $7.50; No 


$7 55: No. 10, $7.80; No. 12, $8.10; 
No: 14, $8.35. 

Staples. — Poultry netting on. 
%-in., 1-lb. package, 10c. per Ib.; 
10-lb. box, 9c. per lb.; 100-Ib. Mt toeg Tie. 
per Ib. 

Barbed wire staples, 1%4-in., 25-lb. 
to the "me $7.50 per 100; 100-Ib. keg, 

6.75. Barbed wire staples, 1%-in., 
25 lb. to the box, $7.50 per 100; 100- 


lb. keg, $6.75. 

Ribbon wire staples, 1%4-in., $6.75 
per keg. 

Poultry Netting.—From New York 
stocks, 45 per cent; f.o.b. Pittsburgh, 
45-5 per cent. 

Wire Cloth. —Jobbers’ quotations, 
f.o.b. New Yor 


Black wire cloth, 12-mesh, $2.30 per 
100 sq. ft 


Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh, $3.25 
per 100 sq. ft. 

Copper wee cloth, 14-mesh, $7.2 


per 100 sq 

one “140 ‘mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 per 
100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %4-in. mesh, $5 per 100 sq. ft.; 
34-in. mesh, $5.25 per 100 sq. ft.; 
%4-in. mesh, $5.50 per 100 sq. ft. 











August 28, 1924 HARDWARE AGE 

















Kitchenkook advertising is bringing the 
facts about this faster and better stove 
to prospective buyers everywhere. 


Every Kitchenkook dealer should have a 
copy of our booklet showing newspaper 
ads, picture slides, cuts, window and 
counter displays and other helps which 
are supplied to dealers on request. Ask 
for your copy and let us tell you how you 
can tie up with Kitchenkook advertising. 














ALBERT LEA 


ITCHEN KOO 


THE IDEAL COOK STOVE 
















Increase your stove sales 


with Kitchenkook 


For thousands of dealers the Kitchenkook has demon- 
strated its ability to built up a profitable stove business. 
Built by the Kampkook folks, Kitchenkook has the ad- 
vantage of the experience which has made Kampkook 
the biggest seller in the camp stove field. 


‘ 
Su hen “8 


Kitchenkook meets the demand for a stove that is different and 
better. It brings you all the features you have sought and failed 
to find in liquid fuel stoves; convenience, economy, cleanliness, 
safety and speed—50 to 100 per cent faster by actual test—faster 
than city gas. One or all burners going full speed in two min- 
utes from the scratch of the match. No chimneys, no wicks; 
nothing to renew or replace, no service calls. And it sells at a 
surprisingly low price. 


*s Acre at last 
Your ideal cook stove * 


Kitchenkook will put life in your stove department; it asks only 
a chance to show you what it can do. Write today for details 












of our exclusive dealer-agency plan and name of distributor in 








your territory. 


AMERICAN GAS MACHINE CO., Ine. 














The safety test 
shows the re- 
markable safety 
ef the Albert 
Lea Kitchenkoek 
with its air tight 
fuel tank. The il- 
lustration is a re- 
production of an 
actual photograph 
made while the stove 
was burning. 






Makers of the Kampkook 


Albert Lea, Minn. New York, N. Y. 











Arcade 
No. lI 
Steak Pounder 





Packed one 
dozento 
paper box— 
one gross to 
case. 


You Can Sell 
Areade Light Hardware 


And there’s a liberal dealer 
profit in this line for you. They 
sell over the counter at popular 
low prices—and you can depend on 
complete consumer satisfaction be- 
cause Arcade products have stood 
the test of 40 years. They stand 
the wear and are inexpensive. 


Let your customers know you 
sell Arcade hardware and toys. 


They're nationally advertised. 





ARCADE 


Little Giant Fruit Jar Wrench 


Another gee J Arcade seller for late summer 
and fall. its all standard Mason jars. Strong 
steel loop and a grip like a vise. isplay them 
on your counter. 


Write for catalog No. 30-M showing complete 
line of Arcade hardware and famous cast-iron 
toys. 


Your jobber will supply you. 


Arcade Manufacturing Company 
Freeport, Illinois 


AKCADE 


HARBDWRRE 
and TOYS 
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Miniature Pyrex Dishes for the 
Little Folk 


NEW Pyrex item that will. appeal 
irrisistibly to the little folks is 
the Pyrexette, recently placed on 

the market by the Corning Glass Works, 
Corning, N. Y. 

The Pyrexette is a set of six perfect 
miniature Pyrex dishes, and is prac- 
tical, educational and instructive inas- 


much as it teaches the little folk how 





to bake, using the appropriate recipes 
which are included in the outfit. 

Each set contains one casserole and 
cover, one pie plate, with wide flange, 
one bread pan, one pudding or baking 
dish, and two custard cups. Each set 
is supplied the retailer in an attractive 
corrugated board container, which may 
be used advantageously for window and 
counter displays. 


Vollrath Sink Strainers 
in New Sizes 


Vollrath Seamless Enameled Sink 
Strainers, originally designed and man- 


| ufactured by the Vollrath Co., She- 


boygan, Wis., are now being furnished 
in the depth of 2% in., 3% in. and 4% 
in. The largest size accommodates, to 
a better degree, the needs of the aver- 





age housewife and limits the number of 
emptyings. 

There are no depressions in the bot- 
tom corners of the sink strainers. The 
perfectly flat bottom admits of easiest 
cleaning with minimum labor. In the 
Vollrath seamless construction there 
are no crevices or grooves to catch the 
filth of the garbage. 

The feet of the strainer elevates the 
vessel 5% inches from the bottom of the 
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sink, which allows the housewife to 
empty the dishwater or flush the sink 
without disturbing the contents of the 
strainer, or causing them to be passed 
into the sink drain. 

The desirability of having a vessel of 
this nature, made with a non-absorbing, 
impervious enameled surface, is appa- 
rent to the dealer. 





Corcoran Mfg. Co. Adds New 
Fender Equipment 


Recognizing the excellent field for the 
production and sale of a_ well-built, 
sturdy automobile fender, the Corcoran 
Mfg. Co., manufacturer of Peerless 
Products for Ford cars, Cincinnati, has 
recently installed a giant press, said to 
be the largest of its kind in that sec- 
tion of the country, for the manufacture 
of its De Luxe fender. 

Four railroad flat cars were required 
to transport the press to Cincinnati, 
and two weeks’ time was employed in 
its erection. This draw press is what 
is known as a double crank toggle, 


' double back geared, with twin gear 


drive on the main shaft. It is equipped 
with forced feed lubrication on the 





order of the Alemite system and the 
dies rest on massive pneumatic cushions 


with automatic pressure control. The 
press is 22 ft. high from base to top, 7 
ft. wide between the uprights, and 
weighs 65 tons. It is operated by a 
40-hp. motor and is capable of exerting 
a pressure of 500 tons. 

De Luxe fenders for Ford cars are 
constructed in the same manner as 
fenders of the most expensive cars. The 
entire top is drawn from one sheet of 
heavy automobile steel, and the fenders 
are strongly reinforced, due to ridges 
and the arch principle. They are fin- 
ished with two coats of black Japan, 
each coat baked to flint-like hardness. 
The shape of these fenders is beautiful, 
following the curve of the wheels and 
having a high-class appearance which 
adds much to the looks of new or old 
Ford cars. De Luxe fenders will fit all 
types and all models of Ford cars from 
1917 on. 





8000 Read It and Like It 


(Continued from page 47) 


times accepts a piece of machinery 
and displays it to prospective cus- 
tomers for the rancher, or in other 
words, acts as selling agent for him, 


if the circumstances warrant it. It 
has proved one of the best things 
that the firm has ever done to build 
up good will and confidence. 
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eature Gifts for the Little Folks! 


COMMUNITY PLATE aud TUDOR PLATE Sezs in 
Charming New Boxes—Swure to Attract and to Sell / 


PRICES SUBJECT TO REGULAR TRADE DISCOUNT 


HE intrinsic appeal of Community juvenile pieces and sets has been increased many fold by the introduction of 

beautiful new boxes in full color—packages which will find cordial acceptance both from gift seekers and from the 
children themselves. “These boxes are now standard pack for all the pieces listed. In addition, the combination cartons 
of best-selling sets, offered below, are sure to stimulate sales. 






Buy by the Carton! Display by the Carton! 





ee 





BABY’S SPOON 






CHILD’S SET Six of these captivating little < 


(KNIFE, FORK AND SPOON) Spoon packages and two Fork- Sac 
and-Spoon sets are included in _ (Ste. 
























THIs DISPLAY-CARTON contains three of the above 5 Di Oye 
Child’s Sets, which sell for three dollars each. this Display-Carton. << = 
Well displayed it will lead to many additional sales Spoons sell at $1.00 each.) 


ee 
7 


of these popular children’s pieces. ; GM | 
) ‘ties ” Six Basy’s Spoons, and “ 


Two Basy’s Sers—in 
THREE 3-pc. CHILD’s SETs—in special Display-Carton, No. 44, $12.40 
special Display-Carton No. 43......$11.28 





[ ALL CARTONS CONTAIN ASSORTED, BEST-SELLING PATTERNS ] 





And TUDOR PLATE in these rollicking, full-colored Packages is Delightful! 


HILDREN will love them —and so will fond relatives and friends in search of really practical, inexpensive gifts. 
These charming boxes (no additional cost) are now standard pack in all three Tupor PLate designs—the Baronet, 
Duchess, and the new Queen Bess. 


Buy by the Carton! 








Display by the Carton / 









AT the extremely reasonable price of sixty- 
five cents and $1.30 respectively, these 
inviting little gift packets are sure 
: to find a ready sale. 
Tupor Prate Child’s Sets sell at 
the popular price of two dollars each. 
In a setting so fanciful and charming 
their appeal is irresistible. 


E1GHT BaBy’s Spoons and 
Four Basy’s SETs 





THREE 3-pPc. CHILD’s SETs in special Display-Carton, No. 45......$7.50 in special Display-Carton, No. 46 $13.12 
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Send for This Book 
of Free Samples 


It contains ten leaves of sandpaper about 
24 x 4 inches—grits ranging from 000 
to No. 3. 


Every clerk should have one as a prac- 
tical “handbook” on grit sizes. 


They are fine trade winners, too, to hand 
out to contractors and other quantity 
buyers. 


Let us send you a sample book, and ex- 
plain our plan for supplying you 
through your jobber, with quantities for 
distribution, based on the size of your 
order. 


Saat ARE 


Wausau 


1017 Harrison Boulevard 


Branch Houses 
Chicago St. Louis San Francisco 
Detroit Cleveland Portland 
New York Los Angeles Denver 
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The Two Functions of Salesmen 


(Continued from page 56) 





Just stop and think—haven’t you your own prefer- 
ences of all kinds? You buy certain kinds of goods. 
You buy certain items time after time. Why? Some- 
body at some period has “sold” you on the quality 
and advantages of these items. Just look back over 
the years and think what quantities of some of these 
goods you have bought. There may be other goods 
better than those you are using, but you do not know 
about them. You have become familiar with certain 
items, and habit is a tremendous factor in buying. 

One of the most successful salesmen I ever knew 
was an expert teacher. He not only knew his line 
from A to Z, but he knew how to tell about it in a 
most interesting manner. . This salesman, after the 
shop was closed, would talk to the clerks about his 
line. He was especially proficient in teaching retail 
clerks how to sell his goods. The proprietors of 
retail stores naturally had no objection to having 
their clerks taught free, gratis, for nothing. They 
welcomed these classes. This salesman built up a 
very large and profitable business on his line of 
goods. He has told me on more than one occasion 
that the best work he did in his territory was this 
educational work with clerks. As a matter of fact, 
I sometimes think that the mechanical part of 
business—simply the taking of orders—is of 
secondary importance to this other class of work. 
Almost any salesman has the ability simply to write 
down orders, but it takes a higher class of ability to 
do this class of real business building. 

Of course, I can hear some jobber’s salesman say: 
“That is all right in selling a line of specialties, but 
I represent a jobber and I have nothing to sell but 
staple goods—just about the same class of goods as 
all of my competitors.” If this is true, then your 
work is to sell your institution—to convince your 
customers that your house is the best house to buy 
from—that you are representing the very best people 
on earth. 

This is a great field of work. A very large per- 
centage of our salesmen are entirely overlooking it. 
Suppose the salesmen who read this article just try 
their hand at educational work. Take a few items 
at a time. Carry and show samples. If you will 
stick to it for thirty days, then review your sales 
and your experiences, you will be surprised. 

I know a salesman who once made a trip in the 
West, carrying by the chain a common steel trap. 
When he entered the hardware store he never talked 
about this trap. He just swung it around on the end 
of the chain. Customers would take the trap out of 
his. hand, examine it, and say: “What is the point 
of this trap? It looks to us like regular stock. Why 
do you carry it around?” “Well,” this salesman 
would reply, “how is your stock of regular steel 
traps?” Then he sold traps. Finally the customer 
would say: “But what is the great idea of carrying 
around this steel trap? We know what a trap is.” 
To this the salesman, with a bland smile, would 
reply: “Oh, I just decided to sell steel traps this 
trip, and I carry this trap around to remind myself 
that I am pushing steel traps. You see, it is just 
the same idea as when your mother tied a piece of 
thread around your finger before you went downtown 
to remind you to bring home the eggs!” 


“THE SALES MANAGER.” 
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He knew he should. 


have made more 
money bute 








As a merchant he considered himself a success. He gave him grave concern, and when he pressed his cus- 
had an attractive store, did a reasonable volume of tomers for money he was usually blamed for tardiness 


business, carried standard lines. in sending statements. 
But for some inexplainable reason his business had Credit was extended by his clerks beyond safe limits 
never shown the profit the sales volume justified. and disputed accounts became altogether too numerous. 
Only after he had installed his McCaskey Credit And the McCaskey System not only stopped all this 
System did he realize that hundreds of little losses had _ but increased his collections enough that he could dis- 
been draining his profits dry. count his bills—the amounts saved in these discounts 


alone paying for the McCaskey System its first year 
In rush hours, goods were delivered for which no of yse. 


charge was made. In copying and re-copying from 
order slip to day-book and ledger, mistakes were made. Your monthly loss without the McCaskey System is 


Those in his favor caused arguments with his cus- equal to the monthly cost of the system. 


tomers. The other mistakes were also his loss. 
Remember that. Then mail that coupon. It won't 


Collections were slow and the amount uncollectable obligate you. 


The McCaskey Register Co. . : 


Alliance, Ohio 
Galt, Canada Waterford, England 








COUPON 


| 


The McCaskey Register Co., 
Alliance, Ohio. 


cCASKe> Please forward information and 


TO eee description of the McCaskey Credit 


Syn te et an 
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Allith-Prouty 
“TEN-EIGHTY” 








for f olding-sliding 


Garage Doors 


TROLLEY swivel door hanger that 

has created an unusual demand. In- 

stallations permit the use of part or 
all of opening at one time. A weather-proof 
arrangement with no sagging or binding of 
doors. The swivel operates on ball bear- 
ings—the wheels on roller bearings—and the 
vertical side rollers insure further ease of 
operation. 
“Ten-Eighty” is scientifically engineered, 
and carefully manufactured from finest ma- 
terials—yet its cost is materially lower than 
you would expect to pay for a hanger that 
gives sO many years of satisfactory service— 
that possesses so many good features not 
found in any other. 
Ask your favorite hardware source regard- 
ing A-P products—or write us. Catalog 
upon request. 


ALLITH-PROUTY 
COMPANY 


HARDWARE MANUFACTURERS 


DANVILLE ILLINOIS 


Representative Jobbers Distribute 
A-P Hardware 
throughout the United States 


‘THE SIGN 























August 28, 1924 


Selling Small Hardware 


(Continued from page 49) 





shown to advantage, it is better to carry a reserve 
stock elsewhere. 

It goes without saying that the goods on display 
should always be clean and attractively arranged 
in size and price selection so that customers can, 
while the clerks are busy, handle the articles and 
note the prices. Much of the clerk’s time can thus 
be saved and the patience of the customer not tried 
so severely as when they cannot look at things they 
are interested in and their values considered. The 
thousands of items in a hardware store that people 
ordinarily know nothing about would find a more 
ready sale if everyone could be intimately handled 
by possible customers. 

The methods described hereinbefore will posi- 
tively aid in creating sales that now find their way 
to the cash drawers of other than hardware stores. 
There is no excuse for people to express surprise 
when finding their wants in a hardware store. We 
take it too much for granted that a hardware store 
is known to carry things which we (hardware men) 
know to belong there. The general public knows 
it in a general way but when it thinks of a specific 
item, the public is not as sure as we think it is. 

The catalog house has been built up on the fact 
that it shows the goods at least by proxy in their 
illustrated catalog with its descriptive matter and 
prices. Often in our business we buy goods from 
catalogs and, when we receive the goods, are shocked 
because they are not what we thought they would 
be and yet when we again peruse the description, 
we find them exactly as stated. It is obvious that 
our experiences along that line must be many times 
multiplied when consumers order that way because, 
as a rule, we are trained as buyers, while the con- 
sumer is only an amateur at the game. This ought 
to prove to us conclusively that the advantages are 
in our favor because we can show the goods them- 
selves, aS we are on the ground, while the picture, 
although it can produce an image on the mind, is 
of course vague and, therefore, negative, whereas 
an object actually seen produces a positive image. 
We can therefore “cash in” on this psychological 
fact. 

Why are some hardware men still so blind and 
why do they persist in hiding goods in bins and on 
shelves? Bring them out so that the light of day 
can shine on them. Don’t let the red painted store 
down the street get your women’s trade away from 
you. Don’t try it with cheap goods but show your 
better tools and hardware items in the same manner 
that they do. The lowly dime has an appeal to 
many but not all people buy cheap trash. Many 
will buy the better goods if they can do so with as 
little trouble and as conveniently in your store. 





Rot and Rust 


Only one-fourth of the property in the United 
States is properly painted. Owners do not realize the 
ravages of the destructive agencies of Rot and Rust. 
Chas. J. Caspar, general manager, Pittsburgh Plate 
Glass Co. 
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Forty Years of Hardware 


(Continued from page 54) 





would they have gone direct to the retail trade in 
selling goods? What would have happened to our 
own little hardware business out in St. Louis? What 
would have happened to the writer? Would he ever 
have been permitted to live long enough to bore the 
trade with “FORTY YEARS OF HARDWARE”? If 
that amalgamation had gone through it might have 
been “FORTY MINUTES OF HARDWARE!” 

I have before me long, dignified editorials on the 
subject of this amalgamation. In the afterlight of 
twenty-two years these editorials hang heavy with 
accumulated wisdom. I was at first tempted to brush 
the dust off my scrap book and quote many of these 
editorials at length, but I hesitate to do it. I have 
before me the list of the fifty-eight houses who cheer- 
fully passed over their options on their business to 
the promoters of this great scheme. Would it be 
interesting to publish these names today. I do not 
know. If any of the readers of this publication are 
sufficiently interested and wish to know these names, 
we will be glad to send the list upon application if they 
will inclose a stamped, self-addressed envelope! 

Here are some of the headings from the daily press 
of that day: 


St. Louis Republic, Sunday, March 23, 1902: 


“Combine Obtains Option on Simmons Hardware 
Company. Offer for Simmons Company Reported 
To Be in the Neighborhood of $7,000,000.” 


St. Louis Republic, Thursday, April 10, 1902: 


“St. Louis Center of Hardware Combine. Buying, 
Selling and Transportation of Merchandise To Be 
From This City. C. Simmons for President. 
W. D. Simmons, It Is Expected, Will Be Chairman 
of Executive Committee. Capital Fixed at 
$120,000,000.” 


St. Louis Star, Sunday, March 23, 1902: 


“Gigantic Hardware Trust After Two Big St. 
Louis Companies. Officers of Simmons Hardware 
Company Returned from Business Trip to New 
York Saturday.” 


St. Louis Republic, May 16, 1902: 


“Hitch In Deal For Hardware Combine. With- 
drawal of the Simmons Company Said To Have 
Caused a Collapse. Not Satisfied With Plans, 
George Simmons Says His Firm Found That 
Individvality Would Be More Preferable Than 
Combination.” 


St. Louis Star, May 15, 1902: 


“Hardware Trust May Be Failure. E. C. Sim- 
mons Said to Have Withdrawn. Iron Age Be- 
lieves Project Has Fallen Through.” 


The Globe-Democrat, May 17, 1902: 


“Reasons For the Collapse of the Hardware Deal 

As Seen Locally. Plans Too Heavy To Be Car- 

ried. Proposal Involved About 28 Per Cent Divi- 

dend on Existing Capital. 

“Under the proposed arrangement, the Simmons 
Hardware Company was to be paid $225 per share 
for all its stock, preferred and common alike. Half 
of this, or $112.50, was to be paid in cash, a quarter 
of it, or $56.25, was to be in preferred stock, and 
the same amount in common stock. The capitaliza- 
tion of the Simmons company is $4,500,000. The 
amount of cold cash that was to be paid them was 
$5,068,500. The book value of the Simmons Hard- 
ware Company, after paying its last dividend, was 
$4,100,000. In other words, without considering the 
stock payment at all they were to receive $962,500 
in cash over and above the book value of their estab- 
lishment. That condition of affairs was reflected in 
the stock market when the prospects of the con- 
solidation seemed bright. Prior to that the pre- 
ferred stock of the Simmons company was selling 
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TUBULAR RIVET & STUD 


Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 
did cost more would still 
be more profitable for 
you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you sell the Tubular 


Rivet and Stud Company 
Brand. . 
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AMERICAN BRAND 


Screen Wire Cloth 


“The Recognized 
Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
trade. 


It is heavily zincked after 
weaving by our modern elec- 
tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 
attractive finish, and adds to 


the firmness and durability of 
GALVANOID. 


Order now and take ship- 
ment early so as to assure your 
supply. If your jobber can- 
not furnish GALVANOID, ad- 
vise us and we will see that 
you are supplied. Your trade 
will appreciate the even mesh, 
uniform finish and the long 
wearing quality of GAL- 


VANOID. 


Do not accept substitutes. 
Look for the red-lettered tag. 


We also manufacture 
“AMERICAN BRAND” 
Pzinted—Bright Galvanized— 
Bronze — Copper — Special 
grades for particular require- 
ments. 


ubsidiary of 
Wickwire — Steel Corporation 
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American Wire Fabrics Corporation 


General Offices: 41 East Forty-second Street, New York 
Wercester— —. hy pam ce” 7 - aaa Francisco 


Western Sales Office: 208 So. LaSalle Street, Chicago 
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around $140, and the common vacillated from $165 
to $170, and at one time reached $175. But when 
it looked as though these consolidation prices would 
be paid, the common stuck close to the $168 notch, 
and the preferred climbed rapidly to exactly the 
same figure. 

“That $962,500 in the cash price to the Simmons 
company proved the stumbling block. When the 
representatives of those larger firms checked up the 
proposed payments, they balked at giving the Sim- 
mons house that extra $962,500. It was supposed to 
represent good-will and the trademarks on their 
specialties. These firms recognized the fact that the 
Simmons company had a splendid organization in 
every department and specialties of value, but they 
would not admit that these were worth almost a 
million dollars, without counting the stock that 
went as part of the price. They refused to enter 
the combination, the underwriters refused to go 
ahead without them, and the whole deal was off. 
That is the sum and substance of it.” 


The Iron Age, under date of April 10, 1902, in writ- 
ing about Mr. John Bindley and the amalgamation, 
makes the following statements: 


“John Bindley, the subject of this sketch, and 
the man who has indefatigably applied himself to 
the working out of the details incidental to a con- 
solidation of the jobbers of hardware, received his 
impression of the necessity for it through the knowl- 
edge which came to him as president of the Na- 
tional Hardware Association, to which position he 
was chosen at the fifth annual meeting, November, 
1899, serving in that capacity for two years. He 
recognized the necessity for economy in the cost of 
doing business, as competition was continually grow- 
ing fiercer. He believed an amalgamation or com- 
munity of interest was the only practicable course 
to insure an economical distribution of goods. His 
position as chief of the National Hardware Associa- 
tion brought him in close touch with important com- 
mercial problems, and under his supervision were 
introduced various methods for keeping track of 
costs, determining selling prices, etc., the results of 
which gave him a comprehensive knowledge of the 
physical details of marketing hardware. 

“The first definite step looking to a consummation 
of his plans was held in Pittsburgh, July 3, 1901, 
after a visit to the Pacific Coast, at which meeting 
were assembled a few of the prominent men in 
sympathy with the project and from which begin- 
ning the present organization is now taking shape. 

“The high place which Mr. Bindley will hold in 
the consolidation whose consummation is so largely 
due to his efforts is a fitting recognition of his 
character, ability and position in the trade.” 


The obituary of the amalgamation is celebrated in 
the May 22, 1902, issue of The Iron Age in the follow- 
ing editorial words: 


“Since the publication of the news of the failure 
of the jobbing consolidation, the topic has been a 
prominent one in all parts of the country and i> all 
classes of the trade. The meager information fur- 
nished a week ago has been abundantly supple- 
mented by subsequent advices, and in the following 
pages we present the matter in various lights and 
give expressions from many merchants and manu- 
facturers in regard to the sudden change which 
has taken place in the situation. 

“The general feeling throughout the trade un- 
doubtedly is one of relief. The consolidation project 
was so novel an experiment as a means of correcting 
trade ills and distributing manufactured products 
that all the great classes of the trade felt uncertain 
as to its effect on trade conditions in general and on 
their special interests. The first announcement of 
the plan was regarded by the manufacturers with 
mingled bewilderment and incredulity, but the ap- 
prehension which was entertained by them grad- 
ually passed away as their faith in the practica- 
bility of the scheme diminished. There still re- 
mained, however, questionings in their mind as to 
the effect the consolidation would have on the in- 
terests of manufacturers, and the announcement 
that things are to continue in the old and familiar 
Way was received with satisfaction. Among the 
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merchants a somewhat similar feeling has prevailed. 
The aggregating of jobbing interests in a huge 
corporation was regarded by the retail merchants 
throughout the country with more or less disfavor. 
The news that methods of distribution now in use 
are to be continued and that there is to be no dis- 
turbance in the relations which they have had with 
jobbing houses was welcomed by the great body of 
retail trade. On the part of many of the houses 
who proposed entering the consolidation there is 
undoubtedly deep disappointment and regret, but 
some of the houses who were intending to give up 
their individual identity are more than half pleased 
at the turn things have taken. The jobbing houses 
outside the National Hardware & Metal Company 
are, perhaps, those who as sincerely as any regret 
that the scheme has been abandoned. Many of 
them believed that in the strife for trade they 
would have an advantage over the consolidated in- 
terests and were preparing to make the most of the 
opportunities which would thus be afforded them. 





“A variety of influences evidently contributed 
t§ the collapse of the consolidation project. The 
financial problem connected with the floating of the 
securities, especially in view of the large amount of 
cash required by some of the houses, presented grave 
difficulties. The indifference of some parties who 
had given options and their disposition to place an 
excessive valuation upon the good-will of their busi- 
ness added to the difficulty. The inequality in the 
profits made by the different houses introduced a 
perplexing element. The failure of efforts to draw 
into the merger some of the great outside houses 
had unquestioned weight. Divided councils in re- 
gard to some matters connected with the direction 
of the huge enterprise were almost inevitable. 
Jealousy of the prominence of certain interests 
tended to cool the enthusiasm of some. Apart, how- 
ever, from these influences, which undoubtedly have 
their place among the causes of the collapse, there 
is little doubt that a growing feeling of the im- 
practicability of the scheme as a permanent success, 
even if the plan were matured and put into opera- 
tion, was the underlying cause of the failure. The 
distrust entertained by-the manufacturers and the 
dislike with which the great body of the retail 
trade looked upon the project were factors which 
from the first would militate against the success of 
the consolidation. This feeling on the part of manu- 
facturers and merchants, notwithstanding certain 
advantages which might accrue to the consolidation 
in view of its bulk and its admirable administration, 
would handicap it in a competition probably more 
intense and unrelenting than has heretofore charac- 
terized the hardware business, in which the strife 
for trade has certainly been sufficiently earnest and 
aggressive. 





“There is little doubt that the publication of Im- 
mature plans and the announcement of the adher- 
ence of heuses, some of whom were allied to the 
project in a most loose and indefinite manner, con- 
tributed something to the collapse of the effort. The 
indefiniteness of the relations of the houses whose 
interests were to be merged is indicated in the fact 
that leading houses deemed it desirable and found 
it feasible to break away from the movement. The 
bond by which the constituent elements were united 
together had no holding power. A project which 
could be given up on account of doubt as to its suc- 
cess was obviously far from consummated. That 
the announcement which implied that it was prac- 


tically completed was a grave mistake is now gener- 


ally admitted. Apart from showing the difficulty of 
securing a wise administration for such an unwieldy 
organism and illustrating the mistakes which even 
the wisest and most judicious are apt to make when 
confronted by new problems, the premature an- 
nouncement of the consolidation directly contributed 
to its failure. The promoters of the plan, while 
business men of acknowledged ability and balance, 
were apparently captivated by theory and to a cer- 
tain extent carried away by their enthusiasm. They 
were able to impart the same spirit in good measure 
to those who considered the sibject in an atmosphere 
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Now You can Sell 
MORE Gas Heaters 


HE new Gloradiant Gas Heater increases the 

market on an article that 1s already popular. 
Because it has heating qualities equal to the high- 
est priced heater on the market, you can sell it to 
your most exacting customer. Since you have 
to ask considerably less money for it than for 
other good gas heaters, vou can sell more of them 
than you ever sold before. The Gloradiant is 
made by a firm that has been keeping faith with 
the hardware trade for more than thirty-five 


years. Order your sample heater today. 


Sends a Current of Warm Air 





Around the Room 


The Gloradiant is a com- 


bination radiant heater 

—~ Of =. and warm air circulator. 
TA eee 6 SON That’s why it sends a 
wy current of warm air 
around the room. ‘The 

illustration shows how it 

draws in cool air, warms 

it and then distributes 

throughout the room, 

Adjustable regulator for 

either artificial or natu- 
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ral gas, and _ perfected 
burner, that insures econ- 
omy of fuel, are two of 
the many features. 
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HOSE 
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Good workmanship—good ma- 
terial—fair, square dealing and as 
equally a fair sales policy is the 
guarantee behind every Universal 
Hose Clamp. 


Add to this trade known and ac- 
cepted guarantee, the patented fea- 
tures of the “Bead” and _ the 
“Scores Between Holes” and you 
have the answer to the popularity 
and wide use of Universal Clamps. 


Every Universal Clamp can be 
depended upon to do its full meas- 
ure of work. It cannot cut or in- 
jure the hose. It is smooth edged. 
No metal pieces project to catch 
in the fingers. It is not heat 
treated—it is Electro-Galvanized 
It is rust proof throughout. 


The trade buys 
Universals because 
the trade has 
learned _ through 
experience that 
Universal Clamps 
are always depend- 
able in every re- 
spect. 


One size, I to 3 
inches, is adjust- 
able to fit any hose 
of any size. For 
occasional needs of 
small hose we fur- 
nish a Junior 
clamp % to 1% 
inches. 





The Bead 


An original and ex- 
clusive patented fea- 
ture of the Universal 
Clamp is its bead 
which creates the 
pressure that makes a 
leak impossible. 





The Scores 
Between Holes 





Another original and exclusive 
patented feature—The Scores 
Between the Holes—which in- 
sures a clean, quick break-off— 
saving time and money. 


Insist on the genuine Universal Clamp. Be sure and 
get what you specify. Our name is on every clamp and 
carton. Look for it. 


Universal Industrial Corp. 
Hackensack, N. J. 


Sole Manufacturers 








surcharged with consolidation fervor. It was en- 
tirely different when the matter was brought into 
the light of day and subjected to public criticism. 
Practical objections, which have more weight than 
theory never so finely elaborated, were enumerated 
and emphasized. The advantages and disadvantages 
were thus placed side by side, and men desirous of 
knowing the worth and practicability of the enter- 
prise were able intelligently to draw their own con- 
clusions. Those identified with the project were im- 
mediately brought into contact with all the depart- 
ments of the trade, and were in a position for the 
first time to look at the subject of hardware jobbing 
consolidation as it presents itself to the great body 
of the trade. This cannot be better illustrated than 
by reference to the discussion of the subjects in the 
columns of The Iron Age. In this way the various 
phases of the matter were brought to light. The 
difficulties which would, from the first, beset the 
enterprise were pointed out. The opinions of manu- 
facturers and merchants, given without bias and 
simply reflecting the views of the trade, constituted 
a mass of information which could not be ignored 
by any who desired to judge intelligently and ac- 
curately of the merits of the enterprise. There 
ean be little doubt that the considerations which led 
the trade at large to look askance at the consolida- 
tion, when presented in this way to those even who 
had become its advocates, tended to shake their con- 
fidence, and thus prepared the way for their aban- 
donment of the effort. 





“The general judgment in view of all the facts in 
the case is that the abandonment of the project was 
under all the circumstances the wisest course when 
the interests not only of the trade at large are con- 
sidered, but the interests also of the houses who 
were to enter the merger. A careful review of all 
the considerations and influences leading to the 
abandonment of the enterprise makes it evident 
that consolidation was in the last analysis given 
up because it did not promise to be successful. 
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Starting at Full Speed 
By A. Rowden King 


NEW device has recently been perfected by the 
A United States Navy by the use of which it is 
possible to so catapult an airplane into the air 
that it will begin to rise immediately upon leaving 
a battleship’s deck. The device consists of a short 
pair of rails and a gun fitted with a piston propelled 
by a powder discharge. The result is a mighty shove 
which changes inertia to high speed in a split-second. 
The description leaves us only wondering whether 
the terrific jolt will not break the aviator’s neck, but 
apparently that is provided against. 
Starting a new merchandising business—particu- 
larly a retail business—was once the slowest and 


‘ most disheartening of long drawn-out efforts. But 


today that is mostly changed for the retailer who 
knows and who acts upon his knowledge by stocking 
and linking with advertised goods of known values. 
The latter constitute the Self-starters par excellence 
for any new retail business. With his stocks of 
advertised goods, the new retailer of today can con- 
tinue to go forward and up rapidly from the very 
moment he opens his doors, because his public feels 
confidence in and is at ease with him. It knows and 
has confidence in what he sells. 
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Is the Blame Placed Rightly 


Editor, HARDWARE AGE: 

Dear Sir.—We have been very much interested in 
the article of Frank Mappes entitled “Who’s Being 
Fooled” in your July 31 issue of the HARDWARE AGE. 
We are heartily in sympathy with what Mr. Map- 
pes says, but do not think he places the blame for 
price cutting rightly when he says it is altogether 
the retailer’s fault. 

You will note by our letterhead that we are one 
of the wholesale and retail concerns. Every other 
hardware dealer in Albuquerque claims the same. 
There is only one concern who claims to sell strictly 
wholesale and they carry dry goods and groceries 
as well as hardware. In fact, they do not have a 
complete stock of hardware. However, they will 
sell hardware at wholesale prices to any merchant 
in Albuquerque or elsewhere. Whether he operates 
a peanut stand or a butcher shop it matters not to 
them. The jobbers who are close to us, of whom 
Mr. Mappes suggests all purchases be made by the re- 
tailer, would be very glad to accept an order from 
any of the dealers in our city whether they happen 
to carry a stock of hardware or not. You know as 
well as the writer that any grocery or dry goods 
merchant whose credit is good can buy whatever he 
wants from Butler Bros. or a dozen other similar 
concerns. 

We contend that the reason the retailer is obliged 
to cut his regular retail prices to so many people is 
because the jobber competes with him and sells any 
merchant hardware regardless of whether he is a 
legitimate hardware retailer or not. 

Not only do the local and other jobbers close to 
us sell to general merchants but they also sell con- 
tractors, farmers, sanatoriums and other institutions. 

We favor a one-price policy, but under conditions 
as they are it is practically impossible to adhere to 
this policy. We believe the jobber is more to blame 
than the retailer. 

Yours truly, 
WALTER C. RAABE, 


Vice-President, 
Raabe & Mauger Hardware Co., 
Albuquerque, N. M. 





How’s Business ? 


July 24, 1924. 
Mr. Llew S. Soule, Editor HARDWARE AGE: 


That’s the question that seems to be to the front 
wherever merchants, salesmen or citizens meet. The 
answers seem to run generally: “No good, punk, worst 
ever, rotten,” etc., etc. 

As a hardware traveling salesman, it seems to me 
that this kind of talk, advertising the fact whenever 
any business drops off 1 per cent from 1923, has 
been one of the largest factors in slowing up certain 
lines. 

People hear this talk that some people seem to take 
a special delight in spreading and at once curtail. 

Just as an instance, a lady spoke to me the other 
day and said, “Mr. Dorn, you must be having a terri- 
ble time selling goods on the road. Business is terri- 
ble, isn’t it? I am not buying a thing I can help; we 
are conserving in every way.” 

I at once assured her that my sales were right up 
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What iteadwase Mer- 
chants Have Learned 


Were you to read the reports and letters of 
hardware merchants who have invested in 
Warren Fixtures and profited thereby you 
would appreciate the underlying reasons 
for Warren popularity. 


Warren Hardware Fixtures 


In addition to being designed by practical 
retail hardware men and built with the most | 
rigid exactness of quality and an inflexible 
application of precision production in each 
process, there must be considered the 
factors of structural features. 


When retail dealers tell us Warren Fixtures 
are dust-proof, that the shelves do not sag, 
the display panels and doors do not warp 
or get out of shape, counters and ledges 
are always level, drawers always operate 
smoothly, that Warren Fixtures last a busi- 
ness lifetime, and advise us of their high 
definite inventory and re-sale values, we 
know the underlying reason is the Warren 
idea of Quality. 


If you plan store changes send for 
our catalog and learn why retail deal- 
ers prefer Warren’s. 


“There Is No Substitute for Warren Fixtures’ 


J.D. WARREN MFG. COMPANY 
159 No. State St. Chicago, Illinois 




















88 HARDWARE AGE August 28, 1924 





to last year; that the railroads had been moving 
900,000 loaded freight cars per week, when about the 
best they ever did was 1,000,000. 

Seems to me it would be a pretty good idea for 

manufacturers, merchants and salesmen before ham- 
mering business to take a broad view of things. In 
a time like this I think it is a good idea to tell the 
exact truth. Statistics show that up to July 5, 1924, 
23,946,649 cars of revenue freight were loaded, as 
against 24,855,584 for the same period last year. In 
1922 there were 20,727,292 and in 1924 19,328,756. 
Not such a miserable showing after all. You can’t 
make me believe these cars were loaded and unloaded 
just for the fun of it. Somebody sold these goods 
and someone purchased them. I know some will say 
tore—-3'9” 1! shipments have been falling off lately. So they have; 
JOU Sore es. but perhaps they will pick up in the fall. I think 
It will hang on a wall or on they will. 
a post. In the very first place, we all have the habit of 
checking each month up with the corresponding 
month of 1923, and if business is one dollar off we 
think the United States is going to pieces. 

Please just remember this is not fair. Nineteen 
hundred and twenty-three was an exceptional year. 
small dealer, you will find If we make comparisons with 1922, for instance, or 
our display boards profit- 1921, the showing is better. 
able. Seems to me everyone ought to know that 1920 and 
1923 were exceptional years. If, because business is 
not up to these two years each and every year, we are 
all going to go around with our heads down,«we will, 
I am afraid, need chin rests in the future. 

As I view it, the total or gross business transacted 
the first six months in the United States has been 
very good. I think it runs around 87 per cent to 90 
per cent of our very best years. I call this a good 
showing. 7 

In New England I know the textile industry has 
been very poor—worst in years; but why not? Just 
see how spindleage has been increased. I am in- 
formed that if the hosiery mills ran full time there 
would be thirty pairs of hose for every inhabitant in 
the U. S. 

Now, just how could anyone expect all these mills 
to be rushing with such an output? A child couldn’t 


Walden-Worcester Display 
Boards Will Make Money 


for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 


Walden-Worcester 


INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 

















a new feature 
of K&E STEEL TAPES 





No more back-lash and _ bind- 
ing of the line inside the case; 
no more strenuous pulling to 
unwind the tape, nor extra 
winding to take up a useless 
amount of slack. The new 


A&E 
FRICTION BRAKE 


(Pat. applied for) 


prevents the “back-spinning” 
of the handle, thus avoiding 
the unreeling of the line in- 
side the case. 4 dead stop the 
moment the operator stops 


pullina., 





Dealers carrying 
the K&E Line can 
give their custom- 
ers the benefit of 
this improvement 
without advance 
in price. 


Complete Tape Catalogue upon request. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Strest General Office and Factories, HOBOKEN, N. 8. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
6 Metre Dame St. U. 


66-20 S. Dearborn Ot. G17 Lecust St. 


30-34 Second SH 


Drawing Materials, Mathematica! and Surveying instruments, Meaguing Tapes 











expect it. 

We have been hard hit in the shoe industry up here. 
Higher wages and shorter hours than in other parts 
of the United States have done it. The shoe industry 
in New England will have to be more efficient or they 
will have eight hours, all right. 

I know the steel industry is on about a 40 per cent 
basis; that forward business is down to 1913 figures. 
Very true, but there are reasons for this. Nineteen 
hundred and twenty-three was a grand year in this 
line, but perhaps not so very grand after all. A year 
ago the hardware dealers had to “grab” nails and 
other products where and when they could get them 
against freight embargoes, etc., etc. 

This resulted on Jan. 1, 1924, in heaviest inven- 
tories ever in most every instance. Now the merchant 
can get goods as wanted, and is having a chance to fill 
or reduce these inventories and turn his stock oftener, 
as he should. 

The output of the steel industry has been increased 
from some 25,000,000 tons in 1913 to a present maxi- 
mum of some 60,000,000. The population of the 
United States has only increased a fraction of such 
a percentage. It would seem that this is quite an 
overproduction. Buyers knowing this have curtailed 
buying to an absolute minimum, expecting lower 
prices. It will be hard to get any great reduction, as 
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probably the production end is losing money today, as 
part time operations have greatly increased overhead. 

About the same thing is shown in June in opera- 
tions of leading department stores in New England. 
Their sales were 99 per cent of 1923, but they had 
curtailed purchasing orders to 66 per cent, so we see 
that although business was very good with them they 
did not buy up to it. 

Take smaller units. I went into a town in New 
England and the leading merchant said business was 
way down. I at once asked the population. In 1913 
it was 1500, in 1924 13850. 

They had increased the grocery stocks from 4 to 9; 
other lines in proportion. I said, “Now if you had 
your original number of stores, wouldn’t it be really 
good, and don’t you think that if you had your orig- 
inal number of stores that you would all be doing 
fine?” He agreed. 

No doubt some of these stores or the new ones may 
have to go in time. They probably should not have 
started. They were not needed. The same may be 
said of some large units. 

Meanwhile as long as gross tonnage and general 
merchandising keeps up in this country as near as it 
has to other years, let’s not all of us call it poor, even 
if it is off 10 or 15 per cent from last year. 


Yours truly, 
FRED H. DORN, 
Boston, Mass. 
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One Billion Dollar Loss! 


We have Government statistics that show the 
loss on property in the Uhited States due to rot 
and rust exceeds one billion dollars annually. 
Government statistics also show that the taxable 
value of buildings of all kinds in the United 
States is 83 billion dollars. 


The American property owner insures against 
loss by fire to the extent of 52 billion dollars, at 
a cost to the owners of 550 million dollars per 
year in premiums. 


I said the taxable value of standing property 
in the United States was 83 billion dollars, and 
do you know that only 20 billion dollars’ worth 
of these buildings, or one-fourth, are insured 
against rot and rust by the proper and regular 
application of Paint and Varnish and at a cost 
to the owners of approximately 300 million 
dollars per year? 


Fire is a possible loss. Rot and Rust a positive 
loss. 


The Fire Insurance Companies collect 250 
million dollars more than the Paint and Varnish 
Industry for a possible loss as against a positive 
loss. 


The Paint and Varnish Industry is outsold by 
the Fire Insurance Industry to this extent.— 
From an address by Charles J. Caspar, general 
manager of the Pittsburgh Plate Glass Co., be- 
fore a joint meeting of the Retail Hardware 
Dealers’ Association and the “Save the Surface” 
salesmen’s Club of Pittsburgh. 











Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know v hat he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 


























STAR 


HACK SAWS 


‘‘Why take chances when 
it costs no more to 
buy the best’’ 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 
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Oo0oe 
Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range 4—1” Right or Left 
| No. 30—for No. 3 Stock 
Range 1—2” Right or Left 





The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 


Bridgeport 
Conn. 
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* BUILDERS’ 





Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils, 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
FHARD | l\ead under our trade 
number 659. 
for samples and prices. 
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Useful Slogans in Catalog 


hy preparing the new catalog for the Tenk Hardware 

Co., Quincy, Ill., considerable thought was given to 
making it as understandable from the dealer’s standpoint 
as possible. In other words, the desire was to print the 
book in the dealer’s own language. Throughout the book, 
as an illustration of one of the features, various slogans 
were used. Each page has a slogan at the top, which is 
similar to the following: 

“Only a proven seller can get its picture in this book.” 

“There is economy in buying in original packages.” 

“Get your competitor’s customers by keeping stock 
complete.” 

“Before mailing your order, check the catalog for new 
items.” 

“You can’t pay bills unless your customers pay you.” 

“It pays to use your want book intelligently.” 

“Every one of your clerks should know this catalog.” 

“Every season is selling season for something.” 

“Without automotive supplies you are losing sales and 
profits.” 
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Deflecting the Compass 
By A. Rowden King 


F you were to name the dozen inventions which 
have been of greatest aid in advancing civiliza- 
tion and you did not include the compass as one 

of them, it would be an important oversight. The 
compass has discovered continents, natural resources, 
the poles of the earth, national boundaries, and has 
enabled these to be refound as often as desired. The 
compass has located shoals and rocks and chasms 
treacherous to man on land and on sea and has 
enabled these to be avoided at will. 

And yet the enormous concentration of steel within 
a small area in the buildings in lower New York 
City is such that it has been known to exert such a 
magic pull as to frequently deflect the compasses of 
boats in the harbor as much as seven degrees. 

If you were to name the one influence which has 
done most for the advancement of commerce, indus- 
try, general business and the comfort and prosperity 
of this and many other nations and did not make it 
Advertising, it would be another important over- 
sight. Universally, advertising is conceived to be 
the guiding compass which has directed and is direct- 
ing modern business. Today even the most con- 
servative of bankers wants to know whether a busi- 
ness advertises before he will wholeheartedly ap- 
prove it as sound. 

And yet there are influences occasionally at work 
trying to deflect this Advertising Compass from its 
normal course. They are fly-by-night manufacturers 
and their glib-tongued salesmen who would argue 
that advertising raises the selling price, though 
there are volumes of evidence to the contrary. Occa- 
sionally they find a — retailer or consumer who 
will swallow their bait; but that is less and less 
frequently. 

e Modern Mariner takes good care of his com- 
pass. He always protects it. His journey depends 
upon it. Ye Modern Merchandiser should do like- 
wise with his advertising Compass. It has directed 
and will continue to direct his course with success 
toward the Land of Profits. 
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Electricity Is Modern 
“Hired-Girl” 


There was a time wher an American family’s prosperity 
was judged by “whether*it kept a hired girl.” This was 
in the days when hired girls received $10 a month, room 
and board, and did all the cleaning, cooking, washing and 
ironing. With the coming of the war and immigration 
problems the wages of domestics increased and even then 
few answered the calling—that is, all except electricity. 

Today, the gage of prosperity has changed to “how many 
electrical servants do they keep?” With deferred payment 
plans for appliances purchases and cheapness of current, 
electricity is rapidly taking the place of the hired girl. 

Let it be assumed that a family is sending the week’s 
laundry to a wet wash and the wet wash is sending back 
a bill for $4. By putting this weekly expenditure at work 
buying an electric washer it is the family’s privilege of 
owning it in a few months. 

The best washing machines on the market can be pur- 
chased for $160, at $16 a month, exactly the amount of the 
wet wash monthly bill. The machine would belong to the 
family in ten months. 

The average life of a washer is ten years and the electric 
energy and upkeep—a modern, hard working, never com- 
plaining “hired girl” costs just $26 a year during these 
years, counting $10 a year for electric current. 

Electrical labor saving appliances cost far less than 
human servants and are much more efficient and dependable 
as they are always ready and willing to work and they 
never talk back. 


A ED 


Water Heating History Shows 
Advance in Science 


“The heete that makyth bollynge and sethyng,” as the 
ancient chronicle puts it, has been a problem all down 
through the ages. Except for the simplest kind of pots 
and pans little is known as to what methods the masses of 
the earlier world periods had of producing hot water. 

Roman ruins have given up a few costly and elaborate 
heating devices, but made to heat only a little water at a 
time. These devices were called ahenum and were made 
of bronze with a handle by which it could be hung over an 
open fire. 

France, in the middle ages, developed the bouillotte, a 
hollow cone of clay, like a huge golf tee, into which hot 
coals were put and on top of which sat a kettle of water. 
Many of these heaters achieved great beauty of form and 
finish. 

England, during the Elizabethan age, drew hot water 
chiefly from the humble tea kettle, copied after Chinese 
models. The spirit lamp was an English invention and 
marked the first advance in water heating. 

There was the Russian samovar, but they did little to 
aid their notoriously unwashed people. It was a decade 
after the advent of gas for lighting that the gas stove 
came into use, but with it the hot water began to flow. 

Today most homes have their large water heaters, with 
gas attachment, from which generous quantities of steam- 
ing hot water can be obtained any time of day or night. 





1923 Output of Electric Lamps 
Is 341,000,000 


Three hundred and forty-one million electric lamps, or 
nearly 1,000,000 a day, have been made in the United 
States during 1923, establishing a new high record for the 
industry, says the New York State Committee on Public 
Utility Information. This is 36,000,000 more than were 
made in 1922 and 6,000,000 more than were made in 1920, 
the previous record year. 
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Manufacturers of 
Mechanics’ Auto Tools 
for 14 years. 


Here Is a Socket Wrench 
met That Will SELL 


6 sockets, 1 
offset handle 
of high grade 
carbon steel 
» in handy card- 
yboard box, 
Most popular 
sizes for motor 
repairing. 
Guaranteed. 


Handsome Profit Provided 


for Jobbers and Dealers, Sets packed 100 to carton 


‘“‘The Cat’s Whiskers of Mechanics’ 


Tools” 


is what they call 
our Feeler Gauge. 
Blade range takes 
in any required 
setting used by 
motor mechanics 
or machinists, 
One-piece handle, 





3” blades. Qual- 
ity and accuracy 
guaranteed. 
Write for Dis- 
counts. 





Feeler Gauge 


MILLER TOOL & MFG. CO. 


DETROIT MICH. 

















Never before 
has a blow torch 
carried such certain 
quick sales 
possibilities 
as the 


No. 45 Master Line 


Every feature is exclusive. The use of present day 
gasoline or kerosene is only made possible by the 
BAFFLE in the burner. The safety valve prevents ex- 
cess or bursting pressure. Only one opening in the 
tank, and that above the fuel line—no leaks! The Shut- 
Off and Adjusting Needles are separate. 





Stock Turner—Display Them—THEY SELL! 


("HE Turnem BRASSWORES ) 


The World's Largest Exclusive Manufacturers of Blow Torches, Fire Pots 
and Brasers 


DISTRICT REPRESENTATIVES 
San Francisco: Rice-Hitt Co., 623 Larkin St. 
Los Angeles: Rice-Hitt Co., 324 N. San Pedro St. 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. 
New York: The Turner Brass Works, 36 Murray St. 
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One Man Used a Coes Wrench 


For 40 Consecutive Years— 


Another man said his faithful Coes stuck to him 26 vears. ‘Two others 
tied with 25 years’ service each. A fifth proudly exhibited a Coes that had 
seen 22 years’ service, but didn’t look it. 


SERVICE is what counts when making wrench claims. Coes Wrenches 
give it. That’s why they outsell other wrenches. 


It is also the reason why practically all Jobbers and Dealers carry complete 
stocks. 


COES WRENCH COMPANY Selling Agents 


“In Busi Si 1841” J. C. McCARTY & CO. 29 Murray St., New York 
ot aan as: JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES _ 8 Rue de Rocroy, Paris, France 
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The Customer with a Hobby 


AYU QOLLITISANT 


He usually has one little plot, carefully cultivated, grow- 
ing every sort of a vegetable that’s sold by the package. 
Perhaps a set of tools—good tools—a few garden imple- 
ments and a deep-seated faith in his hobby—/is home. 


He isn’t so hard to please—just a little economizing, doing 
his own repairs during the week-end and depending on 
his home-town dealer for supplies—and advice. 


If you pass his home sometime this Spring look over his 
rescreening job. “Perfect” was a good selection. You 


will be glad you recommended it. 


Your Jobber stocks “Perfect.” 





MUL LSU HIAULAUILUiTLLULLUEEEENANUUELLUU LURE USEV UEFA LUNE 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 


HULL A WINNING 
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OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING 1S THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 


SCREEN WIRE CLOTH 
CorTLAND PaINTED WirRE CLOTH Wuite Metat FinisH Wire CLotH 
WICKWIRE PREMIER WIRE CLOTH WickwiRE BRONZE WiRE CLOTH 
Gray-Wick WirE CLOTH 


POULTRY NETTING AND FENCING 


Hex. Nettinc “Wickwire BRAND W W Pouttry FENCING 


GRADUATED PouLtTry FENCING 


OTHER WIRE PRODUCTS 


Wire Rops Wire Nails WIRE Wire STAPLES 
METALLIC Coat SIEVES Corn Poppers DisH Covers 
CopPERAS OR SULPHATE OF JRON 


WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN \% to 25 Lb PACKAGES 
Write your Jobber for Full Information and Prices 


WICK WIRE BROTHERS > 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S.A 








Proved Best by actual test 


Tremont Hardened Steel Cut Nails are cut from high carbon steel that by 
actual laboratory test contains an exceedingly small percentage of impuri- 
ties. This metal is rust resisting to a remarkable degree and will not bend, 
crack or. twist while being driven. 


Tremont Nails are scientifically designed to shear their way into the wood 
in a manner that assures a strong, permanent grip. They are remarkable 
for their strength of head, an important feature in the consideration of the 
quality of cut nails. 





All these mechanical superiorities make admirable selling arguments and 
the actual use of the nails themselves assures the customer satisfaction that 
is so necessary to the welfare of your store. 





Trade Mark 








TREMONT NAILS 
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* BRIDGEPORT,CONN. 


: | 
4 
Mf 
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[IRON—STEEL—BRASS—BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 


GRIFFIN — 


_the hinge that is made 
of specially rolled steel 
under rigid inspection ‘ign to answer the 


requirements of all 
° ° types of buildi 
to combine enduring  witucion. 


We Also Manufacture 
. os GRIFFIN Hinges are 
Ss t reng th WwW it h a fi inish made entindee te our Cellar Window Sets, 


own mills—each butt en See 
asps, 


of lasting beauty. prect paper and ee 


now = Holders, 
P . e oh pas & Brackets, Push Plates, 
a box with screws te Drawer Pulls, Door 
match. Stops, 

Sash and Screen Lifts, 


Write today for our price list and the catalog of the Barrel Bolts, Corner 


Braces, 


complete GRIFFIN Line Corner Irons, Washers. 


etc. 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 74w.Lake'st.Chicago, Ii 


RRR a Se scant 
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The Daily Shower and Bath ied 


During the Summer the daily shower and bath at home is looked 
forward to by thousands of people. 


What a part “Ringco” Bath Room Fixtures play in making 
this daily bath habit a pleasure. 


The Shower Ring, the Bath Spray, the Bath Tub Seat, the Bath 
Sponge Holder, the Swing Wash Cloth Bar, the Towel Bar, the 
Towel Basket, the Bath Soap Holder, the Bath Robe Hooks— 
all these and other “Ringco” Bath Room Fixtures are designed 
to give the utmost satisfaction in the complete equipment of a 
modern bath room. 





Supplied in attractive patterns that harmonize one with another 
and in that everlasting material—SOLID BRASS. Each fix- 
ture Heavily Nickeled and packed with screws to match, fit 
and hold. 


Your jobber will supply you. Send for complete catalog. It 
describes them all. 








AMERICAN RING COMPANY Branch Offices: Boston—170 Summer St. New York—2 Hudson St. 
WATERBURY, CONNECTICUT San Francisco—116 New Mcntgomery St. Chicago—29 E. Madison St. 








For Every Use On 
- Land or Water 


Manila and Sisal 
ROPE 





The sale of ten yards of rope of poor quality Real rope strength is not determined solely 
may lose the trade of a good customer for by the tested rating of rope to hold a given 
both Cordage and Hardware. amount, but also by the “Hold” it has on rope 


. buyers. 
The sale of the same quantity of Rakco Rope 


may convert a first-time customer into an all- 
time customer for rope and everything that 


In this respect Rakco Rope continues to hold 
trade because it is good rope. 


may be needed from your store. Write for full information. 
The R. A. Kelly Company 
Main Office STOCKS 
Xenia, Ohio Schermerhorn Bros. Co. The Morey Mercantile Co. ; Fe iene le 


Ohio’s Model Town Omaha, Neb. Denver, Colo. 
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Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros.,*"P.. 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 
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Screws, 

- 1 Cap Screws, Set Screws, Stove | © 
Bolts, Sink Bolts, Hanger Bolts, 
Nuts, Rivets, Burrs, Specialties 








Bores Any Arc 
of a Circle 


New Uses 


The Forstner Auger Bit, un- 

like other bits, is guided by its 

circular rim instead of its center, 
consequently it will bore any are of 

a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or RUE economy in the selection of Screw or Bolt Products 
lathe tool combined. For core boxes, fine a B . ‘ : 
and delicate patterns, veneers, screen work, consists in using those that are exactly suited for their 


scalloping, fancy scroll twist columns, newel ; : : - 
sibben melding and morticias. 8, sri ana and that possess unexcelled quality and 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. REED & PRINCE MFG.CO. se 


TORRINGTON, CONN. WORCESTER, MASS..U.S.A. 


WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. 
seeenecemesomnuriaes eenemeinr ween > acorn 














“YANKEE” RADIO DRILL NO. 


Specially Designed for Radio Work 


A beautifully balanced, small, powerful 
drill. Geared 4 to 1 for speed. Has a 
special Radio Chuck 9/32” capacity, to 
take the largest drill points usually fur- 
nished with the Radio Drill Sets. Length 
over all 91%”. Weight 1% Ibs. 


This drill displayed in your window on the special display box will appeal 
instantly to Radio Fans and any other lovers of high grade tools. The 
beautiful finish and high class workmanship, combined with the 


“YANKEE” quality, will sell it to all tool lovers at all seasons of 
the year. 


Your Jobber can supply 
NORTH BROS. MFG. CO. Philadelphia, Pa. 
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| WRITE FOR BOOKLET AND LATEST PRICE LISTS | 
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W. W. BABCOCK CO. 


i cco TM 
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BATH, N.Y. 


9 


; eT OM MMMM MM TTT TTT 


BABCOCK SPRUCE LADDERS 
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profit to you. 











Among those who love fine things, 


Heisey @ Glassware 
has long been established as the standard of 


Asa Heisey dealer, these discriminating people will 
come to. you for the glassware that bears the dis- 
tinguishing 4 mark. There is an endless variety ot 
Original Heisey patterns and shapes from which 
they car select. 


The Heisey line will be a source of most gratifying 


Write for particulars 


A. H. Heisey & Company 


Department H. A. 


Newark, Ohio 








407-HOTEL 
CREAM 





407- 
GOBLET 
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Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
— a 700 Wabash Ave. 20 Vesey St. 


Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. Montpelier, Ohio New York City 


“UNITED” PRODUCTS TRADE CHICAGO MARK 


Potato, Onion 


am and rreduce, || _ SPRING HING 


t Hine 
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Lhe antl he. —~ <—as Ss 
Guaranteed to outlast sev- ~ . 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
; from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 
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No weak spots in the construction of any of 
our products: Every article is built to meet 
every requirement to which it will be put. This 


can be secured only by the Electric Welding Premier S ring Pivot-Hinge 
process and scientific design. P 


Type No. 4001 


. A hinge that is classed by itself in this type of 
We also make Automobile Hose Clamps, hinge and a high grade product in every respect. 
Camp Grids and Stoves, Poultry Shipping The door is held open when it is opened at a 


a. aie . . ninety degree angle. The weight of the door is 
Coops, Exhibition Coops, Feeding Batteries, carried on ball bearings that are located at the 


. : top of the hinge, protecting them from moisture 
Bottle Carriers, Baskets of all kinds, Paper and dust. The eccentric is equipped with roller- 


Balers, Shelves, etc. bearings. 


The compression spring is made of the best 
tempered steel flat wire, which is recognized 


. to be the best. Its tension is adjustable and 
Write today for catalogs alignment device simple and positive. 


We make spring hinges for all purposes. Send 


United Steel and Wire Co. wipes tap en 
30 Fonda Ave., Battle Creek, Mich. Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
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STANLEY Si. 
3 Oe | > ¢ = NALLOWED 
BOX STRAPPING | E07) . 
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Pores sesegeces 


WE 1111 (SS) NO LOAFIN 
> 'c PriCGMT HOUSE 


eneen of , 


No. 3002 Self-Tightening ii ncurcess.3 


Made of Stanley. cold rolled steel. The ribs pre- es lt - WL N° BF 
vent the nails from slipping in driving. Round | 
edges of strap do not cut the hands. 


THE STANLEY WORKS 


No. 8002 8 
Japanned New Britain, Sean. 


Coils of New York Chicago San Francisco Los Angeles 
800 feet Seattle 
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Manufacturers of Wrought Hardware and Carpenter’s Tools = 
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“te WOOD en 
SCREWS 









InloknrihtrsS 
(Reg. U. 8. Patent Office) 


° WOOD SCREW CO. 
Continenta New Bedford, Mass. 
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This machine i 
electrically oper- 
ated by means of 
push buttons on 
the car. 


The Detroit School 
Board has instal- 
led twelve in their 
various public 
schools, replacing 
hand and water 
drive apparatus. 


Sidewalk Elevator 


This sidewalk elevator, or ash hoist. is de- 
signed for use in mercantile establishments, 
schools, office buildings, churches, hospitals 
or in any type of building where it is nec- 
essary to reach the basement from theside- 
walk level. It eliminates hoisting ashesor 
merchandise by hand with a crank and can 
be arranged to travel truck height if neces- 


Sary. 


Furnished complete 
with sijcel sidewalk The 
mI 








doors and bow for op- 
erating dwors, 
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No. 202 


Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. le 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. * 


i> INDEPENDENT IOCKCO,.Q® 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 


-AN)-STEEL 
AND'S L 


Write us today for 
complete information. 


KIMBALL Bros. Co. 
1103-19 9th $t., Council Blu, Ia 


15 E. Fayette St., 
Baltimore, Md. 


There is a Kimball 
Elevator for every 
requirement 
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TURERS GENERAL OFFICE 
ame “CO 710 a 
mle RPORA pi FESR a 


BOLTS, NUTS, WASHERS, WAGONFORGINGSTELEPHONE SCREW RAILROAD SPIKES, 
RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE \CK BOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS MATERIAL, FIC. BOAT SPIKES, REINFORCEMENT BARS 


EASTERN OFFICE PACIFIC COAST OFFICE 


50 CHURCH ST, NEW YORKCITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL 
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CARY’S 
Universal 
BoxStrapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
ing strength. 

These tasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 


our patent 














consider the 
protection afforded you by the 





It guarantees the Quality. 


ALLEN’S SOLE STRIPS 














THE STANDARD OF COMPARISON FOR OVER 
30 YEA 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
KENOSHA, WIS. 





ALLEN 
YELLOW LABEL 


Made from real bark-tanned selected hides. 
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When Buying Sole Leather 











Sell More Pulleys 


Every Dealer can greatly increase 
pulley sales by selling the more 
practical and profitable— 


“Ezyrun” Pulley 


It is enclosed — en- 
tirely protected against 
the elements. Line can- 
not tangle or slip off. 
It operates on 





Ball Bearings 


For gymnasium work, 
specify “‘Ezyrun.” 





EXTERIOR DESIGN 


Ask your jobber or write us. 


BROOKLYN PULLEY CO., Inc. 


85 Sth Ave., Brooklyn, N. Y. 


INTERIOR 








In 10c packets your customers want 


4 Sizes Advertised for 
No. 24—10 in Pkt. 24 Years 
No. 25— 6 in Pkt. Great Demand 
No. 27— 3 in Pkt. Good Profit 
No. 28— 2 in Pkt. Attractive 


24 packets to a carton Counter Displays 

















Moore Moore 


Push-Pins Push-less Hangers 


(Glass Heads-Steel Points) *‘ The Hanger with the Twist’’ 


To ‘Hang Up Things” in Homes, 
Offices and Schools. Ask your Jobber. 


Moore Push-Pin Co. (jeactios ) Philadelphia, Pa. 






















MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 








=) 








St. Louis, Mo. , 
4 7 . j 
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all profes- 

sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 
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Chair 
Tips 





When 
W inter 
Comes 


Sell 
Warmth, 


Comfort 





Good Wool Felt Weather Strip- 
ping—the most satisfactory yet 
devised — brings warmth and 


comfort to winter homes—and For the Sharp Ends 
steady profits to the dealer. . F 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 


FELT WEATHER STRIPPING fitted to the rocker. 


Catalog, prices and 
terms on request. 





No. 12, 1 inch 





is a big selling household necessity. First in demand 
as long as cold weather lasts. Made of best quality felt 
obtainable for the purpose. Offered in attractive car- 


tons that help sales. Elastic Tip Co. 


Ask your wholesaler or write today for profit- 370 Atlantic Ave. 
able dealer offer and sample, 


GERSTEIN BROTHERS 
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Boston Mass. 











No. 13, % inch 
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| A MILLION KEGS 


} A million kegs were sold last year by 
Hardware Stores. 


Are you getting your share of this 
profitable business? 


Best quality kegs direct from a respon- 
sible manufacturer will have a ready sale 
frot. April to November. 


The best kegs are trade-marked with 
the “Triangle C” and are made only by 

diately recognize the ‘ 

economy of this G-W 

Ice Axe. Both the 

blade and the hook 


are renewable — and 
can be replaced when 
worn. 


Supplied with 22” or 


TT 
—————— 


28” handle. 


Get your share of this 
profitable business. 
Write for circular 
and hanes ans dis- 





ini 


CLEVELAND COOPERAGE COMPANY 


Cleveland, Ohio 
i Builders of ‘Triangle C’’ Barrels in Right to Hold Tight’ 
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INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
“ | 775 Bergen St. Brooklyn, N. Y. 

















Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


CHESTER, CONN. 














American Steel & Wire 


Chi N. Y Bos tee 
Cleveland, Pittsbursh 
Denver, Dallas 





U. 
Sam Francisco, Los Angeles 
Portland, Seattle 





BARBED: El dden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 

NAILS, SPIKES, STAPLES TACKS, Hot Galv’d Nails 

ZINC INSULA FENCES: American, Royal, Anthony, 
non U. 

ARROW T-STEEL POSTS 

CONCRETE 


FORCEMENT 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE fer every purpose 


Quick Delivery. Write us for selling plans. 











DIETZGEN 


) Drawing Instruments 
) and Materials 


are broadly used by your 
trade. A quick selling line with 
good profit at a small invest- 
ment: 

Catalog on request 


EUGENEDIETZGENCoO. 


Chicago New York San Francisco New Orleans 
Pittsburgh Philadelphia Washington 


Drawing Tables, 
Boards, Scales, 
T Squares, Tri- 
angles, Curves 
Instruments, etc. 








CUSHION 
TIRE 


STORE LADDERS 


Insure perfect shelf service for any line of mer- | 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. ° 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 

ruck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 
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More and 
Bigger Profits 


ACE 
Hot Spark 
Ignition 
Batteries 


ot Sparks give the user 
etter and longer service 
and you bigger and more 
profits. Ask for prices 


counts on Hot 
Sparks, ACE Radio Bat- 
teries and Victor Dry 
Cells. These will prove 
your best sellers. 


) 
V7 / AOURERLROEEEDECERTDRRTL Eee eeetetees 











“STERLING” 





BEST BY TEST 


Fully Guaranteed 
Free Booklet, “Cutting Hack Saw Costs” 


Diamond Saw & Stamping Works, Buffalo, N. Y. 


Fe a ee 
booklet “Cutting Hack 
Saw Costs.” 1 "SEE? 6 0 cddc od chs ud 68 eu Cebeeetsesee< 


















The ELECTRICAL GOODS 
MARKET 


For practical, commonsense hints on How to 
Sell more Electrical Merchandise watch the 
fourth issue of HARKDWARE AGE each 


month. 


This number will contain feature stories on 
the merchandising of electrical goods through 
hardware stores and a special electrical mer- 
chandise advertising insert. 
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No. 15 Bag Set 
Includes @ Allen-pro- 
cess hewagon sockets 
with “‘L’’ handle, ae- 
sembled in a nes 





age. List price, $1.50. 


ALLEN WRENCH SETS 


with cold-drawn sockets come in combinations covering 
every wrench requirement of mechanics and car owners. 
Box Sets and Bag Sets—embod all features of high- 
grade mechanics’ tools in the handiest possible combina- 
tions. Write for booklet and proposition to the Dealer. 


THE ALLEN MFG. CO., 39,SHELDON. st. 












THE TACK 





? 


Robertson “Horse Shoe Magnet Hammers 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 


ARTHUR R. ROBERTSON, 94 Portland St., Boston 






















firme Saving 
iat des BOLT CLIPPERS 
WIRE CUTTERS 


) ly 3 

7 | “~ For cutting bolts, rods and 

vor wire, ranging in size from 
% inch to % inch. Used in 
garages, repair plants, 
farms, homes, shops, etc., 
saving time and labor. 

The name PORTER is 
assurance of _ reliability — 
protection against inferior 
en and poor workman- 
ship. 

Every PORTER tool is 
built for efficiency and dur- 
ability. 


H. K. PORTER, Inc. 
= EVERETT, MASS. U. S. A. 


























Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No, 23A”’ 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 


6186 

















Now the Radiovise Is Here! 


We wanted to give the dealer an attractive, serviceable 
— vise that would appeal both to eye and the pocket- 
book. 

No. 443 “Radiovise” tells the story in performance and 
profits. 








VISES 22: 


[t is finished in bright red which 
makes it stand out in a display 
among radio and auto acces- 
sories, 





Jaws 3%” wide, open 4”—Swivel base. 
ROCK ISLAND MFG. CO. ROCK ISLAND, ILLINOIS 








Jack—For Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 

Double Screw—Ball Bearing 
Low Placement—High Lift 
Height when closed, 7 inches 
Extends to 17 inches. 






Patent 
Applied 
” Convenient handle excellent 
‘ workmanship and quality. 
Dealers—Jobbers—Wite 
us for discounts 


weight 8 pounts - bE SHAWVER CO. 


ice $4.75 Springfield, Ohio 

















ICE PICKS 


ma MARCY ~~ 








THE BEST—FOR LESS 
Let Us Prove It 
MARCY TOOL WORKS, Inc., Putnam, Conn., U.S.A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 











KEYCO mi Via 


PATENT APPLIED FOR 





“Keystone quality.” Made from Alloy 5S heat treated 

by our own prasene, The most durable rench on the 

market. Light in weight, can be used with one hand on 

pipe. nuts or studs. Fully Guocantecd. Packed 12 to @ 
rton. Write for Discounts 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duma & Ce. 
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DEALERS WANTED EVERYWHERE lron Fence, Gates 


wn Vases 
: Settees 

General Iron 
and Wire Work 

CHAIN-LINK 

WIRE FENCE 

Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 





Il ni | | 


Deed | || | 
~<e0te. 



































STRATTON ™ +. * 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MEG. CO., Stratton, Maine 








Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT ne co. 
Fall River, Mass. U. S. A. 


L. New York Office ~ - ~ 





/§N 


PRODUCTS 


8560 Ren E88 ws Ont om 





3250 Broadway 
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iGE\WORKS, 


SAMSON(CORI 








MANUFACTURERS OF a SASH CORD, CLOTHES | 
BRAIDED CORDAGE {MRS9? LINES, SMALL LINES | 
ANDOTONTWINES (PRR, ETC carr can 
Boston es 
BROWN & SHARPE 
MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WE PROTECT THE DEALER. 
BS 
wor 


BROWN & SHARPE MFG. P vr 
Providence, R. I., U. S. 











| cm | 









AWILLIAMC 


Superior Quality, Rigid, “W & B” 
Sturdy, Dependable KNIFE HANDLE WRENCH 


J. H. WILLIAMS & CO.—‘The Wrench People’’ 
New York BUFFALO Chicago 




















Eunensive Bits of All Kinds 





Centerbrook, Conn., U. S. A. 











The Conn Valley Mfg. Co., 
Makers of Every 
Kind of Screw, 


3 Nut and _ Bolt. 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 











THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 
Plant 
1000 MILITARY RD., BUFFALO, N. Y. 








Rocking Table Apple Parers 


LITTLE STAR and DAISY 
Apple Parer, Corer and Slicers 
Masufactured by HUDSON PARER CO., Leominster, Mass. 


er CORP., erate 
131 East 23rd Street New York City 





CORNEET 


screW “JBI NOX” orivers ERS F 





| =<—$$—$— =D 


“The Toots in Lhe Pia Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


QuAut Y BALANCED 










~ PADLOCKS 
POR ERAIM.SLAYMAKER 


HDW. CO., INC. 


Lancaster Pa., U. S. A. 





ih i | N | 


” REQUIRES 
ONLY 
HEAT” 


SAMPLE 
FREE 








PRIEST’S CLIPPERS 


have been the standard 
since 186s. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 























= 





A Faster Selling Mop Offers More 

Profit and Quicker Turnover— 

Convince yourself a. oan, CQUEES EET. 
mop 


the 
aan _— ae “4 of outer. , R 


time and back-bending. 


SQUEEZ-EZY MOP CO., INC, 
New Orleans, La. 








e . 
Says this advertiser,— 

“We are pleased to advise that we have succeeded 
in getting compilers from the ad 
ran in your publication, and we give it as our 
opinion that for anything connected with 
ware ess, Harmpware AcE is, without a doubt 
the best medium fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 

It pays to use the Classified Opportunities Sec- 
tion of Harpware AGE. 
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| PAINE STOVE BOLTS | 




















As Good as the Best 
One hundred bolts and nuts : : 
in a strong, substantial box. Knife Sharpener 
In bulk if you wish, Asisoara 
Prompt deliveries. Beauty —s 

Sold to jobbers only. Utility isabel ai 
Samples and discounts on request. Durability Handle 

o charge. . 
Combined 2 
THE PAINE COMPANY = |____ see tei me 
scoun 





THE PHILLIPS-LAFFITTE CO. Penna. Bldg. 


2949 Carroll Avenue, Chicago, Ill. | 
SOLE DISTRIBUTORS Phila., Pa. 


33 Warren Street, New York, N. Y. 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 


TACK S|| pam ecrs ss 


ALL KINDS Rolling Ladder 


TTT] nomen 


TOWER MFG. CO. 


ment. We carry all stand- 
MADISON, INDIANA CINCINNATI, OHIO 





























G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 
Citiiind 
Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 























ard styles and sizes in stock 
for immediate shipment. 


Write for prices. 


Putnam & Co., Inc. 
132 Howard St. 
New York City 




















Sells on Sight 


No. 22 Improved coil Fire Pot has 
many good  petate that recommend its 
use. Tan is drawn steel tinned, 
making it _&.. proof and rust proof. 
Patented three piece coil cup fits into 
grooved top plate. Can be removed 
by unscrewing three nuts. No upright 
connections to tank. Improved Pump, 
Filler Plug and other patented fea- 
tures. Extra strong and serviceable. 
Jobbers supply at factory prices. 
Send for a catalog. 


Clayton & Lambert 
Mfg. Co. 


OTT 1 Vy 


Geo. W. Diener Mfg. Co. . 
ticell De No. 22 Fire Pot Detroit, Mich., U. S. A. 
400 N. 06 Ave., Chicago, ll Ask for eens A ™ y : 
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An Effective Low Cost Contract with Hardware 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 











August 28, 1924 






pp eee aes: BD WGER ss eo wewccccceséececesetcces 


Man- CD. GOR boc icc ma'deccs cocccccectcecsns 
All Capitals, Minimum 50 words 

rh en CM © ous Ss ee gene éeee cece ctencee 

BR Pe “EE ceeSe cores ssccdeteseeesesesseseccecscocus 

ee - GE. BRE ce ccccccccceeecerecsersesteocet 


4 insertions, 10% off; 8 insertions, 15%, off 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 








CASTINGS 
Hardware manufacturers can get good soft 
castings and good service from us. We 
make high grade, soft, easily machined 
eastings. We also do machining, nickeling, 
ning and assembling. 
Send samples or prints for quotations. 


LITTLESTOWN HARDWARE & 
FOUNDRY OO., INC. | 
Littlestown, Pa. 














DESIRES high executive office in an industrial 
concern facing big problems of sales, distribution 
or promotion. Holds two degrees from technical 
institute. Eighteen years’ practical engineering 
and organization experience. Has successfully 
directed sales work and established policies na- 
tibnally known corporations. Closely conversant 
with industrial conditions here and abroad. Re- 
cently director of sales of War yoy of 
U. S. Capable business man and highest type 
gentleman. Detailed summary of experience on 
request. Address Box G-256, care HarDWaRre 
Ace, New York. 


RARE OPPORTUNITY: Excellent chance 
for reliable partner to join or invest $3,000 to 
$6,000 in a money-making hardware and repair 
business just growing up in the richest com- 
munity in Kansas. We also manufacture wash- 
ing machines and some other sellable articles. 
Address Box G-258, care Harpware Acer, New 
York. 


FOR SALE: A first class going business 
about $10,000 worth of stock in furniture, hard- 
ware, stoves, guns and ammunition. <A_ good 
chance for someone who wants a permanent 
business that is growing better every day. Will 
sell for cash. Will lease or sell building. Ad- 
dress Box 434, Escondido, Cal. 














FOR SALE: Hardware business, established 
1904, eastern Massachusetts. Stock will invoice 
about $9,000. Sales $25,000. No dead _ stock. 
Reasonable rent. Good reason for selling. Ad- 
dress Box G-260, care Harpware Ace, New 
York. 

FOR SALE: Hardware and lumber business 


doing $40,000 year, Will invoice about $8,000. 


No trades. Rich ranch country and railroad 
point. Town has big future. Reason selling, 
mining interests demand attention. Western 


Hardware & Lumber Co., Wells. Nevada. 





._ FOR SALE: Hardware and Implement store, 
including buildings and living rooms; equipped 
with all city conveniences, Lot 264 x 66 ft. 
Backyard; good garden soil. One brick power 
house building, large barn, coal shed. Stock in- 
ventory $7,000. 700d location, two railroads. 
An old establishment. Other business compels 


sale. The only hardware store in the town. No 
competition. eal opportunity for the right party. 
Building, stock and fixtures $12,000. Address 


Box G-263, care Harpware AGE, New York. 




















ADVERTISING ——services in catalogs, 
booklets, printing, copy writing, letter 0 
writing, direct mail equipment, advertising 
) counsel and agency service. 
} Men of experience and ability in selling 


) the hardware field know and follow this 
section. 











Help Wanted 


Positions Wanted 





ONE of the largest nationally known stove 
and furnace manufacturers will have, for 1925, 
in various states, openings for a few high class 
travelling salesmen. Experience not so essen- 
tial as ability and acquaintance with the trade. 
When applying state age and full particulars as 


to past and present connections and send photo 
if possible. All communications confidential if 
desired. Address Box G-243, care HarpWARE 


Act, New York. 





RETAIL HARDWARE CLERK—An attrac- 
tive reliable man between 22 and 35 can obtain 
position with a future to it. Experience with 
builders hardware desirable. Proprietors are two 
young men. Working conditions pleasant. State 
experience, references and salary expected. Write 
or come for an interview. alenberg’s, 11047 
Michigan Ave., Chicago, III. 





Positions Wanted 


Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 





change. Experienced cutlery, hardware, house- 
corenege. Now under sixty day clause con- 
tract. ill work salary or straight commission. 


Furnish own office if necessary. Earned $5,000 
last three years. Replies treated confidential. 
Address Box G-237, Harpware Ace, New York. 


Buyer for Hardware Jobbing House: High 
class man of strong personality, thoroughly ex- 
petienced in Foreign and Domestic Arms, Am- 
munition, Field Glasses, Binoculars, etc., Radio. 
Location no objection. Kindly write for further 
information. Address Box G-240, HarpWare 
Ace, New York. 


HARDWARE SALESMAN. South and South- 
west. Long standing personal acquaintance. 
Jobbing trade this territory. Twenty years’ ex- 
perience, three changes in this time. Six years 
salesmanager. Leading Southern jobber. Past 
three years business for self. If you want re- 
sults in this territory, former employers. will 
be gladly referred to for ability, character and 
habits. Address Box G-245, care HARDWARE 
Ace, New York. 


POSITION WANTED by experienced Hard- 
ware salesman to represent a manufacturer, call- 
ing on wholesale or retail or both. I want to con- 
nect with a reliable manufacturer, with an estab- 
lished trade whose goods are right. New York 
State and adjoining territory. Address Box G-248. 
care Harpware Acre, New York. 


MARRIED MAN, age 34, fifteen years’ store 
experience in hardware and toy lines as clerk, 
manager and proprietor; also road experience, de- 
sires position as manager or assistant in such 
department. Address Box G-266, care Harpwarr 
Ace, New York. 




















EXPERIENCED store salesman, 25, single. 
Factory-Shelf and Ruilders Hardware, Wants 
position in or around New York State. Reason- 
able salary to start. Address Box G-255, care 
Harpware Acre, New York. 


POSITION WANTED by experienced hard- 
ware man as bookkeeper or salesman. Age 26. 
Want permanent connection. Will consider posi- 
tion with a live retail store offering attractive 
opportunity for acquiring interest in business. 
“Best of references. Address Box G-261, care 
gHarpware Ace, New York. 





SALESMAN: 24 years of age, 6 years’ ex- 
perience in general hardware and builders hard- 
ware. Desires employment with a well established 
concern. Address Box G-262, care HarDWARE 
Ace, New York. 





MAN, 27 years of age, with 4 years’ inside 
experience with wholesale hardware house and 
five years selling on the road, desires to connect 
with reliable hardware jobber with the opportu- 
nity to work into a share of the business, Best 
of references can be furnished. Address Box 
G-264, care HArpware AGE, New York. 





SALESMAN, who for past 15 years has been 
calling upon the hardware dealers and jobbers in 
Ohio, Kentucky and West Virginia, desires to 
represent three non-conflictin manufacturing 
lines On commission basis in these three states. 
tga Box G-269, care Harpware Acze, New 

Ork. 





SALESMAN, Christian, 36, single, three years’ 
experience wholesale and retail cutlery, 4 years 
general hardware, desires position traveling for 
manufacturer or large jobber any territory. Ac- 

uainted with trade in New York, New Jersey, 

ennsylvania, Ohio and West Virginia. Prefer 
reasonable salary and expenses. Address Box 
G-268, care Harpware Ace, New York. 








Sales Accounts Wanted 


Manufacturers’ Representative, with Chicago 
office calling on hardware, housefurnishing and 
department stores, is desirous of securing an ad- 
ditional line of merit for Chicago and adjoining 
ferritory, Address Box G-239, Harpware AGE, 
New York. 


MR. MANUFACTURER: I sell to the large 
wholesalers in the big trade centers over the 
whole country. If you can handle volume 
orders, and your prices are low enough to war- 
rant this kind of business, I can get it for you. 
Straight commission. Address Box G-252, care 
Harpware Ace, New York. 











ARE you represented in the state of Ohio? 
I am covering this section thoroughly and can 
handle one or two more good lines. Let me 
know your proposition. Address Box G-265, 
care HarpWwArRE Ace, New York. 





I AM_ looking for a good sensible side line 
for Fairfield County, Conn. Am well acquainted 
with the Grocery, hardware, drug and manufac- 
turing trade. ill cover the territory weekly. 
“Ts but .. i Com, See reve roposition 
wi e considered. dress . 
Harpware Ace, New Verh. he — 





Sales Representatives Wanted 








| Wanted live wire salesmen with experi- 
ence in sporting goods to sell high quality 
baseball bats on commission basis for 1925 
{{ Season. Men qualifying must be ready 
for service October Ist. Three references 
required and photo. Address Box G 
220 care Hardware Age. 














Your business pa 





Get The Fighting Spirit 


r—HARDWARE AGE—brings to 
you each week the latest selling hints. 
that “inspiration” and “determination” are just as 
essential to business success as is ability. Get in 


We realize 


the habit of reading your trade paper carefully 
from cover to cover each week; 
spirit it instills and your books will show a better 
balance at the close of 1924. 


et the fighting 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 





Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





SALESMAN WANTED: Experienced hard- 
ware salesman wanted by an old and well-known 
hardware specialty manufacturer to cover retail 
hardware trade on a 10 per cent commission 
basis in the states of Ohio and Indiana, Write 
giving experience, age, lines now representing, 
etc. Address Box G-267, care HarpwAre AGE, 
New York. 





WHOLESALER IN HOUSEHOLD GOODS 
or electrical appliances wanted as representative 
of reliable German manufacturer for sale of first 
class motor driven household device with great 
future. Address Box G-257, care Harpware 
Ace, New York. 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
open for the right men. Only hard workers and 
those with representative lines need apply, giving 
all details, territory, etc., in first letter. O. 
Box 130, Patterson Post Office, Baltimore, Md. 





Salesmen to sell on commission hardware, 
tools, regular goods, specials and job lots, one 
to cover Chicago and vicinity and one for the 
entire State of Pennsylvania except Philadelphia 
and one for New York City and suburbs. No 
objection to side lines, providing they do not 
conflict. Will pay commission on mail orders as 
well as orders taken. We have customers in 
both territories. Address Box G-236, care Harp- 
warE AcE, New York. 





Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 
1420 Widener Bldg., Phila., Pa. 





ALUMINUM WARE SALESMEN WANT- 
ED BY MANUFACTURER to handle as side 
line or full time a popular priced complete line 
of medium weight well finished utensils, thor- 
oughly guaranteed. Complete assortments and 
open stock. Commission basis. THE MASSIL- 
LON ALUMINUM CO., Massillon, Ohio. 








SALESMEN CALLING ON HARDWARE, 
Department, Variety, or General Stores can sell 
Rubber Door Mats, Stair Treads, Landing Mats, 
Novelty Rugs, Corrugated and Perforated Mats 
and Matting, Ford Mats, Pedal Rubbers, Run- 
ning Board Mats, Men’s Belts, etc., either as 
side or main line. $10 to $25 day earnings 
easy. Fine chance to build permanent business. 
Aero Rubber Products Co., cannes? Ohio. 





Salesmen calling regularly on retail hardware 
trade to sell our Carbo Magneto Sharpening 
Stones and Grinding Wheels. The line that 
brings repeat orders. Liberal commission basis. 
Some excellent territory now open. Preference 
to those covering territory by automobile. A. 
Goodrich, Inc., 1500 W. Madison St., Chicago. 





LIVE WIRE SALESMAN WANTED: Te 
sell Advertising Tire Covers, Top Recovers, Seat 
Covers, etc.; Tents, Wagon Cavers, etc. Com- 
mission basis, to retail trade. State territory, 
selling experience and age. Address Box G-251, 
care Harpware Ace, New York. 





—_—_ 





Osborne High Grade Punches 





Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, 
skilled workmen and use the finest quality of materials in making our products. 

We stand. back of every tool we make, Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Also: Leather Workers’, Trimmers’ 


employ only 














The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Terrey Razor Co., Worcester, Mass. 








“They Have a 
Bull Dog-Grip” 
Manufactured by , 





DU. &. Clethes Pin Ce., Mentpelier, Ve. 
Sales Dept. 
1018 Unien Bank Bidg., Pitteburgh, Pa. 








Economy 
Hose Attachments 
Fer eonnecting hose to smooth 
faucets. Slips on and off easily. 
Boonomy Mfg. Co. 
6850 Germantown Ave. 
Philadelphia, Pa. 














ELEVATORS 


“ page 


fer Hous or Warehouse. 
Write for i mm, State your 
ents as to sise, capacity 


F| 


The SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 








n Can 


TONTAINEAS OF Tine ri IC a nh ' 140 mon mand 


American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Maes. 




















If it’s the best tool you can sell 


For Working Stone 


it’s ours 


Trow & Holden Co., Barre, Vt. 


= AXES 


ae a 1913, Axes since 18986. 


RIXFORD f2% tiigngase, ve 








CR em at te elie eee ye ten ne mn ts me een La ae mice me areaeeahe RMR 








BALE TIES 


Best .Made — Prompt Shipment 


Baur Bale Tie Co. 


INDIANAPOLIS, IND. 











j. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—- RIVETS = 





ELEVATORS 
DUMBWAITERS 


Write fer eur catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 








CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 
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ym Main Street into 
iSline Alley for Repairs 


When this stream of cars turns off Main Street and heads for Gasoline 

Alley you can bet there's a lot of work to be done on them—parts to 
\ remove and fix, loose nuts to tighten. It calls for a whale of a lot of 
3 socket wrench equipment which you can supply at a liberal profit with 
this Snap-On Display. 

























\ The Snap-On Cabinet gives you a complete but compact department that 
will make your store socket wrench headquarters. With the aid of our 
“What Car Do You Drive” booklet you can specify a full kit of Snap-Ons 
that will completely service any make of car or you can 
supply the exact wrench the car owner needs for any partic- 
ular job. An exceptional service that none but Snap-On 
Dealers can render! 
This business is big. Tremendously big. More of it is yours 
with the Snap-On Cabinet in your store. Write for details 
of the Snap-On Sales Plan—today! 


MOTOR TOOL SPECIALTY COMPANY 
14 E. Jackson Blvd., Chicago 
Distributing Branches in 18 Principal Jobbing Centers 


nap-on 


INTERCHANGEABLE 


ocket Wrenches 
Snap-On Wrench Co. 


Manufacturers 






Milwaukee, Wisconsin 
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START YOUR Pere ASSORTMENT 
Add Extra Sockets a ond Handles As Needed ey 
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; These Quality Goods Can Be Ordered from All 
5 Leading Jobbers. They Are Priced Right for 
: Quick Sale and Good Profit. Order Now! 
5 Drip P 
- Black Beauty Double Roasters and Drip Pans 
= illite These strictly high quality roasters are made of 
2 — oF « extra heavy polished prime steel, uniform in color 
® Nef —a gun-metal blue black—and are reinforced by 
-y SE extra heavy wire rolled in the rim. The three- 
2 piece roasters have self basting top, sanitary cor- 
x ners, steam vent and basting rack. The two-piece 
. roasters are of the same construction, but without 
x the basting rack. -Priced to sell quickly with a 
e vood margin of profit. 
- : Three-Piece Roasters Two-Piece ag ae 
= No. 16% x 934 x 5% . 5—10 x 15 x 7 
> No. 10—11 x 16 x 8 No. 2—8 x 12 x 7 No 6—10% x x 8 

No. 20—124% x 17% x 9Y No. 3—9 x 14 x7 No. 7—13 x 18 x 


: BLACK BEAUTY DRIP PANS 





® A superior grade of drip pans priced low for quick sale. Made in the 16 fastest 
® selling sizes. The best of material and workmanship. Made of lacquered prime 
BY steel sheets, uniform in color, smooth, and attractive in appearance. It pays 
3 to sell this better class of merchandise. 

x 6 x 10 9x 14 10 x 14 12 x 17 

®) 7x 14 9x 17 10 x 15 14 x 17 

= 8 x 10 10 x 10 11 x 16 16 x a 

= 8 x 12 10 x 12 12 x 12 18 x 


EKCO TIN BAKE PANS 


Staple and Special Numbers That Put New Life in Your Sales 


Sanitary Bread Pans Tin Drip Pans Wedding Cake Pans 
: Sanitary Cake Pans Layer Cake Pans Coffee Cake Pans 
= Home Made Bread Pans Loose Bottom Layers Cake Pans on Legs 
® Sanitary Family Bread Pans Loose Bottom Bread Pans Crimped Cheese Cake Pans 
% Square Jelly Cake Pans Ct toe Cate Pane Star Cake Pans 
ES Oblong Biscuit Pans Vanity Cake Pans Triangle Cake Pans 


Cheese Cake Pans Diamond Cake Pans 


= Oil Stove Biscuit Pans Swansdown Cake Pans Seamless Bun Pans 

> Biscuit Sheets Silver Beanty Pans Seamless Counter Pans 
® Domestic Science Pans Angel Food Pans Cake Cutters 

B. Brown Bread Pans Drawn Cake Pans Cookie Cutters 

= Oblong Tin Pans Drawn Pudding Fans Ornamenting Sets 

=. Write for our No. 24 Ekco Pan Talk Catalog and Prices 


Your Jobber stocks this line 


: EDWARD KATZINGER COMPANY 
=< 1949 N. Cicero Avenue Chicago, IIl. 
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